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Every carton of 


CAPITOL 


PIPE FITTINGS 


means extra profit 





Packaged At No 
Extra Cost! 


You make an extra profit through 
easier handling and stacking to save 
space; reduced inventory losses; 
assured accurate count; complete 
product protection. 







COUPLINGS UNIONS REDI-BENDS NIPPLES 
REDUCING x DRIVE WELL-POINTS 
CAPS COUPLINGS HEX BUSHINGS PLUGS AND WELL SUPPLIES 





om ipItOl lim: 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 








so | ,000 KWIKSET INSTALLATION AIDS 
; defense bond 





first prize 












KWIKSET’S INSTALLATION CONTEST 





TO BE HELD AT 
NAHB EXPOSITION IN CHICAGO, JANUARY 18-22 


500 other valuable prizes 


gifts to all contestants. 


*Tiny Baker, General Superintendent for Diller and Gunther 
Subdivision Developers of Los Angeles, California, warming up at California 


TUT Lfo fale Mm elaligelaiole Matt tela oilelt) Convention at San Diego, November 14, 1952 


kwikset sales & service company, anaheim, calif. 
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AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and AcCco-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these ‘American favorites’’ now from your 
AMERICAN CHAIN wholesaler. 


American 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Listening to 
The Wrong Voices 


Supermarkets and self-service still seem to be 
among the chief subjects of interest to the hard- 
ware trade, according to our mail from readers. 


Most of the letters on supermarkets we receive 
reflect a sober, careful appraisal of the problem. 
Unfortunately there are some letters that seem 
to reflect a deep, almost unreasoning fear of the 
possible effects of supermarket competition in 
hard lines. 


Those of us who have had the opportunity of 
studying this supermarket competition in many 
places across the country, and to talk to people 


q who are involved in this development, would cer- 
tainly be the last to minimize its possible conse- 
quences. : 


Yet, I cannot help but feel that a large share 
of the fears expressed by some dealers arise 
from listening to and believing the wrong people. 


Some of the voices being heard these days in 
the supermarket discussion are voices of people 
with prejudiced viewpoints; people who have a 
selfish personal interest in widening the fields 
covered by the supermarkets. 


These may be the people who specialize in ser- 
vicing the supermarkets in one way or another, 
such as packaging, fixtures, promotions, etc. Too 
often these people speak of what they would like 
to see happen; not of what is happening. 


Then there are also a few folks who seem to 
have injected themselves into the act because 
they see an opportunity for personal publicity. 


These are not the people who deserve your 
attention; these are not the people who will give 
you sober, careful, practical viewpoints on super- 
market trends. 


Check closely on the background and interests 
of the next expert you hear predicting super- 
market trends, before you accept his opinions. 





Today’s prophets of doom for the independent 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


hardware store are just as wrong as they have 
always been in the past. 

Many level-headed, practical authorities on 
supermarkets, including some of the executives 
of some of the very supermarkets themselves, 
have said many times that no one can foretell 
how supermarkets will make out with hard lines. 


These men have emphasized that the whole 
problem is a complicated one and one that will 
take much time to work out. They are up against 
many problems in selling hard lines that do not 
exist in selling the products they normally 
handle, they have stressed. 

So don’t go jumping to any quick conclusions 
The payoff will still come from concentrating on 
doing the best job you know how in merchandis- 
ing your store. 


Limitations 
Of Self-Service 


Assuming, as we must, that the supers will 
find some hard lines suitable for distribution 
through their type of operation, this still does 
not mean that hardware stores will suffer a net 
loss in overall volume. It is,well to bear in mind 
that the hardware store today has taken on lines 
that were not so common to them 10 years ago; 
housewares and toys, to name two. 

There are many lines being sold today by 
hardware stores that are no where near their 
maximum sales potential. A little extra effort in 
merchandising such items as power tools, power 
mowers and power garden equipment, paints, 
builders’ hardware, to cite just a few examples, 
could easily more than make up for any volume 
absorbed by the supermarkets. 

A real job of capitalizing on the “do-it-your- 
self” trend could bring important additional vol- 
ume to almost any store. 


In the news section of this issue you'll find 
some interesting comments by NRHA store en- 
gineers. These remarks were the outcome of 
their recent meeting in Indianapolis to study 
such matters as self-service, fixture design, etc. 





















































These store experts point out, in what strikes 
us as a very sensible and authoritative manner, 
that self-service is by no means the final answer 
to hardware selling problems. 


They make the statement that the use of self- 
service techniques may result in no actual gain 
in sales volume. In contrast, they point out, mod- 
ernization can bring gains of up to 50 pct in sales 
volume. 


If you have been closely following the articles 
of self-service experience of various dealers, as 
we have published them in HARDWARE AGE, you 
will have noticed the definite tendency to distin- 
guish between items lending themselves to self- 
service and items which require direct, personal 
selling. 


From our observations to date, the idea of a 
100 pct self-service hardware store appears very 
remote, having in mind that when we say hard- 
ware store we have in mind one that carries a 
full line of basic hardware merchandise, and not 
a short, specialty selection. 


On the other hand, the combination of self- 
service and service selling does seem to offer 
opportunities for preserving the basic values of 
a hardware store, and at the same time speeding 
up the handling of small sales and impulse sales, 
and possibly giving a somewhat lower sales cost 
per $1000 gross sales for these items. This has 
been largely the experience of the drug field. 


The big question that must be slowly worked 
out over a period of time, is what merchandise 
will lend itself to self-service and which will not. 
You’ll find the progress of this effort very thor- 
oughly charted in the articles of dealer experi- 
ence which will be published in HARDWARE AGE 
in the months ahead. Try not to miss these 
reports. 


If All Your Sales 
Came in One Day 


Do you think you could operate your store 
efficiently if all your customers waited until 
Saturday and made one grand rush into vour 
store, all demanding immediate attention? 


We hope you will never face such a problem, 
for you would find that you couldn’t handle the 
situation economically or efficiently. 


Yet, in a sense, many dealers do exactly that 
in the purchase of much of their merchandise. 


Just Among Ourselves 


informal editorial comments 


They wait until the season is upon them and 
then place their orders all at one time and ex- 
pect prompt shipment. It just can’t be done. The 
result is either outs at the height of a season 
or excessive freight charges that eat up profit 
margins. 


The only effective means of avoiding this 
situation is to place orders for future delivery. 


The shortages of merchandise during the war 
and in the immediate post-war years made fu- 
tures impractical. But now with merchandise 
availability approaching normal, dealers and 
wholesalers need to give renewed attention to 
futures if distribution costs are to be kept in 
bounds. 


With the competition we all face these days, 
it is foolish indeed to risk the loss of a sale be- 
cause of an out caused by a manufacturer’s in- 
ability to meet the urgent shipping requests 
that pile in when everybody waits until the last 
moment to place his order. 


There are many advantages that accrue to a 
dealer in placing future orders, and he takes 
practically no risk since he usually orders only 
a portion of his full needs and, in turn, is given 
datings. 


Imagine how much more orderly and efficient 
the entire distribution picture would be if all 
dealers would order, say, half their season’s 
needs in advance, so that the wholesaler in turn 
could anticipate demand to the factory. 


Any discussion of low cost distribution must 
first assume orderly buying methods. Futures 
provide an orderly buying method that is re- 
flected in orderly wholesale purchasing and order- 
lv manufacturing and shipping. 


In view of the growing importance of futures 
we urge you to re-read the enlightening article, 
“Why Buy Futures,” beginning on page 41 of 
the Nov. 27 issue. You’ll find much common- 
sense in this article. 


Too Much “Wolf” 

We wonder how many manufacturers recall 
the parable of the boy who cried “wolf” once too 
often? If they’ve forgotten, they’d best refresh 
their memories, because many Fair Trade manu- 
facturers are shortly going to find themselves in 
the same spot as the boy who cried “wolf.” A 
few Fair Trade manufacturers seem to be trying 
to do an enforcement job, but too many are just 
sitting back crying “wolf.” Soon no one will 
believe them. 
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These best-sellers by LOCKWOOD 
huild sales and...Customer Satisfaction 


Here’s a complete line of screen-door hardware that not only builds profits but satis- 
fied customers, too. Lockwood quality means years of trouble-free service . . . you get 
plus-profits in extra sales by customer-recommendation. 

Order now. Be ready for Spring-time business. Select the items your customers will 


be looking for with the first blooms of spring. 





CYLINDER LOCK SET — Provides real security for 
screen doors. Locked by key in cylinder outside 
or slide-button inside. Easily installed; available 
in polished or dull brass finish. Priced for volume 
selling. No. 8595, for 134” doors; No. 8596, for 
114” doors. 





RIM LATCH SET — Requires no mortising. Latch 
bolt is operated by knob or lever; slide stop in- 
side locks both knob and lever; latch case is cast 
iron, trim is wrought steel, dull brass finish. For 
use on right or left hand doors. Backset 14”. 
No. 4115. 








SCREEN DOOR CLOSER— DeLuxe Model No. 3002, 
top quality in screen door closers, has protective 
cushion spring, pearl gray finish. Reversible for 
either right or left hand doors. Packed with com- 
plete instructions for installation. Also available, 
Senior model with heavy, exposed spring. No. 
3001. 





Pr 


TUBULAR LATCH SET — A smooth-working set 
that’s been a best-seller for years. Latch bolt is 
operated by knob or lever; slide stop inside 
locks both knob and lever. Wrought steel, dull 
brass finish. For use on right or left hand doors. 
Backset 134”. No. 5597. 





PUSH-PULL LATCH SET — The new, easily installed 
set for those who want push-pull action. Door 
unlatches when inside lever is pushed or outside 
lever is pulled. Slide button inside locks outside 
lever. Easily installed by boring through door 
stile. Attached by machine screws. Brass lacquer 
finish. No. 4120. 





LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 
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NEWS and ViEws 


By Washington Bureau of 
HARDWARE AGE 


Congressional Sentiment Favors 
Retention of Fair Trade Law 


There is little doubt that Congress, if polled at this 
time, would vote overwhelmingly to reaffirm its sup- 
port of Fair Trade. Sentiment at the Capitol on this 
issue hasn’t changed much as a result of the 1952 
elections. 

Should any changes be written into the McGuire 
Fair Trade Law this year, it is likely that they will 
be aimed at strengthening the law (such as barring 
of cut-rate sales by mail order houses), and not weak- 
ening it to any degree. 

The FTC’s continued opposition to Fair Trade is 
not serving to improve that agency’s standing with 
Congress. It is charged that FTC, is in effect, trying 
to negate by regulation the effect of the McGuire Law 
which Congress passed last year. 

Despite charges raised by FTC Commissioner 
Stephen J. Spingarn that proponents of Fair Trade 
are trying to pressure the Commission, there is little 
likelihood that the new Administration will permit any 
further attempts to get around the law. 


OUTLOOK — You can expect some law- 
$ makers to push for a complete study of Fair 
Trade problems, price-cutting, and anti-trust 

policy this year. 


Appliances, Some Sport Goods 
Up for Possible Excise Repeal 


Of tax legislation now in the mill, the Dingell omni- 
bus bill commands special attention because of its 
unqualified opposition to taxes which hit hardest at 
both retailer and customer. A strong fight is promised 
for reduction from present levels. 

The Dingell excise proposals seek outright repeal of 
excises on most sporting goods, except fishing and 
hunting equipment; appliances, radio and TV sets and 
parts; luggage and leather. 

Reductions are also being sought on spirits, to- 
baccos, and other items requiring stamps, and on 
motor vehicles and parts. 


10 


Arguments for repeal or reduction will be that ex- 
cises (a) are taxes on production rather than on prof- 
its, (b) that the burden falls hardest on low income 
groups and big families, and (c) that if imposed at all, 
they should be reserved for use at state and local levels. 


OUTLOOK—Don’'t count too much on excise 
reductions. It’s too early. Besides, Congress 
a now seems likely to give first attention to in- 
come taxes. They're more evident to the tax- 
payers. Also, some reductions will be auto- 

matic next year. . 


Price, Wage Controls Likely 
To Be Scrapped on April 30 


Republican leadership in Congress now believes the 
scrapping of price and wage controls is a calculated 
political risk which must be taken. 

And key members of the majority are keenly aware 
that such a move will inevitably be followed by criti- 
cism and jeering rebukes from some quarters. 

The conclusion has now been reached that the long- 
range benefits to retailing and consumers alike far 
outweigh any momentary political gain that could re- 
sult from an extension of controls beyond April 30. 

Briefly, the long-awaited pinch on consumers—both 
in terms of prices and supplies of goods—has simply 
failed to materialize in the two years that the U. S. 
has been engaged at war. 

Also, inflationary pressures that did exist now have 
dissipated themselves to the point where prices are 
now unlikely to zoom upward in any business. 

Resulting production and sales eventually will bring 
prices down, it is pointed out in Republican huddles. 
And business will be relieved of the extra overhead 
incurred because of price record keeping. 


OUTLOOK—Unless some new act of com- 
munist aggression forces a return to all-out 
* defense measures, controls are to expire on 
April 30. Controls over scarce materials are 
to be continued in limited form. 
(Continued on page 146) 
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This fine building is equipped 
throughout with McKinney Hinges 


“McKINNEY HINGES? 


to be sure— you couldn’t make a better choice” 


Owners and builders of large, prominent buildings 
know best why highest quality builder’s hardware 
is least expensive in the end. They know it is more 
economical and satisfactory to install hinges that 
will be free from maintenance . . . hinges that will 
last without corrosion or deterioration, without 
weakening or failure, without repairs or replace- 
ments for the life of the building. 

For eighty-eight years McKinney Hinges have 


been recognized as top quality. That’s why in 
many of our finest and largest structures you'll 
find McKinney Hinges throughout. Builders have 
complete confidence in the name—McKINNEY. 

For any building, large or small—to be sure, 
you couldn’t make a better choice than McKinney. 
McKinney Manufacturing Company, 1715 Liver- 
pool Street, Pittsburgh 33, Pa. 


See Your Jobber or write for Catalog 


McKINNEY 
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@ Many Hardware Week 
Specials are described 
in these pages. 





Paint Brush Assortment 


As a Hardware Week special, 
this specially designed household 
paint brush assortment is offered at 
a reduced price to the dealer. Con- 
sisting of 14 Nylon varnish brushes 
and six wall paint brushes, the 
assortment is called the Scott and 
is not a permanent addition to the 
Rubberset line, though all are regu- 








lar catalog items. The Scott is pack- 
aged in a bright, colorful display 
carton which is printed in red, black 
and white. Brushes are made of 
Pre-tipped, Permanent Wave Nylon. 
Rubberset Co. 


For more data circle No. 1 on postcard, p. 159 


Handsaw 


For introduction during Hard- 
ware Week, this improved D-7 
handsaw has the same 26 in., eight- 
point, crosscut blade as the former 
D-7. Now it features a new lami- 
nated pressure-welded wooden han- 


12 





dle. Retail price is $5.85 and four 
handsaws are packed in a re- 
shippable corrugated container, 
complete with free two-piece coun- 
ter or window display. Henry Diss- 
ton & Sons, Ince. 


For more data circle No. 2 on postcard, p. 159 


Floor Conditioner Deal 

As a Hardware Week special, 
this FP-33 floor conditioner and 
Sessions electric Preference kitchen 
clock are offered for the price of 
the conditioner alone. Clock nor- 
mally retails for $6, including tax, 








and the conditioner for $67, includ- 
ing tax. As a special, both are of- 
fered for $67 retail, or $44.67 to 
the dealer. Conditioner is a new 
twin-brush model, different attach- 
ments allowing it to be used as pol- 
isher, buffer, scrubber or sander. 
Self-starting wall clock has plastic 
case and Cordclamp feature which 
holds excess wire behind clock. 
Red Devil Tools. 


For more data circle No. 3 on postcard, p. 159 


Push Drill Special 


This No. 46 Yankee-Handyman 
push drill, designed for quick boring 
of small holes in wood or plastics, is 








offered in a set of four with a col- 
orful merchandiser as a Hardware 
Week special. Plastic magazine 
handle holds 5/64, 7/64, 9/64 and 
11/64-in. drill points. Priced at 
$2.98 each. North Bros. Mfg. Co. 


For more data circle No. 4 on postcard, p. 159 


Screwdriver Sets 


The Four-in-one screwdriver and 
Four Piece Screwdriver Set are 
being reduced in price as a Hard- 
ware Week special. The Four-in- 
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Want more information on these 
products? Then use free post- 
card on page 159. 


in hardware merchandise... 





one, consisting of Hi-Carbon cad- 
mium steel blades, will be dropped 
from $1.35 to 89¢. Blades include 
No. 2 recessed, ‘-in. diameter, 
3/16-in. diameter, and 14-in. diam- 
eter. Made with heavy aluminum 
chuck to take all blades, it has two- 
tone unbreakable amber handle. 
Four piece set, packed in plastic 
roll kit, includes a pocket, cabinet, 
regular and No. 2 recessed screw- 
driver, and will be reduced from 
$1.40 to 99¢. Fuller Tool Co. 


For more data circle No. 5 on postcard, p. 159 


Three-Bladed Saw 


Called the No. 2370 Nest of Saws, 
this handy little saw with three 
blades is a Hardware Week Spe- 
cial. It measures approximately 
915 in. overall and has a sturdy, 
pistol-grip handle. Blades are in- 
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FOR THE HARDWARE DEALER 


terchangeable and can be placed in 
handle the usual way, or teeth up, 
making it easier to saw into cor- 
ners and right up to walls or other 
obstructions. Blades are medium, 
fine and coarse tooth. Complete 
nest is mounted on colorful 1314x 
64 in. card. Regularly priced at 
75¢, it is being offered for 69¢ dur- 
ing the promotion. West coast 
prices slightly higher. Millers Falls 
Co. 


For more data circle No. 6 on postcard, p. 159 


Electric Drill Promotion 


Bore 50 pet larger holes with 
small 14-in. electric home drills is 
the sales theme of this Hardware 


jarger holes 


bore 50 





Week special promotion, which con- 
sists of two profit-maker packages. 
The 62RB5 package, which includes 
30 14-in. electric drill bits in nine 
sizes for open sale, and two display 
box sets of five bits each, sells to 
dealers for $23.87 and has retail 
value of $37.02, and comes with 
counter and window display, open 
stock, self-selling container, two 
empty bit rolls and a supply of 
handout folders. The 62RB30 pack- 
(Continued on page 156) 









TO HELP YOU 


SELL 


AND OTHER DEALER 
i 









se 


. 
Tool Counter Display 
This self-service counter display 
keeps each tool within reach and 
has eye and buy appeal. Measuring 


A youmstll - Hee & 


oof 





15%, in. wide, 12 in. deep and 138 in. 
high, it is packaged complete with 
the following do-it-yourself home 
repair items: nine putty knives and 
six scrapers from the Blue Diamond 
line; nine Speedster wood scrapers 
with extra two-edge blades and six 
blade sharpeners; 24 No. 25 razor 
blade scrapers, blue, yellow, green 
and red; and 12 No. 1 glass cutters. 
Hyde Mfg. Co. 


For more data circle No. 


7 on postcard, p. 159 


Electric Housewares Deal 


Offered free to dealers who buy 
$150 worth of Universal electric 
housewares appliances, is a com- 
plete Spring Sellabration package. 
Package consists of Hostess display 
merchandiser, shown here, suitable 

(Continued on page 175) 
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Business Prospects 
Better at Year's Start; 
Record Holiday Sales 


Manufacturers and sellers of con- 
sumer goods start off the new year 
with better business prospects than 
at the same time last year. 

Even those who have been calling 
for a recession in trade beginning 
any time after the middle of 19538 
have been forced to change their 
thinking by the strong tone of 
business generally. 

At this time last year, the mar- 
ket for consumer goods—especially 
big ticket items—was sluggish. 
Stocks were plentiful and demand 
was weak. 

However, as the year wore on 
there was a noticeable pick-up in 
consumer buying and the steel 
strike in mid-summer hastened the 
reduction in inventories. 

Once the steel strike was ended 
consumer demand continued strong 
and with production of consumer 
goods in high gear it was inevitable 
that the year would end on a high 
level. 

Christmas business set a new 
record and for the first week fol- 
lowing Christmas, retail trade was 
estimated by Dun & Bradstreet to 
have been from 2 to 6 pct ahead of 
the same week last year. 

Because Christmas business re- 
duced dealer stocks, wholesalers 
and manufacturers are anticipat- 
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> Trade Picture Bright for '53 


> Consumer Credit Higher 


> Manufacturer Adopts Net Pricing 





Holiday Sales Were 5-10% Higher 


Retail sales during the Christmas season showed increases of 
from 5 to 10 pet over a year ago, reported the Commerce Dept 
after a nationwide telegraphic survey. 

“Even though there were fewer shopping days between Thanks- 
giving and Christmas this year than a year ago, greater dollar 
volume in sales seems the rule rather than the exception,’”’ Commerce 


Secretary Sawyer said. 


In the New York area stores featuring luxury Christmas items 
including household appliances, showed the greatest increase over 
the previous year. Substantial increases were also reported in in- 
stallment buying of high unit items. Most dealers canvassed reported 
sales above expectations. Business in the region showed a slight rise 
in dollar volume over December, 1951. 


In Boston ,it was stated that sales were not quite up to forecasts 
but tota! dollar sales touched a new high. Largest declines there fo: 
the Christmas season were reported by hardware stores. 





ing better business in the next few 
months. 

At no time since the war years 
has industrial activity been so 
strong, and manufacturers’ unfilled 
orders make good business almost 
a certainty for some months. 


November Store Sales 
Only 2% Under Peak 


Retail store sales in November 
amounted to $13,900,000,000, a 4 
pet rise over the same 1951 month 
but 2 pct off from the record sales 
of October, 1952, reported the U.S. 
Commerce Dept. 


52% Gain Shown In 
Christmas Week Sales 


Department stores sales in the 
country as a whole showed a 57 
pct increase in the week ended Dec. 
27, compared with the same week 
a year earlier, according to the Fed- 
eral Reserve Board. The increase 
is due to the fact that in 1951 
there was only one shopping day in 
the week of Christmas, the holi- 
day falling on a Tuesday. In 1952 
there were three shopping days as 
Christmas was on Thursday. 

Sales for the four weeks ended 

(Continued on page 202) 
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ses otf . : 
Dept MODERN WAY TO \ 
nanks- Packag LY, | 
dollar & a Handuiane 
merce . a 
items Today the store with the streamlined lay- When you fill an order from one of these 
exer out has a definite edge over old-fashioned unique boxes, you simply take off the top, 
in ine competition. and there are your fasteners in the lower 
orted For today’s busy customer demands con- part of the box, with the label reading right 
t rise venience. The store that’s arranged to help side up. You can’t spill the contents, and 
him find what he wants quickly and easily, there’s no mix-up as to what’s in the boxes. 
— with merchandise neatly displayed, will get Here’s modern, efficient packaging for up- 
te his business. He hasn’t time to hunt for to-date hardware retailing! 
wanted items or wait for a clerk to fumble Feature a complete department of RB&W 
through a drawer. top-quality bolts, screws, nuts and rivets. 
mana RB&W’s “upside-down” packages help you They’re great hardware staples that build 
give your customers the convenient service traffic for everything you sell, as well as top 
n they want in fasteners. These smart, red- sellers in their own right. And they are one 
and-green packages stand out on your of the few profitable, fast turnover items 
ales shelves . . . feature one product to a box you can stock in quantity without worrying 
in the with labels that tell you exactly what’s in about style changes or deterioration. 
da 57 them (big, black type, white background, For fasteners that move fast, order the 
ed Dec. with the product pictured). complete RB&W quality line today. 
e week 
he Fed- 
nerease 107 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
n 1951 
day in 
e holi- RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
n 1952 Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices 
jays as at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 
ended - " ‘ . 
7 Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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Colonial 
full polished light finishing half 
hatchet (Haines pattern) thin 
blade. 1344” best quality spe- 
cially shaped handle. 









Colenial 


(ull polished hexagon neck, round 
pull nail hammer. Handle with 
oval grip, octagon neck. 


Yes Indeed... 
MANN «makes these — 


Sometimes an outstanding reputation in one field can 
have its disadvantages. The world-wide fame of 
Mann Axes has a tendency to obscure the fact that 
we make what we honestly feel are the absolute 
“tops” in hatchets and hammers, too. The best de- 
scription we can offer is that their quality and design 
is on a par with our axe line. To most of you that’s 
“enough said” but to those who aren’t, as yet, familiar 
with the outstanding quality of Mann axes—may we 
suggest—seeing is believing. ; 


GS *° EAE FH 


Write for free catalog which illustrates and describes the Mann line. 


Ln a\la\by 


EDGE TOOL COMPANY 


LEWISTOWN, PENNSYLVANIA 
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Silent Salesman Display 
at no extra charge 


popular sizes - sceicaiecetiaees increases sales 
75 watt, 100 watt, 150 watt 
at popular prices 


Increase your soldering iron sales! 


@ METAL CLAD HEATING ELEMENT prolongs life 
@ COOLING FINS keep handle comfortable 
SWAGED TUBE seats element firmly, 
insuring constant tip heat 
@ HIGHLY POLISHED CHROME FINISH 


and sales-catching package Mfg. Company 


@ FULLY APPROVED by Underwriters Laboratories 
and Canadian Standards Association 

@ FOR COMPLETE DETAILS see your jobber, 30 Cummington St. 
or contact Lenk Mfg. Company BOSTON 15, MASS. 
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DOG CHAIN DISPLAY 


Eye-catching 2-color metal dis- 
play complete with 12 assorted 
dog chains. Best-liked “Bulldog 
pattern, leash or dog chain styles, 
in a choice of assortments. 


” 
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ANIMAL CHAINS 


Hodell halter and dog chains, 
leashes, cow ties, tie-outs, kennel 
and exerciser chains, anti-cow 
kickers, dog couplers and chain 
choke collars. In all popular sizes 
and styles. 





SELL HODELL 








CHAINVENDER 


A complete compact chain depart- 
ment in itself, the Hodell Chain- 
vender takes up less than two 
square feet of floor space. Choose 
from eight different assortments of 
chain to meet your local consumer 
preference. Dimensions: 54” high, 


18” deep, 15” wide. 





THE “LITTLE DRUMS” 


The four most popular sizes of 
proof-coil chain, neatly packed in 
fiber drums. Use them with the 
Chainvender for attractive display. 
Drums contain 100 lbs. or 100 ft. 
continuous lengths of a size, %, 


4, ¥ or % inch. 


The Chain that 
Serves the Best/ 


youstHOLo 


COUNTER DISPLAY 


Hodeil Household Chain assort- 
ment contains four of the most 
popular sizes of small chain for 
handy use around the home. Four 
reels per display, 50 feet each of 
16 Single Jack, 2/0 Safety, 18 
Register, 7 Bulldog. 









And, of course .. . famous Hodell 
Coil Chains in standard hardware 
packages or on reels. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
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$120 Spading Fork: 
polished tines wit! 
bent ash handle, ¢ 
Steel D top. 46 Ib: 


he : 
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SL9 Bow Rake: 
pd in one piece. 
Ned teeth 23/4,” deey 
"ferrule, 37 Ibs. | 
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lbs. per doz. No. $ 
Adie. 15 lbs. per d 
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520 Spading Fork: Roll-forged 10” 
E polished tines with angular back. 
dent ash handle, 8” Tapertite fer- 
Steel D top. 46 Ibs. per doz. 





dell q ea 
vare ff 
SL9 Bow Rake: Bows and head 
in one piece. 13%” wide, 14 
Med teeth 23/,” deep. 5’ ash handle, 
ferrule, 37 Ibs. per doz. 
ee 
( y 
( 
1953 hedy Cultivators: No. SL5 has 4 tines, 


Spring pattern handle, 33,” ferrule. 
lbs. per doz. No. SL3 has 3 tines, 4’ 
Adie. 15 lbs. per doz. 





No. SLI7 Garden Shovel: 7%," x 10” 
blade with integral socket and footrest. 
Lower half of blade polished. 42” bent 
ash handle. 42 Ibs. per doz. 





iP, 
tt) 


No. SL1O Level Head Rake: 13%" wide, 
14 curved teeth, 2%,” deep. Forged in 
one solid piece. 5’ ash handle, 3%,” 
ferrule. 32 ibs. per doz. 


ma 


No. SLIS Turf Edger: The permanently 
satisfactory edger. 9” x 4%,” blade 
sharpened end to end. Footrest. 4’ ash 
handle, 4%,” ferrule. 32 Ibs. per doz. 


How Mass-Display Increases Sales: Every tool in this display section is one of a perfectly 
natched set. Each helps to sell others, often increasing the initial purchase and always invit- 
ing customers back for matching blue-handle tools when they buy again. 


‘iE lawn & garden tools 


matched and balanced like a set of golf clubs, 
now outsell old-type heavy tools by 2 to 1 
These light, strong, easy-to-use tools are today’s best sellers to your fastest- 
growing market—the men and women who do their own yard work. 


Every item pays full profit and suggests the purchase of other matching 
items in the line. 


Nationally advertised to 20 million home gardeners in Better Homes & 
Gardens, American Home, Sunset, House Beautiful, Flower Grower. Select 
your needs from this catalog page. Order from your UNION jobber. 


Note: New short-handled SPEEDLINE Garden Tools are shown on next page. 


4 @aae~ «a 


No. S121 Floral Shovel: Very strong, 
forged, heat treated 5%” x 8” blade 
and shank, with 42” bent ash handle, 
8” Tapertite ferrule. 32 Ibs. per doz. 


~ 
~ 
~ 
= 
= 
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No. SLI1 Dandelion Topper and Crab- 
grass Rake: 26 saw teeth on curved 
head 15%" wide. 5’ ash handle, 3%” 
ferrule. 37 Ibs. per doz. 


No. SLI2 Dandelion Weeder: 1" wide, 
notched and sharpened blade on 6” 
long shank of forged steel. 30” ash 
handle, 3” ferrule. 9 Ibs. per doz. 


No. SLI4 Adjustable Lawn Broom: 
Quickly set to any width from 111.” 
to 20” to suit work. 22 flat spring- 
tempered teeth. 4’ ash handle. 28 Ibs. 
per doz. 









No. SL2 Floral Hoe: 5" x 3%" blade, 
4’ handle. 17 Ibs. per doz. No. Sl4 
Nursery Hoe: 2%." x 3%” blade, 4’ 
handle. 16 Ibs. per doz. Blades pol- 
ished. Spring pattern ash handles. 


a 

















 < 


Garden Hoes: No. $L24 socket pattern. 
No. SL8 shank pattern. 6” x 4%," pol- | 
ished blades, 41/3’ spring pattern ash 
handles. 26 Ibs. per doz. 


a | 
























No. SL6 Warren Hoe: 4%," x 65%" blade 
sharpened ear to ear. 41/3’ spring pat- 
tern ash handle, 3%” ferrule. 25 Ibs. 
per doz. | 





r\ 


No. SL7 Two-Prong Hoe: Strong 3 9/16” 
x 9%” forged blade. 41/;° spring pat- | i 
tern ash handle, 3%” ferrule. 28 Ibs. | 


per doz. } 


rm | 


No. $122 Earless Hoe: 7” x 3” blade | 
sharpened on 3 sides, 41/3" spring pat- | 
tern ash handle, 3%" ferrvle. 24 Ibs. 
per doz. | 


' _—™ 


No. $L23 Soil-Knife Hoe: 3%” x 3%", 
blade sharpened on sides and point. 
4’ spring pattern ash handle, 3” fer 

rule. 17 Ibs. per doz. 


| No. SL! Gras 
Trimmer: 81 
x 2%" hea 
treated, serrate | 
and bevele| 
blade, revers 
ble and replace 
able. 30” as 
handle. 17 Ib: 
per doz. 






























complete line of 8 popular patterns 
ith SPEEDLINE matching blue 
indles, gold trim. Promotes multiple 
les of matching garden tools. 


‘If-serve fan-display rack 

ote how easy it is to see and pick 
it every tool. Price panel invites 
istomers to serve themselves. Dis- 
ays 18 tools—earns big profits from 
1all space. 


permanent portable fixture. All 
eel. Simple, rigid construction; easy 
assemble. Brilliant enamel finish. 
‘ill last as long as the famous 
NION Display Rack. Size 19” x 11” 
12” high. 


(8) No. SL50 Regular Trowels 

(5) No. SL51 Transplanting Trowels 
(3) No. SL52 Cultivator Hoes 

(3) No. SL53 Weeding Hoes 


ese tools are specifically designed for the 
ass millions of gardeners who want small, 
tht tools that are sturdier, more serviceable, 
ore comfortable to use than cheap tools, yet 
ll at a very modest price. 

ll items (except Lawn Weeder) are of high 





» SL5O Regular Trowel: With comfortable size 
h handle. 34%,” x 554” blade; 5” handle. 2 
z. in carton. Shipping weight 5 Ibs. per doz. 
.60 per doz.; in West $5.90. 


he first set of quality-finished small tools 
to retail at 69c each (73c in West) 


SPEEDLITE garden tools 





Balanced stock of 3 dozen tools; plus fan-display rack: 


(5) No. SL54 Cultivators 
(3) No. SL55 Hand Rakes 
(4) No. SL56 Lawn Weeders 


(5) No. SL57 Spading Forks 
In West 


Retail value of above 36 tools.........$23.64 $25.04 


Based on 69c for all items except Lawn Weeder, 39c 
for Lawn Weeder (full mark-up). In West 73c and 42c 


Permanent all-steel rack (regular price). . 4.00 4.00 
CO EE eee. 
You pay jobber only ................$17.25 $18.15 





quality cold-rolled steel, sharpened and _pol- 
ished; No. SL56 Lawn Weeder is of forged heat- 
treated steel to withstand hard prying. Handles 
are highest grade white ash, weatherproof blue 
finish, comfortable to hold, and each shaped to 
fit the use of the tool. 


OTE: These tools match with long-handled SPEEDLINE Lawn & Garden Tools, shown on other side. 


made by THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


No. SL51 Transplanting Trowel: With comfortable 
size ash handle. 2-1/32” x 6” blade; 5” handle. 
VY doz. in carton. Shipping weight 4 Ibs. per doz. 
$5.60 per doz.; in West $5.90. 





No. $L52 Cultivator-Hoe: Blade cnd tines one so) 
piece of steel. 21/2” x 5%” blade; 11%” hang 
3” ferrule. 2 doz. in carton. Shipping weight 
Ibs. per doz. $5.60 per doz.; in West $5.99, 











No. $L53 Weeding Hoe: Warren hoe blade o 
tines one solid piece of steel. 3” by 534” blo 
11%” handle; 3” ferrule. 2 doz. in can 
6 Ibs. per doz. $5.60 per doz.; in West $5.90, 





No. SL54 Cultivator: Strong construction. Shon 
and center tine are one piece. 21/2” tine spreog 
11%” handle; 3” ferrule. Y% doz. in carto 
7 Ibs. per doz. $5.60 per doz.; in West $5. 


( 


No. SL55 Hand Rake: Strong one-piece construj 
tion. 3-9/16” wide head; 2-15/16” teeth; 11); 
handle; 3” ferrule. 2 doz. in carton. 6 Ibs. pe 
doz. $5.60 per doz.; in West $5.90. 


No. SL56 Lawn Weeder: One-piece heat treated 
steel forging with V-notch blade and drop shank 
1” wide blade; 5” shaped handle. 1/2 doz. i 
carton. Shipping weight 5 Ibs. per doz. $3.05 pe 
doz.; in West $3.35. 


No. SL57 Spading Fork: Uniformly pointed fld 
tines with shank and center tine one piece fq 
strength. 3” wide at points; 7” handle; 3’ ferrul¢ 
Y, doz. in carton. Shipping weight 5 Ibs. 2er 404 
$5.60 per doz.; in West $5.90. 





Pi 
% 

£ 

Ps 
4 
x 
s 
Ea 


eeeee#ee 
wv 
= 


ade cand hp ones 
blade 11%" hend 
yn. Sh Pping Weigh; 
3 in West $5. 90. 


=o 






Spray-mix 


patent-pending 








irren hoe blade 
3” by 5%,” bl 
Yo doz. in can 
3 in West $5.90, 






construction. Shan 
2%” tine Spread 
/y doz. in cartol 
z.; in West $5.94 
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Amazing 

No. 81 | fertilizer and 

complete insecticide 
with 5 -foot 

suction hese, i 

— dispenser 

for gentle, Suction-action combines soluble 
wide spray 
and filter 
strainer 


fertilizers, insecticides, detergents, 
other chemicals with hose water 


Use Spray-Mix to- 

e FERTILIZE 

DEWEED 

INSECTICIDE SPRAY 
FRUIT SPRAY 
HORMONE SPRAY 
WASH CARS 

CLEAN WINDOWS, Etc. 
and as an 

e AERATED NOZZLE 





Powerful, self-selling 3-color set-up 
display carton...with one-dozen individually 
packaged units...with each order 


solid brass, rustproof, 1” 


fits any HOSE... suggested retail, 






America’s No. 1 Oscillating Sprinkler 


WITH BRAND-NEW 
3-COLOR WRAPAROUND DISPLAY! Swingin’ Spray’s eye ~ 
catching self-display is making sales-excitement every- 
where! Now sprinklers can be merchandised for year-round 
gift selling as well as for regular seasonal promotions. 


the most exciting 
garden accessory since 


ga, swingin’ spray 


* 


unconditionally guaranteed...for one full year 
covers rectangular areas up to 2400 sq. ft. 
all parts entirely rustproof and non-corrosive 
split-second link adjustment for small areas 





No. 600 
Suggested retail, 11.95 


© adjusts easily for smaller areas 

e sturdy aluminum, brass and stainless steel 
e water-driven gears never need oiling 

© covers entire lawn area uniformly 


*Swingin’ Spray ranks first in nation for brand acceptance according te 
Hardware Retailer's latest Annual Store & Market Study. 


~ POWERFUL NATIONAL ADS IN THESE KEY MAGAZINES! 










MELNOR Metal Sieabosn Co., Inc. 
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Tie in with Melnor’s | | 
tremendous advertising © 
program...pre-selling 

millions of home owners 
Troe | em to coast! 


10-40 45th Ave. - Long Island City 1, N. Y. 
21 






















BIGGEST SALES... 


Sales of Kaiser Aluminum Shade Screening 
Increase 100% Over Previous Season ! 


In just one season, sales of the amazing Kaiser Alumi- 
num Shade Screening have more than doubled —with 
the biggest demand yet to come! 

This growing demand for use on homes, offices, stores, 
factories means there’s a huge, profitable market — 
ready for you! 

And you cash-in on this big demand with the highest 
mark-up of any screening product. Dealers are averag- 
ing 55 per cent! 

What’s more, you get effective selling help. Free ad- 
vertising mats, photo kits, direct mail pieces, free AIA 
files, a generous cooperative advertising allowance, a 
dramatic, convincing demonstrator for your store, the 
help of Kaiser Aluminum’s national sales force, PLUS 
a hard-hitting campaign of in-season national adver- 
tising! 


-———WRITE TODAY 


Send for your free AIA file and the name of your nearest 
r supplier. Kaiser Aluminum & Chemical Sales, Inc., 
151 Kaiser Building, Oakland 12, California. 























Magnified view shows how 18 tiny louvers per inch are set at an 
angle to block sun, bar insects. 


THESE FEATURES MAKE KAISER ALUMINUM SHADE SCREENING EASY TO SELL! 


Keeps room temperatures as 
much as 15° lower. Tiny slant- 
ed louvers block hot sun rays. 
Admits plenty of glareless light. 
Air circulates freely. 


Economy-priced. Does the work 
of venetian blinds, awnings, in- 
sect screening —at less than the 
cost of awnings alone! 


Gives daytime privacy. You can 
see out easily—but outsiders’ 
view is blocked. 








Available in tension frames as 
well as standard aluminum and 





Protects interiors. Keeps 
the sun from fading rugs, 
draperies, upholstery. Keeps 
insects out, like any standard 
screening. Deflects rain, 
helps protect rooms from 
damage. 


Precision produced. Made 
from tough, high-grade alu- 
minum. Won’t rust. Never 
needs painting. Requires 
minimum maintenance. 








wood frames from sash and screen 
manufacturers, and in 50-foot 
rolls from jobbers. 
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SHADE SCREENING 
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oodal/ mowers 


GIVE YOU MORE For ’53 


8 EXCITING NEW Goodal/ MODELS! 


A Goodall for every purse and purpose — from the sensational 
new 17” Rotary that sells for only $87.50 ... up to the giant 26” 
Self-propelled mower for estates and commercial use! 

















+ easeent YOUR LAWN Sureolt oxo Comme! 
















FORIS YEARS =we 


Two huge Window Streamers — in color ‘ 
FREE! Srnt 22" x 35” Wall to bring customers in your. store! Full, life-size 
aad Pictures Die-Cut Dis- 





‘ester 

whole TSoodall’ tae play re to 
use W veer : 
ter” mower! 








FREE! 


Handle Card Display 
—with literature sup- 
ply. Like having an 
“extra” salesman ! 


FREE! 

Generous supply of 
attractive Literature 
plus free replacements 
of normal quantities. 























doubled sales! Now... for 53: Goodall brings you a 2.2 
better — more profitable Demonstrator Offer than 
before. See your distributor —or write for full pm Rote 


— tion on this profit-doubling plan! 
| Adéress...... eee ee 
G ( | . * ® | City..... Zone State 
/ MFG. CORP. Minneapolis, onsen | NOTE: A few distributorships are also available write. 
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Type of Business 


Your Name. 


> set at an 
POWERFUL 
x NATIONAL 
gris ADVERTISING 
ng rugs, 
‘y. Keeps Pre-Selling Over 
Pongo 30 MILLION 
ns from READERS oh owerful, hard- 
On selling Newspaper Ad 
Mats — plus the most sen- 
Mowers! Plan in Goodall history |. 
1. Made \ re \ 
ade alu- i eA © peep — the —_ and features. ASO REN ; 
. Never Yosh ou sell the Gooda We're backing = ; 
equires you up with the greatest full-scale Thy 2 THIS COUPON iee ron. 7” 
National Advertising campaign in ‘ 
_ Goodall’s history. Big 2-color ads in top grep ig 
- national magazines — this Spring i tor ony J hang ® “ 
A Sensational FREE HOME TRIAL OFFER! b..~ 5. ee me 
| Bach onetrator' Plan’? st 'cnd° name of my nenrert Goodall 
Goodall’s “Demonstration Offer” was the “Big News inthe | Distributor. ‘ 
mower industry, last year! Dealer after ler r See 
| 
| 
| 














SPEED! SAFETY! EFFICIENCY! ECONOMY! 


SRUSHIMASIER 
REVOLUTIONARY NEW BRUSHGUTTING MACHINE 


TTD) © ONLY 35 LBS! EASILY OPERATED! 
© | @ OPERATION COMPLETELY PROTECTED! 
 @ DOES WORK OF 6 HAND-CUTTERS |! 
@ DOES NEATER, TRIMMER JOB! 


Companies required to maintain right-of-. 
way clearance.are slashing costs with the 
new Brushmaster! Operated by ONE 
MAN, it does a faster, better job than a 
crew of good hand cutters . . . proven by 
time study! The one truly efhi- 
cient, low cost way to clear 
brambles, vines, brush, bushes 
...even saplings up to 4” in 
diameter! 




















RUGGED! DEPENDABLE ! 


Only 35 Ibs. overall weight... 
yet Brushmaster is designed for 
peak efficiency! Air cooled, 2 
cycle motor is really dependable 
... field tested under all condi- 
tions. Shaft-driven circular saw 
blade can be replaced in seconds. 
Write for anghibe specifications. 


NOW... ACT QUICKLY 


CHOICE TERRITORIES AVAILABLE! 


WRITE TODAY on your own letterhead to Brushmaster Saw, Inc., 290 West Street, 
Keene, N. H. for complete details of procuring a valuable Brushmaster Factory 
Dealership! 


SURE-FIRE SALES PROMOTION PLAN .. . FREE. Yes, every Brushmaster 
Factory Dealer receives a completely prepared package promotion plan which 
practically guarantees sales of this sensational new brush cutting machine! 


BRUSHMASTER SAW INC. 


Subsidiary of HARRINGTON & RICHARDSON ARMS CO. 


ESTABLISHED 1871 
Write to 290) West St., Keene, N. H. 
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hex mesh 
nettings 








































HAVE DIVERSIFIED 






OTHER WICKWIRE 
HARDWARE PRODUCTS 





a in a wide variety of widths, 
meshes and wire sizes, Clinton Hex Mesh Nettings 
are used extensively for poultry and fur farm en- 
closures, crab traps, stucco reinforcement, baseball 
and tennis court enclosures, and for numerous other | 
diversified purposes. | 
You can count on continued customer satisfaction 
with sturdy Clinton Hex Mesh Nettings. Made with 
extra strong selvages, they hang well, are easy to | 
handle, will give years of weather-resistant service. | | 
| 









Gold Strand 
insect Wire Screening 














Perfection 
Door Springs 









Clinton Standard 
Hardware Cloth 








Write or call our nearest sales office for full details. 


THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, Colifornia 

WICKWIRE SPENCER STEEL DIVISION © Atlanta © Boston © Buffalo 
Chicago * Detroit * New York © Philadelphia 





nnd 5 aa 










Wissco Flexible 
Wire Clothes Line 


Quick Hitch ' j € | 


(F HARDWARE PRODUCTS 
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No. 84 Double-face Blacksmiths’ 
Sledges — packed 4 per carton, 
handled or unhandled. 


26 








How a number helps 
Re. 
you sell more tools... 


Here’s another “security” number for you—No. 53614— 
it's the mill heat number of the steel used in this sledge. 
And, herein lies a Warren Tool “quality” story which your 
customers will accept AND buy. 
This sledge was heat treated, and the physical and 
chemical properties were recorded under the mill heat 
number 53614. During the past decades, thousands of 
heats of steel have preceeded heat No. 53614. Thus, a 
history and invaluable experience record, established 
under this number, is added to previous statistics. 
To give you a uniform end product—in batch after 
batch of tools—year after year, we specify steel according 
to these records of experience. Heat treating is also 
controlled on this basis. 
Yes, the research continues. You'll see “security” 
numbers on every sledge just like No. 53614. They are 
your assurance of quality today and ten years from now 


...@ strong sales point for you. 


co” 
oe WARREW TEED 
ae AF 


we WARREN TOOL CORPORATION 


General Offices . . . Warren, Ohio 





Export Division .... 30 Church St., New York 7, N. Y. 
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. . . say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined the new Colum. 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in striking colors 
—containing about 20 Ibs. of rope in these sizes: 4", 34”, 44” 


diameters. (Three cartons are packed in a shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders. And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top... 
easily displayed on counter or shelf . . . carton protects 
against dust and handling. This combination of features is 
sure to make you say, “The Columbian package is what I've 
keen waiting for."’ Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St. 
Auburn "The Cordage City,"’ New York 


Branches in 
New York Boston Chicago New Orleans 



























Columbian @ 










Sold in three-coil shipping cartons as follows: 





1 carton coil — %” dia. — approx. 20 Ibs. — 1000 ft. 


1 carton coil — %” dia. — approx. 20 Ibs. .— 
1 carton coil — 2” dia. — approx. 20 Ibs. — 
This assortment in 3 carton coil shipping con- 


tainer, Any combination of 3 sizes of rope in 
carton coils can be furnished in a shipping carton. 


490 ft. 
265 ft. 

















New sales and advertising programs or 
Broader engineering NEW STEEL DEVELOPME: 
Extra research facilities 

Greater production capacities 


You can expect big things from Atkins this year—and in years to come 
—the biggest events in saw business. 

You can expect more volume—faster movement—with the famous 
Silver Steel line. You'll have simplified stocking, more help in selling, 
broader coverage with more concentration on the hardware line. 

But throughout all these developments, you'll still have the sound 
and solid basis of Silver Steel and all it stands for—the know-how and 
experience which have made Atkins the pioneer and leader. 

Borg-Warner now complements Atkins craftsmanship, adding 
new research and development facilities to the historic 96-year-old 

NEW RESEARCH FACILITIES 


Atkins name. 


Atkins is going places... come along! 


NEW INCREASED PRODUCTION 


how wa 


nm, «ATKINS SAW DIVISION 


ao | BORG-WARNER CORPORATION 


SANs | (SUCCESSOR‘TO E. C. ATKINS AND COMPANY) 
\ y INDIANAPOLIS 9, INDIANA 








— 











NEW QUALITY CONTROL 








FACILITIE 


NEW PRECISION MANUFACTURING 















NEW INSPECTION 










i, he 
How Porter-Cable helps you 


Sell More Electric Tools! 


ge tance 





@ As a Porter-Cable Distributor you get more than 
a good line of tools. You get on-the-spot assistance 
from your local P-C Sales Representative to help you 
move those tools. 
The P-C Representative shown above is demon- 
strating Routers in a hardware store in Canton, Ohio. 
His audience: The distributor’s inside and outside 
salesmen and prospective tool customers. 
Each P-C Representative is factory trained to con- 
duct such meetings. He’s an expert in using tested 
sales appeals to convert prospects into immediate 
buyers and loyal repeat customers. s 
, : ° —— end for ful 
Direct, productive help like this is one of the of our 12-pa 
reasons a Porter-Cable Distributorship is so profitable. 
Right now there are several lucrative territories still 
open. YOU might be one of the men we’re looking for. 


Find out — write today. 
Porter-Cable Machine Co. Po zx te y= Ofed o) te 


11011 N. Salina Street, Syracuse 8, New York 
Saws * BeltSanders * Orbital Sanders * Routers * Planes * Hedgshear ° Veclete’ 70tA. 
Shapers * Drills * Lock Mortiser * Combo Tool 


I details and a co 


ge Distributor Policy 


THE STA 
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HURRY... MAKE EXTRA SALES 

















with this NEW STANLEY SCREEN HARDWARE DISPLAY 
String wll soon be hit 


Get this new and colorful Stanley 
Merchandiser with actual hardware items 


mounted. It is yours free of extra cost with a 
$30.00 (dealer price) order for any Stanley ST. A N LEY 
Screen Hardware. Get set for springsales ... 


order from your distributor today. rx 








SEND FOR FOLDER AND NEWSPAPER MATS 


THE STANLEY WORKS, NEW BRITAIN. CONNECTICUT © HARDWARE © TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate ... to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks are tough to withstand tension and vibration. 


Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 
Bolts and Nuts are made right and strong 
to meet your needs, save you time and delays. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13,OHIO © GADSDEN, ALABAMA 

Export Dept.: Chrysler Bidg., New York 17, N.Y. 
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No. 237( 
carded co! 
1 woodcut 
1 fine met 


Selling 
$900* ¢ 


*Prices sligh 
in the ' 
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| CUTS curves 
ano 
cincies 


REVERSIOLE BLADE 
curs into 
CORNERS 


A SENSATIONAL VALUE AT 


Here is a brand-new Millers Falls moneymaker — offered at a special 
low price for Hardware Week only. 

A younger brother to the famous, fast-selling No. 725 Nest of Saws, 
it has the same mass sales appeal. Homeowners, farmers, craftsmen, 
hobbyists, mechanics, service men —even housewives are good prospects. 
Its sturdy, pistol-grip handle gives excellent control. The blades are 
reversible for cutting into corners. Three blades are supplied — medium 
and fine tooth for metal, coarse for wood. Mounted on a colorful dis- 
play card, it’s a real eye-catcher that sells itself. 

In every way, it’s an amazing value—a natural, high-volume impulse 
item with tremendous potential. Order a generous supply from your 
wholesaler and cash in on this salesworthy new Millers Falls tool. 


No. 2370 Nest of Saws 


carded complete with Length Packed 
1 woodcutting, 1 medium and Overall 12 cards 
1 fine metalcutting blade 10” to a box 


Regular 
Selling Price 
$900* q doz. 


*Prices slightly higher 
in the West 
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NEW NO. 2370 NEST OF SAWS— 
ONLY 


MILLERS FALLS 
TOOLS 


Willers Falis NEST or SAWS 


a | 






RETAIL 








POWERFUL SALES AID 
TO HELP YOU CASH IN 


9,115,253 ADVERTISEMENTS in the 
Hardware Week issues of the 
Saturday Evening Post, Country 
Gentleman, Popular Mechanics 
and Popular Science Monthly are 
scheduled to pre-sell millions of 
customers for you. 


STORE PENNANTS featuring the 
No. 2370 Nest of Saws will be in- 
cluded in all irha Hardware Week 
Store Decorating Kits, which are 
being supplied free by the NRHA. 


NEWSPAPER MATS for use in your 
own store advertising are avail- 
able on request from the factory. 





MILLERS FALLS COMPANY, GREENFIELD, 


Special Hardware Week Pice’*b2 a dozen 
Special Hardware Week Cost 52 a dozen 
Your Protit 333% °2.76 


MASSACHUSETTS 











Cream color 
has tremen 
sales appec 


CRESTOLOY 


WRENCHES 


NO FINER WRENCH ANYWHERE! 


CRESTOLOY Wrenches are forged from a alana Sata eas yell 
special alloy steel permitting thinner, trim- M 3/4" 
mer design with greater strength and less 

weight than conventional adjustable ACIS . 21/16. 
wrenches. Their chrome plate finish is as as "aoe 
durable as it is handsome. Choose CREST- BC11012 ” ae" maz" 
OLOY Wrenches for outstanding per- 

formance in the toughest kind of 

service. Sold by hardware 


dealers everywhere. 


Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR  K 
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Cream colored handle 
has tremendous 
sales appeal 
















4 \ mm 50 light 


qa woman can 


Nee use it! 
7% 
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Cutting edges ground 
:. to chisel point 


LIGHTWEIGHT amo, GARDEN MATTOCKS 


with HEAVYWEIGHT PERFORMANCE: 
ai, cma 2 


LED MATT y 
eed cORGED: HAND OCK WEIGHS ONLY 4 |bs: 


5 


RE! 












Here’s the perfect mattock for gardening or 
ditch digging! It’s a strong, fine grain 
FORGED STEEL 21% lb. head mounted on 

























Sapacity 
1/2' ; 
astue an attractively enameled, smoothly sanded 
1-3/8, <g CONTAINS ONE DOZEN cream colored hickory handle. 
11/16” -—- " e e . 
1/16" | aie HANDLED MATTOCKS Available for Quick Shipment 
we Waster to store . . . easier Klein-Logan has built an outstanding reputa- 
Cartons are 38" x 14%" x 94" to handle! These sturdy tion as a dependable source of QUALITY 
pad Klein-Logan corrugated FORGED TOOLS for the past hundred years. 
containers simplify your: — 
_ warehousing problems, Order from your jobber or write us for name 
of nearest distributor 
SINCE 1856 
Th SALES REPRESENTATIVES 
e Surpless, Dunn & Co. E. R. Palmtag Co. 
7. e | New York 7, N.Y San Francisco 3, Calif 
K | ( | Chicago 6, Il Los Angeles 12, Calif 
-_ | Portland 9, Ore 
Cir ogan O. | Louis Williams & Co. a myer City, Utah 
Nashville 3, Tenn Seattle 1, Wash 
South 13th and Breed Sts. + Pittsburgh 3, Pa. The Austin Co., Albuquerque, N.M. 
ade only by | 
OR K PICKS © MATTOCKS @ HOES © HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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Clean, Free Running 


NUT-TO-BOLT FIT is a matter of close-tolerance preci- 
sion in Sheffield Bolt and Nut manufacture. That’s 
one reason why Sheffield Boits give more gripping 
power; hold stronger, longer. 


Hie 2a 
BIG DIFFERENCE 
pn tola!/ 


It’s STATISTICAL QUALITY CONTROL 
through Every Step of SHEFFIELD MANUFACTURE 





HERE’S UNIFORMITY you can count on—dquality you 
can be sure of—in every bolt, every carton, every 
shipment. Sheffield quality starts with special 
analysis steel, and it’s rigidly checked and controlled 
right down the line to the finished product. 


















HERE’S HOW: Inspection data is recorded at every 
quality control step in manufacture. This data is 
analyzed by statistical methods similar to those used 
in aircraft production. Any deviation from Sheffield’s 
high quality level shows up right now, and is cor- 
rected. 


PACKAGE APPEAL: Not only for neat display, but for 
faster and easier identification of sizes and filling of 
orders, Sheffield’s trim new carton is a stand-out. 
It’s a real selling and handling help. 


Extra High Tensile 
Strength Shank 


Tough, Precision-Shaped 
Heads Defy Wrench 
Slippage 









New Eye-Appeal, and 
Easy Order Filling 
with this SHEFFIELD 
HINGED-COVER 
CARTON 














SHEFFIELD 


Quality Starts with 
SHEFFIELD-Made Special 
Analysis Steel... 


SHEFFIELD 


STEEL 
CORPORATION 




















HOUSTON KANSAS CITY 
TULSA 


as 410 
‘OIARY OF armeo sient Conroe” 
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y MAKE HANDYMEN DUAL BLADE 


\\ FINE TOOTH HAND SAW ay 
44) ; 
44 








Bos free thevts® som ag OF 
cavinets pawieng termites 
Heuring ond bonty 
2% \% ., La : 
‘ > “+ 4% 
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Precision Saw Kit... FOR FINE FINISHING WORK 
Another Great RgPRWel? — Deal 


This professional quality 3 in 1 





finishing kit consists of an 18-inch, 


10-point hand saw for fine finish 


ATIONAL HARDWARE 
WEEK ONLY! 





sawing on cabinets, moulding, furni- 
ture and trim... plus a 2-blade nest 


of saws with a 12-inch, 12-point com- 





pass blade and a 10-inch, 10-point 
keyhole blade for smoothest cuts on circular 
and “tight corner'’ sawing plus fast cutting 

through bone, plastics, nails and soft metals. Materials 
and manufacturing standards are of highest quality. Even 
carpenters will want this quality kit. Priced at only $4.98, 
retail, this Rockwell National ‘Hardware Week Special is 
the greatest hand saw profit maker ever offered! Don't 


delay, order now! 


Subsidiary of ROCKWELL 


y Rockwell Tools, inc. MANUFACTURING COMPANY 


1314 Kinnear Road Columbus 8, Ohio Pittsburgh, Pa. 


100 Years of Fine Quality Saw Making 

































DELTA Moulding Cuttethead and Kaif» $e 


PICTURE FRAMES, TABLE 
EDGES, BEAUTIFUL DECORATIVE 


SHAPES on a circular saw! 

















Real sales appeal PLUS practical value, 


4 ‘ “ae y 
PLUS attractive display packaging al Order By Catalog Ne 


Display Packaged as illustrated 







Packed in individual shipping car- 
tons. 


e Delta moulding cutter head and knife set makes it 
possible for the circular saw owner to make beautiful picture 
frames, and the decorative shaped edges that give a home 
project that professional look. He can make dowels, do his 
interior millwork, too. 


Not only is every circular saw owner a prospect — but this 
set will help to sell circular saws to the beginner who doesn't 
; realize a saw’s versatility. There are many additional sets 
Ry oof knives for later sales, giving your customer an unlimited 
selection of moulded shapes 


The fast-moving turnover will ring your cash register profit- 
ably and often! 


In stock at your wholesalers NOW! 



































Delta Quality DELTA POWER TOOL DIVISION 
Makes the Rockwell wanuracturinc company 


Difference 400 NORTH LEXINGTON AVENUE « PITTSBURGH 8, PENNSYLVANIA 


MIL EE 


® 





DELTA POWER TOOLS Another © Product 





kes Circular Saw into MULTI-PURPOSE Tool 
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(Advertisement) 





Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
rain, it would start coming in, almost. Then there was always the dampness and 
musty smell after or during the dry-up period. 


Several months ago my wife heard from a party about your KAY-TITE and not 
being sure, I visited this party and he showed me his results—a dry cellar, although 
his was not leaking—only dampness.. So what did I have to lose by getting several 
cans, which I did. I put two coats of KAY-TITE from the base to about 11 feet 
up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 
Not a drop of water or dampness. As you no doubt know, we have had quite a 
lot of heavy rain these past several weeks. Now I intend to do the whole walls up 
to the ceiling. 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 
grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 
send someone before I finish the rest of cellar. 


I’ve had quite a lot of people over and they all agree. At present I’m stationed in 
Philadelphia and a few persons tell me they can’t buy it here and last week I bought 
four cans for a friend of mine who lives in this area, so he could dry his cellar. 


In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 


Respectfully yours, 
(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 
U.S.M.C. 


148 Second Street, Dunellen, New Jersey 


February 5, 1952 














HARDWARE AGE, JANUARY 22, 1953 






























































} 





Ende all the bending, 
stretching and twisting 
of sit down ironing | 


@ The legs of the Knee Room table are not mounted 
off center. Instead, the S-curved legs make a large 
clear area for the knees. There is no need for a woman 
to sit “‘side-saddle”’, or to hunch over, or to bump her 
knees. She sits into the table, with the ironing in her 
lap. She reaches every inch of table surface without 
straining or stretching. In addition, the Knee Room 
| has every de luxe feature of Rid-Jid’s finest tables... 





a 

7,  @ Sunshine yellow baked 

Le enamel top; gleaming 
( chrome legs 


10 Height Adjustments for com- 
fort-level ironing, sitting or standing. 


@ All steel construction 







att MOR BR Uh) ~=—- @ Automatic opening and 
APR) PODER, OOOO Wide closin 
0 5 wei 9g 
SS HHH SEERA 
Fully Ventilated with Rid-Jid's 
exclusive, patented open-mesh top. 








@ Folds and stores 
conveniently 


@ Will not wiggle, 
wobble, jiggle, joggle, 
slip or slide 





Pad Can't Touch Floor Non-slip 
yellow plastic feet won't mar floors. 





ae 


| 











40 








FAIR TRADED 
RETAIL PRICE 


12" 


FAMOUS 


NAME 
IN AMERICAN 
HOUSEWARES 





Knee Koom 


ADJUSTABLE ALL-STEEL IRONING TABLE 


One look tells you the story. The new Rid-Jid Knee Room 
Ironing Table brings the first real change in the under-structure 
of ironing tables in 30 years. And what a change. To the lady 
of the house it means a new kind of comfortable, effortless 
sit-down ironing. To you it means a wonderful shot-in-the-arm 
for the housewares department ...something to advertise, and 
demonstrate, and talk about, and sell, and to use as a traffic 
builder and profit builder. Naturally, we are giving the Knee 
Room table explosive merchandising . . . ads in Life, Woman’s 
Day, Ladies’ Home Journal... newspaper ads... lots of publicity. 


THE J. R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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A Message of Importance 
To Every Hardware Retailer Who 


Wants to Increase His Business 


You, as a retailer of hardware and other products 
for home renovation, are in a perfect position to 
build up your volume and profits. 


Many new customers, many new prospects 


7 Sound Reasons for Handling 
the Sloane Tile Line 


are joining the ever-growing “Do-it-Your- 
self” movement. You can sell these over-the- 





counter customers by stocking the popular, 
colorful, and highly saleable line of Sloane 


Tile for Floors and Walls. © 


Sloane specializes in quality products. The 
Sloane line offers the widest possible variety 
of colors, textures and materials in 9’’x 9” 
resilient tile. Included in the Sloane Tile line 
are: Fineline, Texfloor, and Terano Inlaid 
Linoleum Tile, Koroseal* Tile Supreme, 
Imperial, and Special (3 Vinyl = 
Types), Cork, Rubber, and SLOANE 





. Minimum investment. 

. Minimum stock. 

. Leads to extra sales of related merchandise. 
. Nearest Sloane distributor assures service. 

. Sloane quality insures customer satisfaction. 


. Sloane Tile is nationally advertised. 


ss OO ff WH = 


- Powerful Sloane point-of-sale displays and 
product literature make your selling easier. 

Get the complete Sloane Story . . . learn how you 

can increase your present over-the-counter busi- 

ness with Sloane Tile for Floors and Walls. A Sloane 




















Tren-Flex (Asphalt) Tile. representative will be glad to call and ‘tell you this 
*Koroseal is a registered trademark of The B. F. Goodrich Company story. Just fill in and mail the coupon today. 
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, | Sloane-Blabon Corporation, Dept. H, | 
icture | 295 Fifth Avenue, New York 16, New York | 
ady | Gentlemen: We'd like to know more about over-the-counter | 
3 | sales of Sloane Tile. Please have your representative call. | 
>-arm | | 
and | Name I 
. Fleer and Walls | 
~ | Firm | 
1an’s ! | 
licity. | | 
SLOANE-BLABON CORPORATION | Address | 
A DIVISION OF ALEXANDER SMITH, INC. | . ; , | 
N Y I City Zone State | 
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TO SELL MORE PAINT ROLLERS 
AND MORE PAINT BRUSHES! 


Roller painting 
easier than ever 
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Inexpensive 
changeable covers 
quickly snap on 
and snap off the 


woosrer 0ll-On, PAINTE 


over the week-en 
> 


Redecorate average room in 3 hours 
with the new, easier-to-use 


woosrer (oU-Ox, PAINTER 












Miracle-fabric cover oF the Weester de luxe © 
nd enamels smoother, faster, 


paint, applies paints @ 









evenly, with this handy reller-ond-tray kit. 
with Woester painting tools 
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oot i ler READY-10-00 wrt includes de luxe HANDY STOR 
smooTHest PAINTING Ever because v in < ve = artigos an ae ae —— 
ve covers for roller, tray # cover cleaning too’ gu * 
‘over of the Wooster oa in naan to sa press per Low-cost spare covers for quick color to use, affords protection between jobs. chandiser anit 
changes and trim brushes for corners Wooster de luxe cover gives ideal re s shown on h J 
are recommended. sults with all paints and even enamels. the right. 










the muracle-fabric © 
de luxe roller lays paint without sigeaks 
laps—rolls freely on nylon bearings. 
aA 


mit quick color change- 







Clamps on “ ; 
painting and varnishing casic: out. Each brush in protects 





The Weester Brush Compeny, Wooster, Ohie 


Wooster 2) ™ 


ter, Ohio 





The Weoster Brush Compony, Woot! 
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more evenly 
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Woos! Wooster display Buy Wooster quality 
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Millions of people will see 
these Wooster advertisements 
in national magazines 


Here’ 
-iexoigthey most aggressive paint- 
roller promotion ever de- 
a to boost your sales 
sive Campai . 
profi wit the WOOSTER line! 
a ——— ps February, eye-catch- 
vertisements wi 
= bo Better Homes & eaenen 
i a Home. They will show 
net . the ease and economy of 
5 , ooster rollers and brushes. 
Pee n with this powerful promo- 
y displaying the Wooster mer- 
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SNAP-ON COVERS 
change in a jiffy. 
= painty fingers. 
ian Or appreciate 
this Wooster fea- 
ture. 


EXTENSION HANDLE 
makes ceiling and flo 
Painting easy. Attaches o 
regular paint roller. 
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MIRACLE 
COVER FABRIC 


featured on Wooster deluxe 
roller. Gives professional re- 
sults with any paint, even 
enamels, 
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A CLEAR. FRESH 


WOOSTER BRUSH 





1953 PROGRAM 


SELLING 
















Colorful merchandisers and 
unusual selling features 
make WOOSTER the fastest- 
moving roller and brush line! 


Proved effective in 1952, the floor- 
rack ROLLERMART is a complete 
roller department in your store... 
now also carries a display of trim 
brushes to catch those extra sales. 


Popular, too, is the Counterated brush merchandiser which holds a 
wide assortment of wall and varnish brushes, with their striking white 
handles and new red window wrappers. In addition, new displays are 
available with smaller stocks of wall brushes and rubber-base-paint brushes. 

Good news, too—any and all of these displays are yours without extra 
cost. Simply purchase the roller or brush assortment that fits your store, 
and the display comes along with our compliments. 

Let your Wooster distributor explain the different assortments at varying 
price levels. You'll want this triple barrelled program working for you. 


NEW NYLON BRUSHES 


Years of research and ex- 
perience with nylon have 
resulted in Wooster’s 
production of superior 
nylon brushes, taper- 
tipped for smoother, 
faster painting. 


Fine brushes and | ® | 

OOSTE RP painting tools for cd 
over /OO years 
The Wooster Brush Company, Wooster, Ohio 





FREE PROMOTION KIT 


Contains window streamer blowups of national 
ads, consumer folders, newspaper ad mat material, 
and selling aids. 


Please send FREE promotion kit to: 


NAME ~~ 





ADDRESS en 
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Mail to The Wooster Brush Co., Wooster, Ohio 













































Build bigger paint profits 
with Pratt & Lambert's 
extra quality at no extra. 
cost...and keep the trade 





Ex 


% 


exclusive franchise. 


PRATT & LAMBERT offers you a full line of fine paints, 


varnishes, enamels and stains...a line of extra quality 
at mo extra cost...a line for bigger volume and faster 
turnover because it’s equally acceptable to both profes- 
sional users and the retail, household buyer. And Pratt & 
Lambert protects your future with an exclusive franchise 


with your present paint business, get the P&L story. 
Just phone or write. 


PAINT and VARNISH 


PRATT & LAMBERT-INC, — NEW YORK ° BUFFALO . CHICAGO ° FORT ERIE, ONTARIO 
| 
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DEALER DISCOUNT STRUCTURE 
1. Your usual dealer discount. 


2. An extra 20% discount (off dealer cost) to be 
passed along to the retail customer during the 
introductory offer period. 

3. Bonus Goods to you with each deal. 


#87 NU-BRUSH ASSORTMENT 
(Based On 40% Discount) 





Dealer Dealer 
List Price Value Cost Profit 
i 2 gals. Nu-Brush 3.40 6.80 4.08 2.72 
12 qts. Nu-Brush 1.00 12.00 7.20 4.80 
8 pts. Nu-Brush 60 4.80 2.88 1.92 
23.60 14.16 9.44 
PLUS 
2 qts. & 2 pts. 3.20 0.00 _3.20 
(without charge) 26.80 14.16 12.64 
Approximate Total Weight 70 Ibs. 


TOTAL VALUE: $26.80 YOUR COST: $14.16 
Your Profit: $12.64 


FREIGHT: East of the Mississippi—Full freight 
allowance on three or more assortments. One-half 





there OT] 





4 freight allowance on single assortment. West of the 
Mississippi—One-half freight on 500 lbs. or over. 








Watch for introductory offer on quick- 
settling SECONS —H&G’s miracle wet- 
brush quick-cleaner . » . coming soon! 


RIO 
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by Hanlon & Goodman 


Ming 





‘safely! 


eS E AED 






e Non-Inflammable « Reclaims Hardened Brushes « Restores Natural 

Pliability to Hog Bristles and Synthetic Filaments » Economical — 

May Be Used Over and Over » Easy and Safe to Use » No Toxic 
Fumes, No Fire Hazard « Available in Pints, Quarts, Gallons 


NU-BRUSH brings ‘‘dead’”’ brushes back ALIVE! Safe 
NU-BRUSH— it’s non-inflammable—restores pliability to 
the hardest, most crusted brush—helps economize in these 
days of high brush prices. NU-BRUSH cleans by a new 
method based on emulsification ...completely removes 
oil paints, shellac, casein, creosote, coal tar, kalsomine and 
latex (rubber base) paints. Harmless to hands, face, 
bristles and all brush settings. Brought to you by Hanlon 
& Goodman, a name trusted by .the professional painter 
for 85 years. 


Test the Selling Power of NUBRUSH 


-»» BONUS DEAL! 
* 


Distributor Inquiries Invited. 





Order from your jobber today, or write direct. 


HANLON & GOODMAN CO. 


Established 1867 
Belleville 9, New Jersey 


Monvyfocturers of Quality Paint Brushes and Paint Rollers 























FOR REPLACEMENTS. x 


Sel “Pennvernon” 
not just window glass” 


so slight as to be unnoticeable. You can be sure that 


... to give your customers high quality window glass. 
Pennvernon has a brilliant, reflective surface with a 
finish that’s so smooth and hard it resists the ac- 
cumulation of dust and dirt, and is easy to clean, 
hard to scratch. Fine visional qualities make Penn- 
vernon ideal for glazing buildings and homes of 
every size and type. Pennvernon’s color is constant, 
it doesn’t fade or deteriorate with the years . . . and, 


when properly installed, its degree of distortion is 


Fenn VETNON 


when you sell “Pennvernon” . . . not just “window 
glass” you are offering your customers window glass 
at its best. 

Pittsburgh Plate Glass Company has made avail- 
able for dealers free sales helps . . . such as counter 
merchandisers, window displayers and give-away 
folders. They are available to you from your local 


Pittsburgh Plate Glass Branch or your jobber. 


Vindow Glass 


PAINTS - GLASS + CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS — 


PITTSBURGH PLATE GLASS COMPANY 
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Russ Lewis says, 


‘Lets talke sense about making money in'53 


1953 could be rough on sales and profits. In tact, market 
saturation figures bear this out. For example, 





Washers 74% 
Water Systems 68% 
61% 


Radios 99% 
Refrigerators 87% 


Water Heaters 78% Vacuum Cleaners 


‘But Water Softeners Have Only 10% Saturation!’’ 


‘‘Water softeners can be your biggest profit maker in '53. They 
offer you a chance to lick the problem of a competitor on every 
corner, restricted markets; trade-ins, service headuches, and big 


inventory investment! 


‘‘Water softeners are needed in 32 of 48 
States. In fact, most States have over 7 grains 


average hardness.” 


FAIRBANKS-MORSE 


WATER SOFTENERS 


are easy to demonstrate convincingly; can be sold on the strongest of appeals 
—saving money; have virtually no installation problems; need little post-sale 
service; raise no problem of trade-ins; priced for cash sales or short-term time 
payment plans backed by an American business house with an enviable record 
of fair dealing for the past 123 years. 





*‘We give full selling co-operation”’ 


display materials, radio spot announce- 
ments, etc. 


Consumer advertising in general and 
farm magazines. 


Effective, fair, cooperative local advertis- 





Free-literature—folders, envelope stuf- 





















ing program. 
Free mat service. 


Provide at cost—in some instances, with- 
out cost to you—window, counter, store 


FAIRBANKS-MORSE 


( @ name worth remembering when you want the bes? 


fers, cards, etc. 
Water-soffener fest kit—at cost. 


Sales training film for educating your 
sales force in selling Fairbanks-Morse 
softeners. 


Fairb 
Rm 413, "yore & Co., 


Chicago ', Iijine;, Michigan 
uss Lewis. 
for chances for 


complete 


coupon i 


d somebody 


sof; teners 





HOME WATER SERVICE EQUIPMENT. © ELECTRIC MOTORS AND 
GENERATORS ° DIESEL LOCOMOTIVES AND ENGINES * PUMPS 
SCALES * RAIL CARS * FARM MACHINERY * MAGNETOS 
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Fairbanks-Morse 1953 De- 
luxe Water Softener. Other 
models available. 
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ATCHES 


SCREEN DOOR 














j 
No. 505 
Solid Brass Trim and Bolt 
Five Disc Tumbler Cylinder 
Locks or Unlocks from Outside 
Easy to apply to Screen Doors or 


Combination Screen and Storm Doors. ® 








YOU need this number in your 


stock, along with the popular KEIL 
No. 501 and 524 to take care of 
your Spring Trade. 


NOW IS THE TIME TO ORDER 


Ask your Jobber or write directly to 
“ —_—— 


KEIL LOCK CO. inc New hamesnine 
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p “Ss ROE & 50 
Venogue, ¥-* 


THIS RADICALLY NEW “REDHEAD” LINE has 
everything your customers look for in popular-priced 
steel tapes... plus big extra features too! Its black 
markings stand out boldly on a permanent blue- 
white background produced by an exclusive plating 
process that perfectly combines the whiteness of a 
soft-painted tape with the toughness of a plated 
surface. It’s far and away the best-looking line in 
its price class...the steel knurled-band cases 
covered with maroon leatherette practically spell 
“Redhead” to customers, and sell on sight! And for 





full measure, every “Redhead” comes in a practical 
and attractive translucent plastic carrying case! 

The Roe “Redhead” line of steel tapes has a 
flush-folding push-button handle; precision cast 
winding drum. Materials and workmanship typify 
Roe quality standards. There’s a range of 25, 50, 
75 and 100-foot tapes; feet in inches and eighths 
or in tenths and hundreds. 

Order Roe “Redheads” from your wholesaler to 
make sure and capture your full share of the profit- 
able all-year-round steel tape business. 





JUSTUS ROE & SONS, Inc. 


MAKERS OF FINE STEEL TAPES SINCE 1876 


PATCHOGUE, NEW YORK 





ROE “REDHEAD” LINE OF STEEL TAPES 
Built for service... priced for sales 
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HERB BRAMMEIER, JR. 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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DEPEND ON simplify 
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@ Why order different types of fasteners from different 
suppliers when you can buy every requirement from a single 
source? Pheoll manufactures the industry's most complete 
line... and maintains the most complete stock. 

To you, this means EASIER ORDERING; LESS PAPER 
WORK and OVERHEAD...fewer purchase orders, less 
correspondence, reduced freight, and less time wasted lo- 
cating materials. 











Yes! Pheoll is your most reliable source for threaded 
fasteners. And that’s not all—Pheoll also gives maximum 
support to distributors under this outstanding sales policy: 


Read PHEOLL’S Straightforward 
DISTRIBUTOR POLICY! 


PHEOLL BELIEVES—That the sale of screws, nuts and bolts in packages 
should be made primarily through distributors. 


PHEOLL SAYS—That screw manufacturers should not compete with 
distributors in selling fasteners for maintenance and supplies direct 
to consumers. Therefore... 

PHEOLL PLEDGES—To immediately refer inquiries and orders for pack- 
aged fasteners to qualified Pheoll distributors. 













by fastener types, by, head styles, by ‘sizes, 
by finishes. 






VV 
PURCHASING 1 10 
3 Wer, 


ai wy > 


SURE-FIRE ACCEPTANCE—Domina nt Pheoll 
advertising in 23 national magazines satu- 
rates your market area with sales-building 
news about Pheoll fasteners... every month. 








DEPENDABLE QUALITY — ai aot fastener 
quality has been famous for nearly 50 years 
--- backed by an unequalled system of pro- 
duction line and laboratory inspection. 


FAST SHIPMENTS — Efficient mechanized 
order handling procedures speed up filling of 
your orders. Perpetual inventory controls 
minimize back-orders. 










































































6 
* MAIL THIS COUPON NOW! 
PH EO in = SCR PHEOLL MANUFACTURING COMPANY 
5700 ROOSEVELT ROAD, CHICAGO. 50, ILLINOIS 
ee Please send information on your ny Program for screws, nuts 
sj and bolts to: : 
PHEOLL MJ eggs 
Machine Screws ood Screws Firm Name 
Tapping (Sheet Metal) Scre Hded Rods ¢ Set ee adarce 
Screws @ Drive Screws © Machine, Lag and Carriage Bolts i 








Brass Washers © Nuts © And many other fastener types “Cit 
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HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


4 LAWN MOWERS 





@ HEDGE CLIPPERS 










& FLOOR POLISHERS 


e MACHINES, etc. 












‘“‘-POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 
Lengths from 10 to 100 feet 
.. . only “POWR-KORD” offera the complete safety 
of molded-on attachments... every component part 
felly Vl hated / 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 













ROUND 
MOLDED-ON 
ATTACHMENTS 


ee” ROYAL ELECTRIC COMPANY, Inc. 
TYPE 'S" PAWTUCKET - RHODE ISLAND 


RUBBER CORD 
Manufacturers of WIRE © CORD SETS © FUSES * WIRING DEVICES 


and DECORATIVE CHRISTMAS LIGHTING 
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the “well dressed kitchen 
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CABINET 
HARDWARE 


#\\SATionAL * 


* 
* 
* 


No. 217 Door and Drawer Pull 


a 


Note the attractive pull and latch for cabinet doors and 
° . . 
Modern in style, drawers — simple, modern lines — easy to keep clean. . 
The cabinet hinges are finished in lustrous chromium 
plating and are furnished in a wide variety of styles to 


e : * 
design LT | function accommodate practically every type of door construction. 





a7 / 


ware blends in true harmony with 
today’s modern design of home 
construction. 





This National line of cabinet hard- = — f 


Kitchens ana bathrooms have 
been streamlined for greater effi- 
ciency both from the standpoint of 
less work to clean and maintain to 
a fitting setting for the many new 
home appliances finished in gleam- 
ing white and glittering chromium. 









































No. 706 Door Latch No. No. 460A%, No. 460Z%, 


MANUFACTURING COMPANY 


STERLING * ((LIing ges 
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BEAUTY fo catch the eye... 
QUALITY fo make ‘em buy... 
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j 9 et PURITAN CORDAGE MILLS, Inc. 
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clothesline 


(Manufacturers) LOUIS Veen ©, EY. 
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Glamorene a 


the hottest item in houseware field 











For best results, your customers need Glamorene’s 
specially designed, long-handled Rug Brush. You profit 
from this extra purchase . . . it’s the key to repeat sales. 





bi | 
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Build your spring cleaning displays around the proven 
selling power of Glamorene! 


Mauions OF HOUSEWIVES know and use 
Glamorene. No wonder! Good news travels 
fast . . . especially when it’s helped along 
by the tremendous advertising campaigns 
we put behind Glamorene in LIFE magazine 
last Fall and in other magazines and news- 
papers this Spring. 

Glamorene has been proved in use by 
millions of housewives now cleaning rugs 
and carpets at home... right on the floor 
... quickly, thoroughly, inexpensively. And 
here’s real proof of success: Repeat sales are 
running as high as 72%. 

Get your share of this tremendous market 
... it’s there for the taking. Enjoy new 


G/amMOREME +0 2200 


profits with Glamorene—a real money- 
maker, at 40°%, profit at retail. 

Display Glamorene, promote Glamorene 
... talk it up in your store. Make sure your 
stock is ample. Immediate delivery. 

Write or wire Glamorene, Inc., 
10 E. 44th Street, New York 17, N. Y. 





HOW TO ORDER: 


Pack _List* 
Handy Size (Quart).............. I doz. $1.29 
Regular Size (2 gal.)............ Ya doz. $2.29 
Economy Size (Gal.)............. Yadoz. $3.79 
Glamorene Rug Brush........... Idoz. $1.25 


*Fair trade prices protected See your listing 
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.& 
GLAMORENE has been 
awarded the York 
Seal of Quality by the 
York Research Corp, 


(se) 
PARENTS 


Commended by 
Parents’ Magazine 





Accepted for 
advertising in the 
publications of the 
AMERICAN MEDICAL 
ASSOCIATION 
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ROSE BOUQUET 





DAISY SPRAY 





ROUND 





PANSY 
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PEONY SPRAY 





CIRCUS TIME 





NATIONAL CAN 





PAINTED ROSE C QO R P O R A T 4 


TOLE ROSE 


PAINTED ROSE 





LEATHER DESIGN 





NATIONAL CAN — long the leader in House- 
wares — presents a completely new line of 
COLORWARE Fancy Metal Waste Baskets. For 
VOLUME SALES .. . Stock—Feature and Display 
COLORWARE Lithographed Metal Housewares. 


NATIONAL CAN 


l1i0 E. 42nd St., New York 1 N.Y. 


























brushes can’t 
be beat! 


CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
—showing molded-in grooves for 


superior paint carrying capacity. 








OR FAST SALES, satisfied customers and 

repeat business, among professional paint- 
ers and homeownersalike, Pittsburgh Red Stripe 
brushes are your best bet! Red Stripe combines 
hogs’ bristle with scientific Neoceta, Pittsburgh’s 
new wonder-bristle designed specifically for 
painting. Both bristles wear at the same rate— 
your customers’ assurance of smoother, neater, 
faster work! And when your customers are 
happy, your sales show it! 


For the address of the Pittsburgh branch 
nearest you, write: PirtsBurGH PLate GLass 
Company, Brush Division, Dept. A-1, 3221 
Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 





BRUSHES ° PAINTS e 


Here’s why Pittsburgh 


Kad Stipe 












THERE’S A 


PITTSBURGH BRUSH 


FOR EVERY HOME 


AND INDUSTRIAL USE 












Brush 


Enamel 
& Varnish 
Brushes 


.Y 


Wall 
& Floor 
Brushes 


Kd Stipe snvsu 


GLASS . 


PITTSBURGH PLATE GLASS COMPANY 


















And 
here’s your 
newest sales 


booster — — 
ferrule locks 

the all doubled 
bristles 
securely 

new t_ Metal ferrule 


HOME PAINTING KIT 


featuring the 


WALL COATER! 
suggested retail price: $3.69 


It’s easy to sell Pittsburgh’s new Home Painting Kit, 
containing all the tools the homeowner needs for room 
painting! It includes the 7-inch wide FleetWing Watt 
CoarTer; a 1-inch Neoceta brush for trim; a Ki1p-On 
pan for attaching to ladder; and a booklet describing 
the care and use of the FleetWing and Neoceta. 
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department 
square feet 
you in the | 
counter tile 

.. that a 
itself in 2 « 


average sal 


Gold Seal 
biggest ad 
floor cove 
Walloping 


Gol 
SEA 


HARDWA! 








on today’s booming 
do-it-yourself trend! 


Revolutionary new 
GOLD SEAL 


gives you complete tile 
department for $25 

,.. 5 Sq. ft. of floor space 
puts you in big volume 
tile business! 





You’re looking at the biggest 
news in the floor covering 

business: the sensational new 
Gold Seal TILE-O-MATIC that sets 
up a complete self-service tile 





department in just five 
square feet . . . that can put 


| 


New metal 


ferrule locks YOU in the booming over-the- 
doubled 


) brates TF counter tile field for $25 
_Metal fervie § ++ - that actually pays for 
itself in 2 days of 


» KIT average sale! 


1.69 


inting Kit, 
is for room 


Jing Wau Gold Seal U-Do-It program backed by 


a Kirp-On 


describing biggest ad campaign any smooth surface 


"eta. 


floor covering company has ever run in... Congoleum-Nairn Inc. 
Walloping promotional campaign too! 
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SPECIFICATIONS 
Modern black steel wire 
construction; silk-screened 3- 

color display panels; 584” tall; 
OATER! 28%,” wide; 26” deep; 24 bins, each 
holding 18 9”x9” tiles; 432 tile capacity. 


FLOORS and WALLS Per =“ 


CONGOLEUM-NAIRN INC., Kearny, N. J. Cies3 


| 
| | 
| 
| | 
| 
. ’ | 
# | 


Holds up to 432 standard, full- 
size 9”x9” tiles! 


u-00-IT 
SAVE ', 









Displays over 240 square feet 
of merchandise! 









Lets customers see, feel ,tiles 
without help! Self-service unit 
... Saves your time! 







Stocks these nationally-known 
Gold Seal products—VinylTile, 
Linoleum Tile, Rubber Tile, As- 
phalt Tile! 
















Comes stocked with your choice 
of huge tile assortment! 






Entire stock always on display 
... always selling itself! 






Holder on top displays big re- 
prints of current ads! 







Pocket for giveaway copies of 
U-Do-It edition of MY HOME 
decorator books! 100 copies 

yours FREE! 










| 
} 
Pocket for easy-to-follow U-Do- 
It instruction folders! 






Pictures and hard-selling copy 
for fast-moving U-Do-it Kit! 






Easy-to-use tile calculator! 







| 

| 

“ea < } Fold-out table for working out 
As color combinations with actual 

tiles! 




























8 sets printed price cards and f 
plastic holders included! ! 














TABLE OPEN — 











<— TABLE CLOSED 
















DONT WAIT! First man in your area to get 
TILE-O-MATIC has tremendous competitive ad- 
vantage! Call, wire, write your Gold Seal dis- 
tributor . . . or mail coupon right now ... for 
complete how-to-get information! 








Kearny, N. J. | 
I want to know more about the TILE-O-MATIC. 
Please rush complete information. 





ADDRESS — 





CITY LONEW.._.STATEW._.__. 
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Samask 


2 piece - 
no-splash — 


6 sided 
bowl for 





3 speeds... bt os 
one for ; ; 1% 
every need 


whirlpool action 


Only the GB Liquidizer is 12 Appliances in 1] 


The complete electric food machine that liquefies, grinds, grates, whips, 


pulverizes, chops, blends, powders, mixes, churns, purees . . . and even 


shaves ice. Only the KM- Liquidizer is designed to do these kitchen 


chores... that require variations in speed. 


Only the Gp Automatic Electric 


CHEFSTER is 7 Appliances in 1 


@ Deep Fries @ Cooks @ Bakes @ Warms’-= @ Steams 
@ Blanches @ Electric chafing dish 


The #M- CHEFSTER has a com- 
plete range of temperatures... auto- 
matically controlled . . . simply “dial” 


sqnscera se ~ 


; Pod 
oo ® te’ 


for desired temperature. Indicator 
light signals when ready. Comes com- 
plete with fry basket, baking and 
steaming rack, measuring cup and 


detachable cord. 





SnD S 


213 aS 





& 
= 
¥: 
~ 
= 
® 
3 
4 
% 


ia genes 










His FULL CAR OF 


pis Fut te 


1S GOING TO ONE 


a th ‘DISTRIBUTOR 


Ouly He K 


A 
UTOMATIC ELEC} 


ESET EE 









UNAPP & MONARCH | | 


es 
Chefgfer. , APPLIANCES 


A § 
- aul Pureo Nts? DEEP Fry 
ETA ER 


BLE COOKER 






Ouly THE KNAPP « E 
diquidicen 









int | cr Mot With 
ne |) » Bey ” _ 
HARD-HITTING 


NATIONAL ADS PRE-SELL ° 
YOUR CUSTOMERS WITH OVER 
(72 MILLION MESSAGES! 
PLUS...TV at the local level! 


Ps - nothir i chs Bs ith al Was reg 
an b coorat wa bu ré é <u e 
OK recipe Meals 










chiments 





| ie) 
Contalning 299 ‘in 


: 
i 
; 


ee 


LARVEX Annouce 
FINGER-TIP “SPRAY 
roe Mothprooting 








<n Of 4 PtFUND o> 

Se Rootes by 

Good Housekeeping J ” 
9°" 45 aovennsen WN » : 


SENSATIONAL \-1914X UNIT PACKED DEAL 
Backed By with Floor Merchandiser 


Smashing Big UNIT PACKED! NEW PRESSURE PACK! 
Advertising 


Over 261.000,000 LARVEX HOW TO BUY L-1914X 


ads will appear in 1953 in 

local daily newspapers 

throughout the entire —_ 5 den: Pesense Gade @ $1.19 ere mein 

Zz Sei , in nationa : 

Pragazines:, Good, Howe- | 9/12doz. Plain Pints @$.79 each. . . . . 7.11 
k ing. Ladies’ Home : a} ; be 

leona and Better Homes 3 ‘V2 doz. Pint Combinations @ $1.19 each. . 3.57 
& Gardens PLUS Local TV 3/12 doz. Quarts @ a0 '¥0 eaih ‘uaa poss 
and Radio Spots. Don t fail ( 3.57 
to cash in on this terrific PLUS FLOOR MERCHANDISER 

advertising impact. ORDER 


cart 1 Dealer’s total retail . . . . 28.53 
SOGe TUE 6 Se kes ce ws 9.51 


No odor - No wrapping Dealer’s net cost . . . . $19.02 
No storing » Wear 


clothes at any time 


cee ALi ORDER FROM YOUR WHOLESALER NOW! PROFIT! 


LARVEX MOTHPROOFS THE CLOTH ITSELF! 
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UPHOLSTERY NAILS 
ON BOARDS 


60.80% 


@ Greater Visibility Increases Sales 


BOOSTS 
SALES 


@ Only Upholstery Nails Awarded 
Good Housekeeping Seal 


@ Attractive, Colorful Cellophane Wrapping 


Here's the greatest step forward in upholstery nail merchandising since nails 


were first put in boxes! Now American Tack catches your customers’ eyes, 


SELLERS 
 varced by 


Good aratoed by © 
075 soveanses Tie 


opens their purses with upholstery nails packaged on colorfully cello-wrapped 





boards! Tests have shown that this new, high-visibility packaging creates im- 
pulse sales, tie-in sales—boosts volume as much as 80%! Put these new pack- 


ages to work selling for you. . . now! 





LEATHEROID 
UPHOLSTERY 
NAILS 


28 Nails on 
Cello - Wrapped 
board. 17 Col- 
ors to match all 
leather and plas- 
tic materials 


Jobber’s Name. 
a A A AR em 


L. Dep Hat Jot 





i} 


FURNITURE 
NAILS, SMALL 
ROUND HEAD 


32 Nails on 
Celio - Wrapped 
board. Brass or 
Nickel plated 





ba 
koe 


HAMMERED 
HEAD 
UPHOLSTERY 
NAILS 


28 Nails on 
Cello - Wrapped 
board. Antique 
or Nickel plated 





QD 
S = 


vE~ 


T 


DAISY HEAD 


UPHOLSTERY 
NAILS 


28 Nails on 
Cello - Wrapped 
board. Antique 


USE THIS HANDY COUPON TO SEND FOR FREE SAMPLES 


Please send samples and full details on Met-L-Art Upholstery Nails on boards. 


Name 





Company Name 





ae rs 


State 





Address 





FURNITURE 
NAILS. LARGE 
ROUND HEAD 


28 Nails on Cello- 
Wrapped board. 
Antique or Nickel 


oe ae 
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10 go. Model 
with C-LECT- 


1690. Mode 
with C-LECT- 






-+-mo gears to collect can label, 
food particles, dirt, grease or grime 
to contaminate food! 

«+«-no gears to wear out. Works 
as simply and as easily as the modern 
automatic drive on your car. 


Easy to Keep Clean 


All DAZEY can openers retailing from $2.69 to $6.95 feature the famous DAZEY 
atented, trouble-free angle cutting wheel. Fit the universally accepted 
AZEY wall bracket. Most models swing back against wall when not in use. 

The fine material, construction, and workmanship builds customers’ goodwill and 

increases your sales. Top Quality models priced to sell at retail from $1.49 to 

$6.95 with assured profit markup. 


Sales Unlimited 


Women Know, Women Want DAZEY KITCHEN HELPS “MOSS 











| “DAZEY”— The Original Wall Type Can Opener BU 
aa —— In ads in 3( 
Be SHITE we're saying 


these model: 






Aluminum 
Super Juicer 


Triple 
Ice Crusher 





(Ce DAZEY 























Manufacturer participating in IRHA Hardware Week April 17 to 25 
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‘HEY ALL WANT f 


VARIABLE CHOKE ‘ 


REPEATING SHOTGUNS 


.and that means Mossberg, because 
Mossberg supplies them in fine quality at 
popular prices. 


C-LECT-CHOKE 


instant changing — finest of them all 




















Any choke de- 
sired — instantly 






— by a twist of 
the fingers. Set- 
tings are positive, 
and visyal, like 





a micrometer. 









529 eroit 


($30.95 west of Rockies) 


1090. Model 185K 
with C-LECT-CHOKE 





a | ae 


($32.95 west of Rockies) 


1690. Model 190 
with C-LECT-CHOKE 











































— — change 
‘an tubes quickly, 
410 ga. Model 183D seas ou wd ‘ 
with Full and Modified choke tubes of Rockies) easily, even . 
in the field. 
20ga.Model18sp —s—-s—s« 25) 
with Full, Modified and Improved {$26.95 west 
Cylinder choke tubes __ Of Rockies) 
MOSSBERG NATIONAL ADS These are the shotguns for a cost-conscious 
BUILD STORE TRAFFIC and quality-demanding public. There is no finer 
: : Sais instantly changeable choke than Mossberg’s 
In ods in 30 magazines read by millions of sportsmen, C-LECT-CHOKE. And Mossberg’s interchangeable 
we're saying, "Your Mossberg dealer invites you to see choke tubes on Models 185D and 183D are abso- 


these models”. 
lutely top values. 


Dealers find Mossberg shotguns profitable 
because they give the shooter what he wants in 
quality and performance — and at a price he 


exffossberg Ta 


ORDER FROM YOUR DISTRIBUTOR TODAY! 
I A GW & SONS. xc. J 3160! ST. JOHN ST., NEW HAVEN 5, CONN. 
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Build big floor covering business with 
KENTILE for self-installation! 


DESIGN YOUR OWN FLOOR 
With 


KENTILE. 
The pure heer 


‘hn tap wg jh ‘i 


EAcALacsea y 


enn oe Cee OOK 











Get dollars from inches with the 


JUNIOR KENSTYLER 


Just a small section of your counter becomes a complete floor- 
ing department! The Junior KenStyler is a colorful display that 
lets customers arrange their own designs, see just how Kentile 
will look in their homes. Clinch self-installation sales this time- 
saving way. 


$ oo Complete with Samples of 
10 Actual Tile, Self-Installation 
Only 


Manuals, Full-Color Leaflets. 
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People everywhere ask for Kentile... won't 
take any other asphalt tile. Because they 
know the famous name...rely on the famous 
quality...want the famous low-price! 


And, every week millions and millions more 
are sold on Kentile Floors for their homes 
because full color ads appear in the leading 
national magazines, business papers and 
Sunday newspapers. 


Get full information...find out how you can 
join the growing number of progressive deal- 
ers who are profiting with KENTILE. Contact 
any of the conveniently located Kentile, Inc. 
offices listed below. 


The Kentile Line Is Your Profit Line 


KENTILE 


The Asphalt Tile of 
Enduring Beauty 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1,N. Y. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pa. * 1211 NBC Building, Cleveland 14,Ohio * 900 Peachtree Street N.E., Atlanta 5, Ga. * 2020 Walnut Street, Kansas 
City 8,Mo. * 4532 South Kolin Avenue, Chicago 32, III. * 4501 Santa Fe Avenue, Los Angeles 58, Calif. * 452 Statler Building, Boston 16, Mass. 
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Low-cost 








ACID RESISTANT 


WILL NOT 
STAIN 


e... won't 
ause they 
1e famous 
ice! 


ons more 
ir homes 
e leading 
ers and 





you can 
ive deal- 
Contact 
tile, Inc. 


This Federal Utility Sink is a natural 
—a popular seller in hardware 
stores everywhere. A low cost utility 
sink that can be easily installed— 
good for quick turnover! A new best 
seller that’s a sure profit item for 
your business! 


*Sizes available 
13” x 17'Ae’t 16” x 24” 
14” x 20” 18” x 30” 


tend drain only 
NO FITTINGS INCLUDED 
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tangy, utility sinks mean 


PLUS BUSINESS FOR YOU! 


WILL NOT RUST 


EASILY INSTALLED 


AVAILABLE IN 4 
POPULAR STANDARD SIZES.* 
314" CENTER OR 2” END DRAINS 





Acid-resistant porcelain enamel 
on heavy gauge steel. 
Contains miracle-element TITANIUM— 
that makes Federal Vogue enameled ware 
Whiter .. . Stronger... . Longer Lasting! 


Ask your jobber or write to us for details. 


FEDERAL ENAMELING & STAMPING COMPANY 


Pittsburgh 30, U.S.A. 























YOU CAN GET OFF THE “MERRY GO ROUND” 
































FY 



































The toy pistol and cap business has been 
blessed by prosperity over the last several years. 
There’s good reason for this healthy pistol and 
cap market...a cap pistol has a tremendous 
amount of “play-appeal’’—and it’s a reasonably 
priced toy. 

With metal shortages and government regu- 
lations, occasionally pistols and caps have been 
in short supply. To meet unprecedented demand, 
buyers have often found it necessary to search 
for new and untried sources of supply. 

What a burden such a “merry-go-round” places 
on the buyer! Who's reliable? Who knows what 
he’s doing? And, most important, who will be 
ground next year to back up his merchandise? 

Kilgore has been the leader in the pistol and 
cap field since 1915. As such we have developed 
new technical production methods to increase 










oF INC. WESTE 


output and reduce costs ...and increase your 
profits. 

We've learned how to design cap pistols that 
sell readily and give complete satisfaction. Long 
years of experience have taught us how to 
analyze markets and introduce new numbers to 
capitalize on the current imagination and popular 
play activities of the day...the “markets” of 
wild-west, private detective, space travel and 
atomic age. 

So, in the confusion of an extremely active in- 
dustry, the buyer’s problem can be simplified... 
just deal with a reliable name! And that name 
certainly is Kilgore! 

Kilgore has been around for 37 years with a 
broad line of handsomely designed and precision- 
made cap pistols, also a complete line of caps. 
We'll be around for a good many years to come, 
proud of, and standing back of, every cap pistol 
that bears our Circle K. 


Wew York Office Chicago Office 


Ave. Mdse. Mart 


8. S.A. aide. 
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ND” _ For National Hardware Week 


with a pressure-welded, laminated wood handle 


THE STRONGEST WOODEN HANDLE EVER MADE! 


Here’s Disston’s contribution to making this the biggest 


and best Hardware Week yet. And a top-quality 
contribution it is! 


This new D-7 hand saw has a true taper- 
ground blade of Disston 


STON 
Steel, perfectly set and filed. \ pis 


But the big news is the 


DISSTON HARDWARE WEEK 
handle—a pressure-welded, laminated 
handle that is positively the 


SPECIAL 
strongest wooden handle ever made. 


Four Disston D-7 Hand Saws with pressure- 
Four of these handsome saws are welded, laminated wood handles are 
packed ina corrugated shipping packed in a corrugated shipping con- 
‘ ; iner, lete with free display. 
container along with a free display a a ee 
for your use. Display holds one 


Your cost each 
: unit of four 26'' 8 
saw, and makes an attractive 


$ 
. . pt. D-7 hand saws 15.62 
counter or window piece. Your selling price 
And here’s more good news! 


per four saw unit $23.40 
aca R PROFIT 
This Disston Hardware Week pong four saw 
Special retails for only $5.85 


unit 
—making it without doubt 
the finest hand saw at its CASH IN WITH EXTRA 
price! Order from your 


SALES—DISPLAY 
wholesaler today! DISSTON D-7 


HAND SAWS 
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HERE’S HOW YOU CAN CASH IN 
~ ON DOW’S TREMENDOUS SPRING 
PROMOTIONAL PLAN FOR PLASTICS!) 


— ‘ 
,- CASS 


Here is your opportunity to help yourself to bigger, faster 
sales of plastics housewares made of Styron®. Join in 
Dow’s national promotion and show your customers how 
to accent their color themes with matched kitchen acces- 
sories in exciting, exclusive Styron-Tone colors. 

Display complete color-coordinated sets prominently with 
Dow’s point-of-sale material . . . and make the big promo- 


tion work for you. Send for your free kit—containing 
window and counter display cards in full color—counter 
card reprints of the advertising in Life, Woman’s Home 
Companion and Good Housekeeping and the 13th Styron 
Housewares Buyers’ Checklist. Be ready to supply the 
demand. Order now . . . THE DOW CHEMICAL COMPANY, 
Plastics Department, Midland, Michigan. 


you can depend on DOW PLASTICS 
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193 ways to build store traffic and make more 


money 


The RED. HEAD line features your store as the place that has a complete 


Hat-meohmallalilale Relate Malialiale Ma lolislialeME-teltl] sul-almelileMelaa-s\ 10) a1-1 ms) ole] are 


any piece of clothing and equipment they want. And, pr 


men will prefer to buy in your store when you can sell them practically 


ofit climbs 


high when your customers always find the complete RED HEAD line. 


a 
While the RED HEAD duck is working hard to sell that SKEETRAP VEST... 


you have a golden opportunity to sell RED HEAD GUN COVERS and 
CASES, RECOIL PADS and RIFLE SLINGS. The powerfu! profit maker, 


related selling, is only possible when you have the complete line to 







Ligohis(oelate Mute] <-Muilelg-Mulelal-S A 


offer... RED HEAD of course, because quality, service and customer 


satisfaction are the best you can sell, the best way to build store 


13 HUNTING COATS 3 GAME CARRIERS 
12 HUNTING PANTS 2 LEGGINS 
18 HUNTING CAPS 1 SKEETRAP COAT 
2. GAME BAGS 1 SKEETRAP VEST 
4 HUNTING VESTS 2 FISHING COATS 
3 HUNTERS 2 FISHING VESTS 
PROTECTIVE CAPES 6 FISHING CREELS 
7 LEATHER GUN CASES 5 CREEL HARNESSES 
, 21 GUN COVERS 3 WADER SUSPENDERS 
, 6 SCABBARDS 3 REEL CASES 
tA 5 CARTRIDGE HOLDERS 5 TACKLE BAGS 
y 6 HOLSTER STYLES 2 SPORTSMAN’S BAGS 
Y 3 SHELL BELTS 6 DUFFEL BAGS 
il 13 CARTRIDGE BELTS 2 PACK SACKS 
“a 7 RECOIL PADS TARPAULINS, PAINTERS 
ae 18 RIFLE SLINGS DROP CLOTHS, ETC. 
st 5 SHELL POUCHES ANY CUSTOM MADE 
eam 7 SHELL BAGS CANVAS PRODUCT 
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Chicago 41, 





4300 West Belmont Avenue 


Illinois 





PACKED 
WITH SALES 





Small rope sales quickly add up to profitable volume when you feature 
Handy Coils*—American Manufacturing Company's packaged rope that 
sells from your counter. The attractive Handy Coils display-shipping con- 
tainer creates “impulse’’ sales with the easy-to-handle 100-foot coils. You 
make more profit with less sales effort. Handy Coils give you a choice of 
“American Brand” pure Manila rope, or Sisal rope in 1/4", 5/16", 3/8" and 
1/2" diameter sizes. Each box contains approximately 15 Ibs. of rope. 
Handy Coils increase your sales of larger ropes, too, by reminding cus- 
tomers of their needs. So, sell more rope the ‘“‘Handy”’ way. Feature Handy 
Coils on your counter. Order from your supplier, or use coupon for name 
of nearest distributor. 

*The word “Handy Coils” is a registered trademark of the American 
Manufacturing Company, and is recorded in the U. S. Patent Office 
Supplemental Register, Certificate # 560,670. 


American ManufacturingCompany, Brooklyn 22,N.Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Bronch Factory: St. Louis Cordage Mills, St. Lovis 4, Mo. 

Sales Offices: Boston + Chicago + Houston » New Orleans + Philadelphia » San Francisco 


AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn 22, N. Y. 


F ieee send complete . 
| information and delivery | 
| schedules about: Name | 
| ChHondy Coils [Manila | Company | 
Address | 
a 


Ba adk i ee te ev eis oe en ren 


| OSiso! (C) Handy Jute 
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‘Rope in” those twine 
sales, too! 


Sell Handy Twines 


Seven popular Jute twines in counter 
display box. 
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How can 
boost his 
customer? 

Ben Syl 
moving to 


lighted int 
show in it 
March, ha 
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Brings 
Better Volume 


How can a hardware dealer increase his store traffic, 
boost his volume, and make higher average sales per 
customer? 

Ben Sylvan decided that he could do these things by 
moving to new and larger quarters on the same side 
of the same block on Tulip Ave. in Floral Park, N. Y. 
He was right. 

Sylvan Hardware was previously operated in an 18 
by 65 ft. display room. Now it has a visual front store 
with two large angled windows, a colorful and well 
lighted interior and displays more lines than it could 
show in its old quarters. The showroom, opened last 
March, has a 32 ft. front, and runs back 20 ft. to a 








Pere ee PLE PLOLOLE 


Suburban Store Layout 
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Better display of larger stocks 
in modern store attracts more 
people who make larger pur- 
chases in this suburban store 


36 x 45-ft. display which is equally attractive. 

Floral Park is a commuting town—less than an 
hour from mid-town New York City—but the Sylvan 
store is able to seli more hardware, housewares, paint 
and other lines, to local residents because of its attrac- 
tive appearance. In addition to doing a large volume 
with local residents of this town of 18,000 it attracts 
considerable traffic from people in neighboring com- 
munities within a 10-mile radius. 

The store is in front of the municipal parking lot 
and has two doorways to that area. At a later date 
show windows and better entryways will be installed 
to face on the parking lot. An attractive sign will also 


HOUSEWARES Las ge ye HARDWAR 


























be attached along the rear of the 
store. 

Better displays of more merchan- 
dise have enabled the firm to more 
than double its daily traffic and to 
increase its average sale per cus- 
tomer to an even greater degree. 
And there has been a decided in- 
crease in the number and value of 
impulse sales. 


Opening Well Attended 


More than 2,000 people attended 
the opening of the new store on 
Friday evening, March 21, Mayor 
Walter D. Lawrence cutting the 
ribbon to admit the public. Cock- 
tails and canapes were served dur- 
ing the evening. 

Despite announcement that no 
sales would be made during the 
open house many visitors insisted 
on having merchandise that night. 
They were accommodated, their 
names and addresses being record- 
ed with the understanding that 
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they would return the next day to 
make payment. No losses were sus- 
tained as the result of this arrange- 
ment. Most of these customers re- 
turned the next day to make pay- 
ment and many of them bought 
additional merchandise. 

When the store was opened for 
business on Saturday, there was a 
heavy rain, but traffic was continu- 
ous until closing time with more 
than 400 transactions being made 
that day. Since the store was 
moved to its new quarters the aver- 
age number of sales has increased 
from about 60 to 150 transactions, 
Monday through Friday, and from 
about 125 to 350 sales on Satur- 
days. 

As a follow-up to the opening of 
the new quarters the Sylvans ran 
a two column by 2 in. ad in the 
Floral Park Bulletin which said, in 
part, “We would like to take this 
opportunity to express our deepest 
appreciation for the manner in 
which you have received our grand 





Above—Martin Blum, salesman, in 
the compact sports department. 


Left — Front-of-store housewares 
section features quality goods. 


opening. Your overwhelming en- 
thusiasm was extremely gratifying 
and beyond our greatest expecta- 
tions. It has given us added incen- 
tive to provide the very best ser- 
vice and fulfill your every house- 
hold need.” 

Traffic and volume have continued 
at a high rate since the opening 
of the new quarters. The store’s 
owners report that sales in 1952 
were in excess of twice the volume 
for the previous year. The Sylvans’ 
goal is to make an even better rec- 
ord this year. Plans are being 
made to display an even greater va- 
riety of merchandise in each of the 
store’s departments. 


Location Aids Traffic 


Location next to ample parking 
facilities and within easy reach 
of the railroad station are big aids 
in attracting good store traffic. Im- 
portant though the show room’s 
strategic location may be, it is the 
neat layout and attractively dis- 
played merchandise that turns look- 
ers into buyers. Most customers 
make impulse purchases. 

Housewares and paint are among 
the fastest moving lines in the 
store, the firm handling two na- 
tionally advertised lines and spe- 
cialties of several other well known 
brands. 

Although the front-of-the-store 
display of sporting goods is a com- 
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pact one it is a well patronized de- 
partment catering to fishing en- 
thusiasts of all ages. It is located 
next to the hand tool department, 
with customers for each section 
making many impulse purchases in 
poth places. 

Among the traffic building ideas 
in the new store is a notions de- 
partment featuring only those lines 
that are not available in any stores 
within several blocks of Sylvan’s. 
Started with an initial stock cost- 
ing about $600 this department 
now accounts for sales of about 
$200 a month. 


Women Good Customers 


Women stopping in to purchase 
thread, buttons and other notions 
seldom leave the store without mak- 
ing impulse purchases in the gift 
or other housewares sections. Says 
Mr. Sylvan, “Quite a number of 
women buying notions will also 
spend as high as $8 to $10 for gift 
items, when they came in to make 
a minor purchase.” 

Gift wrapping service is offered 
at no extra charge, an attractive 
pattern of paper being used. This 
extra service is a real good will 
builder and results in considerable 
word-of-mouth advertising for the 


store. It has been a potent factor 
in steadily increasing giftwares 
volume. 


The firm does not handle major 
household appliances, but does sell 
power tools. It offers key making 
service and will make minor re- 
pairs on appliances. It also does a 
rental business with a floor sander. 
The unit rents for $3.50 a day and 
is out of the store on an average 
of four days each week. Sales of 
sandpaper and other materials fre- 
quently run in excess of $10 with 
each rental. In most instances cus- 
tomers pick up and return the unit, 
many of these stops resulting in 
impulse sales of good total amounts. 
Other rental items will be added to 
that department whenever there 
appears to be good demand for 
them. 


An Extra Sales Builder 


An interesting extra sales builder 
is the attractive green and grey 
pattern asphalt tile floor covering 
used in the showroom. Although 
the firm does not stock this mate- 
rial six customers have already 
ordered tile from the store. These 
sales have run as high as $60, each, 
plus adhesives and other goods. 

The floor plan and fixtures were 
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provided by W. C. Heller & Co., 
Montpelier, Ohio. Display sections 
are colorized, the ceiling is white 
and the walls a peach shade. Fix- 
tures are buff with black trim. 

The store’s layout encourages 
customers to freely circulate 
throughout the entire show room. 
Four wide aisles take traffic from 
the front to the rear of the store. 
There are also five cross aisles. 

The hardware sections have char- 
treuse and grey backgrounds. Char- 
treuse and burgundy is the color 
motif for the giftwares section. 
Further brightness is added by the 
use of four continuous lines of 
fluorescent fixtures. 

Ben Sylvan and his son, Elliott, 
are partners in the business and 
are assisted by their wives and one 
sales clerk. 


Above right—Built by Ben 
Sylvan, this knotty pine 
display features electric 
housewares and other fast 
moving merchandise. 


Right—Hardware depart- 

ment with entry to one of 

two storage sections in 
back of wall units. 


Below—Local officials at- 

tend opening ceremonies 

with Mayor Lawrence cut- 

ting ribbon. Fourth from 

left is Elliott Sylvan, Ben 

Sylvan stands sixth from 
the left end. 





















































































How a Big Hardware Store 
Grew From a Small Repair Shop 


Good service, consistent advertising and three 
major expansion programs make business grow 
with area’s increasing population 
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Front of store 
with large elec- 
tric signs identi- 
fying store and 
advertising two 
appliance 


brands. 


Bunch-Finnigan, Inc., operates a 
large hardware store in Kennewick, 
Wash., a city of 12,000 population, 
part of a steadily growing tri-city 
area. Consistent advertising, di- 
versified stocks and good service 
have been important factors in the 
firm’s change from a small appli- 
ance repair shop, started in 1948, 
to its present showroom with 10,000 
sq. ft. of display space. It now has 
a staff of 14 people. 

The hardware firm has had three 
big expansion programs in nine 
years and is keeping pace with the 
growth of its trading area. Its 


Hardware, hand and power tool display in the background is just in- 
side one of the large windows and is clearly visible from the outside. 
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New, this year, the gift section is given 

prominent front-of-the-store location, re- 

placing appliance displays, moved to rear- 
of-the-store. 


yperates a 








ennewick, 
opulation, 
g tri-city 
sing, di- home city is within 10 miles of 
1 service Pasco, a city of 12,000 and the 
rs in the same distance from Richland with 
all appli- a population of 25,000. Richland is 
in 1948, the residential section for workers 
th 10,000 in the Hanford atomic energy de- 
now has velopment. Each of the three cities 
have extensive shopping areas and 
ad three keenly compete for business. 
in nine Fred Bunch, Sr., and a partner 
with the who is no longer associated with 
‘ea. Its the business, started the store in a ; vr 
small building on the same site as Above—Appliance department in its new rear-of-the-store 
the present 55x195 ft. structure location gives more room for inspection and discussions of 
terms than in previous location. 
Took Place Six Years Ago Below—Toy department arranged for salesmen's and custom- 
The first expansion took place ers’ convenience in rear-of-the-store location. Note banners 
— six years ago when the front por- inviting use of Lay-Away plan. 
oe tion of the present building was 
; constructed. Two subsequent ex- 
bei 3 
‘es pansions added space on the rear 
. of the building. 
The firm spends a sum in excess 
oe of 2 pct of its gross annual sales 
| for advertising in newspapers and 
by radio. Co-operative advertising 
is used. 
The company has made effective 
use of what Fred Bunch, Jr., terms 
impact advertising. Unusually suc- 
cessful impact advertising cam- 
paigns were used in October, 1951 
and 1952 to call attention to anni- 
versary celebrations. For both an- 
1 niversaries all newspaper advertis- 
tising was concentrated in a single 


issue of a local daily newspaper. 
Approximately eight pages of ad- 
vertising were used, each ad being 
on a page on which there was some 
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Fred Bunch, Jr., right, explains the features of a portable 


power saw to a prospect. 


editorial material. For the 1952 
anniversary 13 different pages car- 
ried ads ranging in size from four 
columns by 8 in. to a half page. 
Two of the pages had two separate 
ads. 

Supplementing the newspaper ads 
for the 1952 anniversary sale 70 


spot radio announcements were 


used. 


Demonstrations Given 


Special values were offered for 
both anniversaries. For the 1952 
sale factory representatives pre- 
sented demonstrations on a variety 
of merchandise. Free coffee and 
turkey sandwiches were served, the 
turkey being prepared in an elec- 
tric range by a factory representa- 
tive. Youngsters were given free 
balloons. 

Ten factory representatives were 
on hand and it is estimated that 
more than 4,000 people visited the 
store during the sale. 

Many visitors during the 1952 
anniversary sale commented that 
they had never previously been in- 
side the store, but would regularly 
do so in the future. 

Newest of the firm’s departments 
is its gift section added early in 
1952. Its major departments are: 
general hardware, power tools, 
builders’ hardware, plumbing sup- 
plies, housewares, giftwares, appli- 
ances and toys. 

Appliances are an important part 
of the store’s volume. K. J. Bunch, 
manager of the appliance de- 
partment, attributes his section’s 
growth to the enlargement and 
moving of that unit from the front 
to the rear of the store. The pres- 
ent display area for appliances is 
at least double that previously 
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available. In its former location, 
adjoining the general hardware de- 
partment, sales talks were fre- 
quently interrupted by people wait- 
ing for service in the hardware 
section. Some appliance prospects, 
becoming offended at the intru- 
sions, would promptly walk out of 
the store without buying anything. 

The appliance section now is in 
the left rear corner of the store and 
while it is clearly visible from other 
sections of the display room its new 
location permits appliance salesmen 
to work with fewer interruptions. 
Its attractive appearance invites 
those interested in such lines to 
walk back and inspect the fine dis- 
plays. 

A big factor in the firm’s success 
with appliances, Mr. Bunch _ be- 


tASONS WHY 
KELVINATOR 
S ARETE bane rp = 
Tei hee ¢ 


ae 


ta 4 


lieves, has been its concentration 
on one brand in each of the major 
appliance categories. One advan- 
tage here, he notes, is the dealer’s 
identification with the manufactur- 
er’s advertising program. In addi- 
tion, salesmen learn more about the 
merchandise they are selling, en- 
abling them to do a more persuasive 
job of selling, he believes. 

Bunch-Finnigan’s service depart- 
ment is equipped to handle any type 
of appliance service. Appliance re- 
pair calls often lead to sales of new 
appliances. 


Profit on Trade-ins 


The company’s policy on trade- 
ins is-to allow a fair price that will 
still enable it to make a small profit 
or at least to break even on the 
deal. Used appliances are given a 
thorough going over in the service 
department, being cleaned and put 
into good operating condition. 

Marred enamel surfaces are re- 
painted with baked-on finish. They 
are then sold with a six-month ser- 
vice guarantee. Some used appli- 
ances can be reconditioned so that 
it is difficult to tell them from new 
merchandise. By handling them in 
this way, Mr. Bunch states, it is 
possible to get a fair return with- 
out taking a loss on your trade-ins, 
and also to build up future sales of 
new appliances. 

From October until the year’s 
end the toy department occupies 
1,500 sq. ft. display space in the 
right rear corner of the store. By 
opening the department five or six 
weeks in advance of the Christmas 

(Continued on page 122) 





Fred Bunch, Sr., right, and K. J. Bunch, manager of the appli- 
ance department, with a used washing machine which has 
been reconditioned for resale. 
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The form you must use in sub- 
mitting your tax return depends on 
your type of business organization 
—sole proprietorship, partnership, 
or corporation. 

If you are a sole proprietor, you 
must file schedule C—Schedule of 
Profit (or loss) from Business or 
Profession—Schedule C-a—Compu- 
tation of Self-Employment Tax, and 
the regular tax return, Form 1049. 
If you have capital gains and losses 
they must be reported on Sched- 
ule D. 

If you are a partner, you must 
file Form 1040 and Schedule C-a, 
the purpose of the latter form being 
to report your self-employment tax. 
Schedule D must also be filed if you 
have capital gains and losses. The 
partnership must file Form 1065— 
U. S., Partnership Return of In- 
come, but pays no tax. 

If your business is incorporated, 


Editor’s Note: This is the second 
part of a series of three articles on 
income taxes. Part 1, What To Do 
About Your Income Tax was pub- 
lished in HARDWARE AGE, Dec. 11 
issue, page 69. 
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How to File Your Income Tax 





Preparing Your Tax Return 


How much income tax you pay depends on how your 


business is organized and how much you know 


about making out your tax report. 


This article 


will save you many tax headaches 


by Kenneth L. Hutchison 


Public Accountant, 
and Professor of Accounting, 


the corporation may also be re- 
quired to file an excess profits tax 
schedule, EP-1120, and Schedule D 
—Schedule of Gains and Losses 
from Sales or Exchanges of Prop- 
erty. 


Schedule C 


This schedule consists of two 
parts: (a) Schedule of profit or loss 
from business or profession, and 
(b) Computation of self-employ- 
ment tax (ScHedule 3-a). 

If you have a good accounting 
system, and the books have been 
maintained properly, you should 
have no trouble in preparing Sched- 
ule C. The form has been set up so 
that it follows closely along the 
lines of most profit and loss state- 
ments. 

Line 1 shows the total business 
receipts. On the next eight lines the 
cost of goods sold is computed. It is 
deducted from line 1 and the result- 
ing gross profit is entered on line 10. 

On the next 10 lines your ex- 
penses are listed, totaled on line 21 
and deducted from gross profit. The 
result is entered on line 22. 

If you have had any losses of 


business property, they are deducied 
on line 23. 

The remaining net profit (or loss) 
is entered on line 24 and is then 
carried to line 1, Schedule C Sum- 
mary, on page 2 of Form 1040. 


Form 1040 


In addition to your net profit re- 
corded on Form 1040 from Schedule 
C, you must list the following items 
of income on page 2: 

Schedule A—Income from divi- 
dends, designating the name of the 
corporation. 

Schedule B—Income from inter- 
est, designating the name of the 
payor. 

Schedule D—Net gain or !oss 
from sales or exchanges of capital 
assets. The details of these trans- 
actions are recorded on separate 
Schedule D, and only the net tax- 
able result shown here. 

Schedule E—Income 
nuities or pensions. 

Schedule F—Income from rents 
and royalties. If you are a landlord, 
show here the income and expense 
applicable to the building, including 
fuel, insurance, salaries, etc. 

Schedule G—Income from estates 
and trusts and other sources. On 
line 2 of this schedule record any 
other income not reported else- 
where. 

The total of all the above items 


from an- 
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a. 











is then entered, and is also carried 
forward to page 1, where it is en- 
tered in line 3. The remainder of 
page 2 consists of the following: 

Schedule H—Depreciation. Ex- 
plain here how you computed the 
depreciation shown on line 16 of 
Schedu?e C and in Schedule F above. 

Schedule I—Explanation of other 
expenses. List here details of line 6 
—other costs, line 17—repairs, and 
line 20—other business expenses of 
Schedule C, and Column 4—repairs, 
and Column 5—other expenses of 
Schedule F above. 

Schedule J—Exemptions for close 
relatives. This section is for an un- 
married person claiming special 
exemption as head of the household. 
He is eligible if he maintains a 
household in which certain relatives 
live, if he contributes more than 
half the cost of maintaining the 
home, and if he was not a non-resi- 
dent alien at any time during the 
year. 


Data on Family 


Page 1 of the return requires you 
to furnish information concerning 
your wife and children. If you 
worked for an employer during the 
year, his name and address are 
shown in section 2, as well as the 
salary you earned from him and the 
income tax he withheld from your 
pay. 

The total of your salary and the 
figure shown on line 3 are added 
and stated in line 4. The toial, 
known as adjusted gross income, is 
then carried back to line 1 of page 3 
in the tax computation section. 

On Page 3 you do two things, 
namely, list your deductions (unless 
you wish to take the standard de- 
duction of 10 pct of line 1, not in 
excess of $1,000), and compute the 
tax. 

If your personal deductions ex- 
ceed 10 pct of line 1, you must list 
them. They are itemized under the 
following six headings: 

Contributions. Payments made to 
individuals are not deductible. Pay- 
ments must be made to non-profit 
organizations formed for charitable, 
educational, scientific, ete., pur- 
poses, and to governmental bodies. 

Don’t forget to include old cloth- 
ing or other property contributed to 
the Salvation Army, Red Cross, etc. 
Your contributions cannot exceed 20 
pet of your adjusted gross income. 

Interest. Here you list interest 
paid on loans, on your home mort- 
gage, etc. You may not deduct in- 
terest paid for someone else unless 
you were legally obligated to make 
the payment. 
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; Taxes. in this section list state 
income tax, state gasoline tax, auto 
licenses, real estate tax on your 
home, city sales tax, New Jersey 
cigarette tax, personal property tax 
on your furniture, New Jersey Un- 
employment tax, state stamp tax on 
security transfers, etc. 


Federal Taxes 


Federal taxes on gasoline, admis- 
sions, telephone and telegrams, so- 
cial security and gift taxes are not 
deductible. 

If you are assessed for street im- 
provements, such as sewers «und 
sidewalks, the assessment is not 
deductible. 

If the assessment is made to pry 
interest on bonds issued to finance 
the improvement, or if made for 
street maintenance and repairs, the 
assessment is deductible. 

Payments made for hunting and 
fishing licenses, dog license, water 
bills, parking meters, etc., are not 
taxes and are not deductible. You 
cannot deduct a tax you pay for 
someone else (because it is not im- 
posed on you), unless you have an 
interest in the property on which 
the tax is paid. 

Losses from Fire, Storm, or Other 
Casualty, or Theft. In this section 
you will show losses from theft not 
recovered by insurance, damage to 
your house caused by a windstorm, 
etc. 

Losses to your car caused by your 


own negligence (such as drunken 
driving) are not deductible, nor are 
payments made by you for damage 
to someone else’s property, nor pay- 
ments made for personal injuries. 
The latter, however, may be deduct- 
ible as medical expenses. 

Medical and Dental Expenses. 
Expenses in excess of 5 pet of ad- 
justed gross income are deductible 
up to $1,250 per person, with a 
maximum allowance of $5,000 for 
four or more persons. If you are 65 
years old, or more, the deduction is 
allowed on all expenses up to $1,250 
for you. 

Hospitalization, health, and acci- 
dent insurance premiums are in- 
cluded as deductible medical ex- 
penses in eddition to medicines, 
eyeglasses, wheel chair rent, 
crutches, arches, dentures, braces, 
toothbrushes and toothpaste, doc- 
tor’s and nurses’ fees ambula::e 
hire, etc. 


Traveling Expenses 


Traveling expenses to see a doc- 
tor are deductible. The traveling 
expenses of a parent who is accom- 
panying a child are also deductible, 
as well as room and board, provided 
the parent’s presence is necessary 
because of the child’s condition. 

If you go to the beach or the 
mountains to recuperate, you cannot 
deduct the expense unless you go to 

(Continued on page 138) 


Many Patterns Shown to Advantage 





This long wallpaper display section in the Baudino Hardware store, 

Calumet, Mich., has knotty pine trim. Fluorescent lighting is con- 

cealed under the scalloped edge valance. It has a dark blue 
background. 
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Left — Service manager, LeRoy 
Hubbell, left, and helper, pick up 
used washer from storage shed 
where they are kept until service 
crew can recondition them. 








Below—Washer is taken apart, 
thoroughly inspected, cleaned, and 
checked for worn parts, which are 


At the Brunk & Sapp Hardware replaced with new parts. Cus- 
in Springfield, Ill., the service de- tomers get same guarantee as for 
partment makes extra profits by re- a new washer. 


conditioning trade-in washing ma- 
chines for resale. The firm’s profit 
per reconditioned closely approaches 
its investment per washer. 

Brunk & Sapp keep three me! 
busy on appliance installations and 
delivery. They put into good work- 
ing condition an average of two and 
a half trade-in washers each week 

Trade-in allowances average $20 
per washer with the cost of replace- 
ment parts being about $25. Most 
of these reconditioned washers are 
resold at $89.50. 

Income from servicing customers’ 
appliances totals about $6000 a 
year. This pays two-thirds of the 








e, servicemen’s wages. Resale of re- 
n- conditioned washers adds _ nearly 
ie $6000 to the store’s gross sales. 





(Please turn page) 
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Trade-ins Can Be Profitable 


(Continued) 










Right—Mr. Sapp, left, takes 
trade-in model down to the 
sales floor where it is put on 


display. 


Left—Reconditioned washer, after 
being refinished is turned over to 
Leonard Sapp, after inspection by 
Mr. Hubbell, who receives a com- 
mission on earnings of the service 
department. 


Left—The pay-off for the store— 
salesman Charles Clements sells a 
reconditioned washer for more 
than $40 above the total of its 
combined trade-in allowance and 
new parts cost. 
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A 4-Point Sales Program | 





Paint Volume Raised 40% 


The average paint sale is $20 since this 
store started to merchandise a quality 
line in a complete department 


In three years, Utility Hard- 
ware, at 12823 Venice Blvd., in 
Venice, Calif., increased its paint 
sales 35 to 40 pct by a merchandis- 
ing plan built around four simple 
points. 

This program boosted paint: vol- 
ume to a point where today it ac- 
counts for 25 pct of the store’s 
overall volume, and brought the 
average sale up to $20. 

Here’s how Simon Fradin and 
Bernard Glickstein, partners in 
this six-year-old firm, did it: 


This Program Built Volume 


(1)—They added a color gallery, 
which enables them to offer 112 
colors instead of the former 12. 

(2)—They carry a complete line 
—interior gloss, semi-gloss, flat 
wall enamel, quick drying high 
gloss, rubber base, and exterior 
house paints. 

(3)—They have a complete 
paint accessory department. 

(4)—They send suppliers’ mail- 
ing pieces, one every three months, 
to each resideht within a four-mile 
radius of the store. 

For the amount of business done 
in paints, the department is small 
and compact. Wall shelving oc- 
cupies 20 ft of space. In addition, 
a display counter stocks paints on 
front and back shelving. A second 
6-ft gondola and a small wall sec- 
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Bernard Glickstein, co-owner of Utility Hardware, mixes a special 
color for one of his customers. The store offers 112 colors where 
formerly it stocked only 12. 


tion are used to show the painting 
accessories which include: 

Turpentine, thinners, shellac, 
linseed oil, denatured alcohol, var- 
nish, stains, redwood log oil, floor 
wax, paint brushes, paint roller 
and tray sets, putty, putty knives, 
fillers, patching plaster, sizing, 
sandpaper, steel wool, caulking 
compound, primers, sealers, paint 
removers, hand cleaners, wheat 
paste, masking tape, floor cleaners, 
and other related items. 

Thus the paint prospect can pur- 
chase everything needed in one 


place and at one time which gives 
Utility Hardware a selling advan- 
tage that goes beyond the sale of 
paint alone. 

The color gallery has resolved 
inventory problems for the store 
no longer needs a large amount of 
basic colors on hand. Instead, most 
of the inventory is in basic white, 
and small tubes of colors in ol. 
Result is a faster turnover with 
little money tied up in slow-moving 
colors. 

However, the hardware store 

(Continued on page 102) 


83 























f : 
\ f 
—_ 
Ricdcales 





Three views of Nestor's new shopping center store 
which show how the layout attracts traffic and 
keeps it moving through the store. 
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Lay-Out for 


The first unit of Nestor’s Hard- 
ware was opened in the Tiorunda 
Plaza in Buffalo, N. Y., in 1949. In 
1950 sales were 50 pct greater than 
the first vear. In 1951 volume in- 
creased :nother 50 pet over 1950, 
and for 1952, expectations are for a 
50 to 60 pct sales jump. 

That is the measure of success of 
two 22-year-old World War II vet- 
erans, Baryl Lenard and Gerald 
Stromberg, who went in the harc- 
ware business with very little busi- 
ness experience behind them, but 
with a great deal of determination 
to put their merchandising ideas to 
the test. 


Seek Turnover and Volume 


Mr. Lenard explains their basic 
merchandising technique in _ this 
manner: ‘‘We don’t believe in carry- 
ing big basic inventories. Instead. 
we seek rapid turnover and volume 
business. Last year, we turned our 
stock in the original store four 
times, and we hope to increase that 
turnover in our new branch store.” 

And their recently opened second 
store is more evidence of the success 
of the two veterans. This store is 
also a shopping center store opened 
in the Airport Plaza, slightly more 
than a mile away from the original 
store. Both are known as Nestor’s 
Hardware. 

While the stores are relatively 
near each other, they actually serve 
two distinct neighborhoods. Accord 
ing to the partners, experience to 
date shows that the new store is not 
borrowing business from the origi 
nal one. 

Mr. Lenard and Mr. Strombery 
have tremendous faith in off-Main 
Street shopping centers as hard 
ware store locations. Before open- 
ing their new unit in the Airport 
Plaza, they spent considerable time 
studying its traffic possibilities, and 
made their decision to locate there 
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because the plaza was growing tre- 
mendously with recent completion 
of a new block of stores, but still 
lacked a hardware outlet. 

The youthful retailers found that 
situation ideal, and in designing 
their store, planned a layout specifi- 
cally for a shopping center opera- 
tion. Emphasis was placed on wide 
aisles to encourage the flow of traf- 
fic past open displays which stimu- 
late a maximum of self-service. 
That type of layout was adopted 
because of the partners’ experience 
with the more conventional layout 
in their original store which, when 
it was converted to self-service, 
brought better sales results. 

In both stores, national brand 
merchandise is the backbone of the 
inventory, for the two partners find 
that nationally advertised goods are 
half-sold at the point of consumer 
contact in a store. 
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Shopping Center Store 








Accent on Self-Service 
Builds 4-Time Turnover 











Emphasizing self-service, open display, good 
store traffic and courteous customer service 
proves profitable for young hardwaremen 


Another strong point of 
merchandising is a service program, 
which includes a complete rental de- 
partment. Mr. Lenard says, ‘We 
rent lawn rollers, sanders, saws, 
drills, and just about everything 
needed for home maintenance. And 
our rental service returns a profit, 
as well as winning new friends and 
future customers.” 


Business-getting Points 


Other points in the program are 
personal service, courtesy, and at- 
tention to the needs of individuai 
consumers with accent on delivery 
and pickup service; exchanging 


wee oe 


ie concer 


their 


merchandise readily, for the cus- 
tomer is always right; and putting 
an absolute guarantee on every item 
sold. 

The front of the new Airport 
Plaza store is an expanse of glass 
and aluminum. The entrance is re 
cessed to lead traffic into the store 
A neon sign attracts attention to 
the store, and at night, the entire 
front is brightly lighted by spot 
lights that illuminate the up-front 
displays. 

Moving down the right hand side 
of the store, the customer sees 
housewares, cleaning aids, toys. 
plumbing supplies, screens, ladders 
and galvanized ware. The paint de 


In 1949, Gerald Stromberg, below left, and Baryl Lenard, right, two 22-year-old veterans opened 
their first hardware store. They now operate two shopping center stores. Below right—a view of the 
tool section in Nestor's Airport Plaza store. 





85 





























partment is located at the rear. 

Starting at the left front are 
tools, builders’ hardware, garden 
tools, screws and bolts, and the 
glass: cutting sections. 

Display islands range down the 
center of the store, thus dividing it 
into two main traffic arteries. The 
first island, at the front, is devoted 
to glassware. Next is the wrap and 
cash counter, below which nail bins 
are located. 

Two islands at the rear are de- 
voted to sundries and electrical 


goods. Bulky items such as step 
stools and garbage cans are dis- 
played on top of the wall display jix- 
tures. All shelving, on the islands 
and wall fixtures, is stepped-up tv 
keep all merchandise in full view. 


Everything Price Marked 


Since pricing is an important ele- 
ment in a self-service store, each 
item in the Nestor operation is 
plainly marked. Where necessary, 
glass dividers separate fixtures into 


three-inch compartments so that 
small items may be neatly displayed 
without confusion. Each compart- 
ment also plainly shows the price of 
the merchandise. 

The Airport store is open Thurs- 
day, Friday, and Saturday nights. 
because the young retailers have 
discovered that in shopping centers, 
night openings are important in 
building volume. Their experience 
has also shown that traffic in shop- 
ping centers is also heavier towards 
the end of the week. 


Modern Quarters Bring Sales Increase 





Two interior views of the Winthrop hardware store, Winthrop, Maine. 
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In spite of some Winthrop, Maine, 
merchants reporting sales drops of 
about 20 pct due to the closing of 
the local mill, the Winthrop Hard- 
ware Co. on Bowdoin Street, reports 
a 5 pet gain over last year. Store 
owner Roger Audette feels that 
next season the firm should gain 
an additional 5 pct. 


Modernization Responsible 


All of the credit, he feels, is due 
to the modern quarters on Bowdoin 
Street. The large windows, smart 
looking displays, clean interior and 
cheerfulness of the store attract 
customers. There is ample parking 
room in front, without the hin- 
drance of parking meters which 
makes shopping at Winthrop’s a 
real pleasure. Two years ago the 
business was conducted in crowded 
quarters which were located around 
the corner. 


Knows Buying Habits 


The modern store occupies a main 
floor only, measuring 76x46 ft. The 
stock is divided into various depart- 
ments, including housewares, elec- 
trical supplies, gadgets, sporting 
goods, paints, toys and outdoor ap- 
parel. 

About 30 pct of the business is 
done in fishing tackle, firearms and 
sporting apparel. Roger Audette has 
a full knowledge of the buying 
habits of sportsmen and after eight 
years of experience in the hardware 
field he will only add the particular 
lines of goods which can be used in 
Maine. This measures up to prod- 
ucts that first of all must have 
utility and value. Style and decora- 
tion are regarded as strictly sec- 
ondary issues by the Winthrop 
Hardware Co. 
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When fire strikes a hardware 
store and does extensive damage it 
is too late for the owner to do any- 
thing about his discovery that his 
coverage was not sufficiently com- 
plete. His loss in merchandise and 
store equipment may be well cov- 
ered, but that is only part of the 
sad story. 

What about the profits he would 
normally have made for the period 
between the time of the closing of 
his store—due to fire—and its re- 
opening? How about payments he 
makes to his employees between 
the time of the fire and his re- 
sumption of business? What pro- 
vision has he made for costs inci- 
dent to reopening his store? 

One most important form of in- 





Thomas Stewart, 
president of the firm. 
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Do you carry Business Interruption Insurance 
to make up for losses between the time of 

a fire and your re-opening for business? 
This HARDWARE AGE report tells the 
experience of a hardware dealer who 
suffered two disastrous fires but whose 
insurance coverage tided him over 

until normal operation could be resumed 


surance protection that is all too 
often overlooked is business inter- 
ruption insurance. Such a policy 
will not eliminate all of the head- 
aches after a fire, but it will 
lighten the load considerably. 

A hardware dealer who knows 
the value of a business interrup- 
tion insurance policy is Tom Stew- 
art, president of Hepner Hardware 
Co. in Freeport, Ill. Mr. Stewart’s 
business suffered two disastrous 
fires within a four-year period. 
His business interruption insur- 
ance helped him to overcome the 
effects of both crises. 

Mr. Stewart, a native of Scot- 
land and an insurance man, prior 
to his entry into the hardware 
business, has carried business in- 
terruption insurance, since he ac- 
quired the hardware store in 1941. 
Even though his store and stocks 
were covered by fire insurance poli- 
cies he states that he might have 
suffered crippling losses from sus- 
pension of business had he not had 
adequate business interruption cov- 
erage. ; 

The first of the two fires struck 
in mid winter 1948 within the hard- 
ware store itself, and practically 
razed the building, located on 
Freeport’s high-traffic Stephenson 
St. On the site of his old store he 
erected a new and modern show- 
room. When it was opened he did 


Are You Protected Against 
Business Interruption? 





Modern front of the 
remodeled store. 
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a much larger volume than in his 
previous store. 

In May, 1952, fire in an adjoin- 
ing store building caused exten- 
sive wall, fixture and stock damage 
to Hepner Hardware Co. Again the 
store had to close for remodeling 

As a result of the two fires, the 
store was closed for a total of nine 
months. Under the terms of the 
business interruption policy, the 
insurance company paid Hepner 
Hardware Co. the equivalent of a 
total of nine months’ average prof- 
its for the two periods. It also paid 
all expenses incident to the re- 
sumption of the business on both 
occasions. Advertising and _ sales 
promotion costs for the two re- 
openings were paid as well as the 
salaries of employees the company 
wanted to return to work for it 
after the two reopenings. 

Insurance rates paid by Mr. 
Stewart are: 84¢ per $100 for fire, 
93¢ per $100 for extended cover- 
age, 48¢ per $100 for business in- 
terruption insurance and 75¢ per 
$100 on fixtures. 

The modern, angled front, Hep- 
ner store has a good downtown lo- 
cation in a_ section ,occupied by 
many chain stores — providing 
much traffic as well as competition. 

The present store fixtures and 
floor plan were provided by Hib- 
bard, Spencer, Bartlett & Co., 
Evanston, IIl., hardware  whole- 
salers. 
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Men's side of the 
store showing en- 
trance to base- 
ment showroom. 
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Hardware’s 


Hepner display 
rooms are located on the main 
floor and in the basement of its 
three-story building. Major appli- 
ances, garden supplies, power tools 
and plumbing supplies displays are 
in the basement. The second floor 
is utilized for merchandise stor- 
age, the structure’s top floor hous- 
ing its tinsmith shop. An elevator 
serves all floors and also opens onto 
the alley in the rear of the build- 
ing. Another operations aid is an 
intercommunicating phone system 
with stations on each floor of the 
building. 


For many years the firm has 
published a small bull’s eye ad six 
days each week in a local news- 
paper. Measuring one column by 
2 in. it has a drawing of a bull’s 
head and encircled copy calling at- 
tention to Hepner’s Bullseye Spe- 
cial. A different item is featured 
in each ad. Display and classified 
ads are also used by the firm. Sea- 
sonal mailings of circulars are sent 
to 5000 boxholders in the com- 
pany’s trading area. 

The bottled gas department of 
the firm serves about 400 custom- 


(Continued on page 116) 





Garden and lawn maintenance equipment gets simple 
but effective display with picket fence background. 
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How a profit-sharing plan 
led to profitable volume 
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Incentive Plan Quadrupled Sales 


Here’s a report telling what a western building 
supply firm did to increase its volume in 
hardware and paint. Profit increase works to 
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For 20 of its 25 vears Learned 
Lumber Co. in Hermosa Beach, 
Calif., has had a hardware and 
paint department. Until a_profit- 
sharing plan was instituted volume 
was never very substantial. With 
its incentive program the depart- 
ment now does a profit making vol 
ume of about $80,000 a year. 

That $80,000 volume, in 1951, 
was four times the total sales for 
that section in the year previous. 

The plan used by Richard H. 
Learned, president and Charles J. 


Profit sharing 
time — Charles 
Smith, vice presi- 
dent, right, dis- 
tributes _ profit- 
sharing checks to 
Tommy Wallis, 
Lloyd Clark and 
Hal Newell. 
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advantage of company and employee 


Smith, vice president and treasurer, 
has turned every member of the 
staff—from the president to the 
yard men into active merchan- 
disers. Bigger and more profitable 
sales are to the advantage of every- 
body in the organization because 
even the bookkeeper and the firm’s 
truck drivers participate. 

This incentive plan has definiteiy 
decreased the rate of employee 


turnover. 
Here’s how the profit sharing 
plan is set up: After the reserve for 


taxes is set aside from the firm’s 
net profits at the end of each year, 
the balance is divided into three 
equal shares. One-third goes for 
improvement and expansion of the 
business, a like amount to the stock- 
holders and the remainder for em- 
ployees. 

In 1951, when the plan was set 
up, the firm gave each department 
head (yard foreman, hardware- 
paint manager, and head sales esti- 
mator) a bonus of 10 points each. 
From that time on each emplovee 


























Plenty of paint and related lines are shown on wall displays 
and in floor units in this neat and compact department. 


executive or non-executive — is 
credited with one point each month. 
For example: assuming that the 
system was initiated on Jan. 1, at 
the end of the first year an execu- 
tive would have 22 points and other 
members of the staff 12 points each. 

At the end of the second year a 
department head would have 34 
points, other staff members, 24 
points. Excepting for the initial 
bonus of 10 points at the start of 
the program, each member of the 


staff earns a credit of one point for 
each month. 

In mid-December the total num- 
ber of points are added. The value 
of each point is determined by 
dividing the total number of points 
into a sum equal to one-third of the 
net profits for the employee’s share. 

Each employee receives one-half 
of his share of the profits on Dec. 
15. The other half is paid during 
the following year in four equal 
quarterly shares. 





Sales of related items were a large factor 
in quadrupling the company's 1951 sales. 


Using a purely arbitrary figure for 
an example, let us asume that one- 
third of the net profits for the em- 
ployees equals $6,000, and that the 
total number of points for al! em- 
ployees is 200 at the end of the 
year. Each point would have a $30 
value. 

A department head with 22 
points, at the end of the first year, 
would receive $660. On Dec. 15 he 
would get a check for $330, and in 
the following year would receive 
four quarterly checks for $82.50 
each. 

Other staff members would be 
credited with 12 times $30, or $366 
for the first year. 

Operation of the profit-sharing 
plan has stimulated sales and has 
been the means of encouraging 
those not in the sales end of the 
business to do their jobs as effici- 
ently as possible. The plan, say the 
managers, has cut down on waste 
and has made all employees more 
alert. It has been an important fac- 
tor in reducing employee turnover. 

Total business in hardware, paint 
and related lines, was quadrupled in 
1951 because of the profit-sharing 
plan. 


Greater Sales Incentive 


From the sales angle there is now 
greater incentive toward the sale 
of more merchandise than a cus- 
tomer originally intended to buy. 
Each salesman makes greater effort 
to sell related items to every cus- 
tomer. 

Is a man buying plywood for a 
cabinet? Then he is a prospect for 
hardware, nails or other fasteners, 
paint, varnish or lacquer. The main 
question addressed to each customer 
is, “What are you going to use this 
for?” Answers to that question 
open possibilities for many extra 
sales. 

So well does the question work, 
that the firm now sells $20,000 to 
$25,000 of paint a year. Ninety- 
nine per cent of paint sales are to 
home or other building owners 
rather than to contractors. One- 
third of the store’s annual hard- 
ware department volume is in 
paints, thanks to constant effort to 
sell more related merchandise in 
that section. 

When a woman visits the store 
to inquire about paints, Mr. 
Learned or a member of his staff 
suggests a visit to a _ recently 
painted home in which the firm’s 
line was used. This is usually a good 
sales clincher. 

Paint and other hardware depart- 

(Continued on page 118) 
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Heart and arrow 
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Housewares for Valentine Sales 


With a little promotional effort, 
a wide variety of electric house- 
wares and other goods can be sold 
as Valentine gifts. John Swinscoe 
of Bullick’s Hardware at 1911 W. 
Magnolia Blvd. in Burbank, Calif., 
proved this with an attractive and 
simple window display, featuring 
appliances and cooking utensils. 

On the outer surface of one of 
the store’s visual front windows, 
Mr. Swinscoe painted a large red 
heart, with white lace border and 
a large white arrow piercing the 
heart. A big section of the center 
was left clear so that window shop- 
pers could look inside. On a pedes- 
tal was an electric mixer on a shelf 
which supported several cooking 
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utensils. Shelving on either side 
of the pedestal was covered with 
red and white paper and supported 
a variety of electric and non-elec- 
tric housewares items. 


Inquiries Led to Sales 


Says Mr. Swinscoe, “Although 
this window was installed a week 
prior to Valentine’s Day and kept 
intact until the day after, we did 
not sell a single one of the fea- 
tured mixers in that period. But 
inquiries we got during the pro- 
motion period led to four sales of 
these units after the display was 
removed. 

“Men bought a number of uten- 


sils for Valentine gifts as a result 
of this display. Their purchases 
were so heavy that our stocks of 
these items were considerably be- 
low our regular inventory of them. 
Toaster sets and irons were next 
in popularity for Valentine gifts. 
This display increased our house- 
wares sales for the Valentine sea- 
son about 100 pct over those for 
the previous year.” 

Putting the heart on the window 
is easy, says Mr. Swinscoe. He 
drew a straight line down the cen- 
ter of the glass and a third of the 
way down ruled a cross line. This 
gave him the length and width of 
the heart. He then drew an out- 

(Continued on page 130) 
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How can a hardware store’s sport- 
ing goods section make worthwhile 
sales, keep its inventories clean and 
its profits high? 

The Cayce-Yost Hardware store 
in Hopkinsville, Ky., does these 
things by carefully tailoring its 
stocks to meet local demands of 
sport fans. It makes no effort to 
offer equipment for all sports. Fish- 


“ 





ing equipment, outboard motors and 
boats, boat accessories, guns and 
hunting equipment and _ baseball 
goods are the sports lines given 
particular attention. Very limited 
lines are offered for some other 
sports. 

When the firm modernized its 
show rooms in 1948 the Sports 
Center—as the section is identified 


| 
_ 
| “mr, 
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Outboard motors are shown next to table and wall displays 
of fishing lures, baits, rods and other fishing items. 
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Guns and relat- 
ed goods get at- 
tention on knotty 
pine partition 
and wall. Panel 
on edge of office 
mezzanine is used 
for other gun dis- 


plays. 


—was given 1500 sq ft of front-of- 
the-store display space. At the time 
of modernization the store’s total 
floor area had been increased from 
5,400 to 22,500 sq ft. 

Hopkinsville is the county seat 
with a population of 13,000. It is 
far enough south to be out of the 
winter sports area, but has longei 
seasons of fishing, hunting, golf and 
tennis. At the time the firm’s Sports 
Center was being planned, the Ken- 
tucky Lakes region 40 miles away 
was under development. From the 
start of the center, fishing equip- 
ment was given the biggest display 
area in the new department. 

Customers visiting the Sports 
Center are offered their choice of 
hundreds of different flies, more 
than 200 types of lures and a wide 
variety of rods, reels and lines. 
Fishermen find hip boots, life pre- 
servers, gasoline cans and usually 
at least four boats in sizes up to 
14 ft on display. Tables adjacent to 
the boat displays are used for show- 
ing anchors, marine paints and 


enamels, caulking supplies, seat 
cushions and other small boat 
equipment. 


The varied stock of fishermen’s 
gear is a real traffic builder, since 
anglers do not stop with their first 
purchase of a rod and reel. There 
follows a regular and profitable de- 
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Spice of Sports Center 


mand for tackle boxes, minnow and 
dip nets, bait buckets, flies, lures, 
additional rods and other equipment 
as long as the sportsman continues 
to be interested in fishing. Fans, 
whose needs are met with the firm’s 
varied stocks, continue returning to 
the place where they know they can 
get the accessories and supplies 
they want. 

Advertising plays a vital role in 
keeping the Sports Center before 
the public. Three newscasts are 
used daily over the local radio sta- 
tion, six days a week. The firm is 
a co-sponsor of the Hopkinsville 
High School football games. 

Don MacKenzie, sports depart- 
ment manager, was instrumental in 
bringing Little League sports to 
Hopkinsville and helped organize 
some of the teams. 


Wide aisle pro- 
vides ample 
space for free 
circulation of aS * 
traffic, looking ws 
at merchandise . 
from all angles 
and trying prac- 
tice swings with 
bats or rackets. 
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Stocks at Kentucky store varied enough to meet 
demands, but limited to those sports in 
which trade shows most interest 





Anglers wanting their own boats find a 
variety of marine goods in this section. 
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Service Sells Appliances 


The query, “If something goes 
wrong with this appliance, where 
can I get service?” brings a friendly 
smile to the faces of the owner and 
staff of Ferguson Hardware at 300 
Ashmun St. in Sault Ste. Marie, 
Mich. 

That smile comes because Walter 
R. Platt, manager, and his assis- 
tants can say, “We service all appli- 
ances we sell. Our well trained 
service men can handle all repair 
problems in a reasonable length of 
time.” 

Hearing such a reply, many pros- 
pects heave a sigh of relief, sign an 
order and make a down payment on 
an appliance or pay full cash. As 


ao LLL 


Michigan dealer clinches many sales because 
he can say, “‘We service all appliances we sell’’ 


Mr. Pratt states, “the service angle 
is worrying many appliance pros- 
pects today. They want to be sure 
that they can get service.” 

This readiness to back sales with 
adequate service has built much 
customer confidence for Ferguson 
Hardware. Customers do not hesi- 
tate to recommend the store’s ap- 
pliance section to their friends when 
they know that the management 
will carry through on the service 
angle. 

“Many stores do not bother with 
service, preferring to ‘farm it out,’ ” 
states Mr. Pratt, “but we find that 
we can use service as a_ sales 
wedge.” 





This alert hardware organization 
also has some fine promotional fea- 
tures. For example, the store has 
appliance exhibits at home shows 
and other exhibits in the area. This 
has been found to be an excellent 
way to get sales and also build 
prospect lists. Booth space is rela- 
tively inexpensive at such shows, 
reports Mr. Pratt, and the salesman 
has an opportunity to demonstrate 
appliances, point out features, and 
pass out booklets. He can also ob- 
tain the names of many prospects. 

“We have also put on several 
cooking schools in the past and will 
continue to do so,” he states. “Many 
women are interested in cooking 


Section of first 
floor, up-front 
major appliance 
display with com- 
fortable chairs 
for prospects. A 
basement appli- 
ance display sup- 
plements this 
showing. 
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“I see you're skeptical when | say that this screening won't 
bulge or break,” said Abraham Kessel of Lynn Lumber Com- 
pany, Lynn, Mass. ‘‘Okay—jump on it!” 


EVERY TIME A CUSTOMER JUMPED KESSEL MADE A SALE. 


Kessel and his dad feature Screening woven of Velon on 
the attractive display rack which stores and dispenses the 6 
most wanted widths. The small demonstration screen (for jump- 
ing or standing) stands alongside. 


They sold 20 rolls right off the rack and were still going 
strong even after the 1952 season was over. 


Get your full share of screening profits. Hundreds of new 
homes are going up in your area. Hundreds of old homes need 
replacements. Display racks cost you only $9.95—less than 
half our cost—with order for 6 rolls of Screening. 


See your wholesaler today or write for fuli details about 
the display rack, stand-on screen and your FREE copies of 
Passing the Screen Test’""—an entertaining, cartoon-illustrated 
booklet that tells your customers all they want to know about 
screening. 





KESSEL RANG UP A SALE! 








Facts about Screening woven of 


Firestone )ehin® 


(Firestone 


Velen SCREENING: ~~ — © won't rust * won't 
wont Bus i rot or corrode * won't 


bleed or stain window 
sills * stays up all year, 
summer and winter ° 
never needs painting * 
available in forest 
green, bronze brown and 
aluminum gray—colors 
, that blend with any 
"| scheme of decoration. 


SHH 
plastic woven: 
products, 


51 CAMDEN STREET 
PATERSON 3, NEW JERSEY 
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MAKERS OF SCREENING WOVEN OF Firestone )éGx)® 
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routines and new stoves and other 
appliances used in preparing meals. 
Usually we give the women a free 
meal or offer some other inducement 
to get them to attend.” 

One idea which Mr. Pratt is go- 
ing to try in the future is an eve- 
ning cooking school. This sckool 
will continue for six weeks. At the 
end of that period the finale will be 
to have the wives who are attend- 
ing the school cook and serve a 
dinner for their husbands at the 
Ferguson store. 


Carries Large Stock 


“Because the type of customer in 
this part of Michigan varies, we 
carry a large stock of appliances,” 
he declares. “For example, resort 
owners buy large size refrigerators, 
ranges and other items. Then there 
are summer cottages which re- 
quire smaller appliances. The resort 
owner may even have his own home 
on the premises for which he will 
purchase appliances, such as an 


electric stove, refrigerator, wash- 
ing machine and ironer.” 

In the Soo area, too, are farmers 
who buy coal and wood heating and 
cook stoves, oil space heaters, gas 
ranges, etc. This necessitates a wide 
range of stock, and Ferguson Hard- 
ware finds that extra sales can be 
made by serving these widespread 
merchandise demands. The store 
also makes a list of persons who 
have used appliances for sale, and 
names of those who wish to buy 
used appliances. 

The store also has a large base- 
ment department and displays ap- 
pliances on both floors to take ad- 
vantage of all the traffic. There are 
12 employees, several of whom ‘re 
available for day or night-time fol- 
low-up calls on appliance prospects. 
For the most part, store traffic is 
sufficiently heavy so that a consid- 
erable number of appliance sales 
are made profitably without the 
need of special outside solicitation 
expense. 


Another drawing card for the 
farm trade is a harness shop on the 
second floor. This shop is one of 
the few still in operation in upper 
Michigan. It is manned by a veteran 
harness maker and there is suff- 
cient farm trade to keep him busy. 
Many of the farmers who bring 
harness items in for repair must go 
through the first floor appliance de- 
partment. Some of them are also 
sold various appliances and plumb- 
ing items. 


Advertises on Radio 


The firm advertises on a local 
radio station five days a week, with 
several spot announcements. Appli- 
ances get frequent mention in these 
programs. Work saving, food pre- 
serving, low cost operation and 
other features of appliances are 
mentioned in the copy. Many sales 
throughout the vast Soo trade area 
invariably are traced to the firm’s 
radio advertising program, declares 
Mr. Pratt. 


Duck Pond Attracts Pet Lovers 


Live ducks in their own pond 
swim in one of the windows of the 
North Gate Shopping center branch 
of Ernst Hardware in Seattle, 


Wash. The antics of six young mal- 
of pet 


lards attract hundreds 


lovers—young and old—every day. 

The 5 ft tank is set in an earth 
filled base originally installed for 
nursery and garden displays. The 
earth is topped with peat moss and 
hardware cloth and_ shrubbery 





Youngsters inside and outside the store enjoy watching the ducks, 
The dog in the foreground is a constant and interested spectator, 
his presence having resulted in several stories in local papers. 
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guard fence off the animated dis- 
play. Visitors are cautioned in a 
sign not to feed the ducks, this 
being done by the store staff follow- 
ing instructions from authorities 
on the subject. As another precau- 
tion the pond is drained and re- 
filled twice each day. 

When the ducks grow too large 
they are passed out to youngsters, 
who have registered for one when 
available. To make the youngsters 
take good care of their pets the 
store charges 70¢ for each one, the 
firm’s actual original cost. 

Says Robert Donaldson, assistant 
manager of the store, ““The sight of 
the small ducks in our window is 
a remarkable drawing card. We 
judge that nearly everyone in this 
big residential district of more 
than 60,000 people has seen these 
ducks. For almost 18 months, the 
duck pond has been in the window. 
Several times during that period 
there has been a duck shortage due 
to our unsteady supply from a local 
breeder. Each time this has hap- 
pened there has been quite some 
comment from the public. When we 
have had no ducks in the window 
there has been a small but still 
noticeable slump in our family 
trade.” 
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Now available again 
Of Brass Material! 


Cabinet Hardware by. 


No. 129 Board and Assortment 


All these 
Available from open stock 


N58-598E 
Hinge 


N58-2390E 


items and more... 


oy 
a 


f 
| 
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N61-204T 
Friction Catch 


N58-032 
Hinge 


“4 
i” 


a 
e, 


N61-3327T Friction Catch 


attractively envelope packaged 
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N61-336 Friction Cotch 


NATIONAL LOGK 


Glistening, Bright Chrome 
Hinges, Pulls, Catches and 
Knobs...a broad selection 
You'll find a steady demand for NATIONAL 
LOCK chrome plated cabinet hardware. It's 
smartly styled, easily installed, inexpensive for 
the consumer to buy. It’s consistently adver- 
tised in several national magazines regularly 
read by your customers. You can stock the 
complete yet short line, No. 129 assortment 
including handsome display board or you can 
purchase on open stock your specific selection 
from a wide assortment of items. ~ Ask your 
supplier. NATIONAL LOCK cabinet hardware 
is proven-popular and profitable to handle. 


N61-200 Pull 
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N61-289 Pull 


Si a" 


N61-209 Pull 
aT 
\@ 


AG6G3X3016N Concave Knob 
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my N61-048 Knob 
sold only through jobbers 


distinctive hardware...all from | source 


HATIONAL LOGK COMPANY MANE 


Merchant Sales Division 


Rockford, 
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Malcolm Douglas, well known 
for his experiments in display 
technique at Douglas Hardware in 
Janesville, Wis., recently installed 
two banks of bin type display units 
with graduated shelves. The units, 
measuring 5x12 ft, are part of his 
efforts to increase self-service sales 
on his first floor. 

One section has five shelves on 
each unit, the other has four 
shelves on each unit. 

Does the new equipment sell 
more merchandise? 

Mr. Douglas has this to say 
about these units, “Our stockmen 
are kept busy filling these units 
every day as shelf stocks get low. 
Customers pick up items from 
these displays and take them to a 
sales clerk for wrapping and pay- 
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Bin Type Displays Increase 
Self-Service Purchases 






Five shelf bin type of 
display as used for 
household items. 








Special fixtures sharply increase turnover 
in cleaning and plumbing supply lines 
























Combining both reserve stock section on lower level, and self- 

service shelves above this unit has four shelves as well as the back 

partition for showing card type displays and other help yourself 
units. 
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Manufacturers of HOLTITE Fastenings For Every Purpose 


CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A. 
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ment. We have no carts, nor check- 
out tables as such. But we are so 
pleased with these displays and 
their ability to move merchandise 
that we are going to build and in- 
stall more of them.” 

These bin type units are con- 
structed of one inch lumber, with 
ends of 5-ply plywood. A 12-ft case 
is made of three 4-ft sections, with 
strong dividers giving ample sup- 
port for considerable merchandise. 
A 2-in. inset under the lower shelf 
permits customers to stand close to 
the units when selecting merchan- 
dise. 

Units of this type now being 
used at the Douglas store have a 
lower shelf 30 in. deep, with each 
upper shelf being 6 in. narrower 
than the one below it. Space be- 
tween the two lower shelves is 12 
in., with 10 in. between the next 
two and 9 in. between the two top 
shelves. 

The units have been treated with 
penetrating floor sealer and cov- 


ered with two coats of clear var- 
nish. Mr. Douglas plans to use 
this light finish on all other units 
of this type. He also plans to make 
several 5x8 ft sections for use else- 
where in the store. 

One of the Douglas store bin 
type set-ups is devoted chiefly to 
household cleaners, waxes and re- 
lated household items. Each item 
is clearly price marked. Another 
bank of these units, back-to-back, 
is given over to small electrical and 
plumbing supplies, but with one 
less shelf to permit hanging some 
items on the upper portion of the 
back partition. 

Ends of these units are also used 
for showing copper tubing, wire 
and other bulky goods. 

The units given over to plumb- 
ing and electrical supplies are, ex- 
cepting the shelf at the base, 
plainly price marked. In the bot- 
tom shelf of each unit the store 
keeps reserve stock for merchan- 
dise displayed on upper shelving. 





Cashes Checks to 


Last year the O’Dea Hardware 
& Paint Co. at 607 E. Locust St. in 
Des Moines, Iowa, cashed $3,500,- 
000 in pay checks, as a free cus- 
tomer service. In one day the firm 
has cashed checks totaling $40,000. 
Whether a day’s check cashing ser- 
vice has a moderate or a heavy 
run, this accommodation is an im- 
portant means of building store 
traffic, goodwill and sales. 

Heaviest check cashing traffic is 
on Fridays and Saturdays and the 
store assigns four employees at 
the office counter, each with a till, 
to cash the checks. Wm. Broquist, 
manager of the store, says, “The 
chief value of this service is that 


Increase Traffic 


it increases store traffic. Many peo- 
ple getting their checks cashed are 
in the mood to buy tools, paints, 
housewares and other items in the 
store. Others note merchandise 
they will buy at some other time.” 
O’Dea’s have offered this ser- 
vice for a long time, an accommo- 
dation that is greatly appreciated 
by thousands of workers in the 
large industrial plants located in 
the area. Any person having a 
company-issued payroll check, en- 
dorsed by himself at the store, may 
have it cashed at O’Dea’s. People 
wanting to cash personal checks 
must provide the necessary identi- 
fication to get such service. 





Members of the O'Dea organization lined up to cash payroll checks. 
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The flowers that bloom in the spring 
have nothing on the sales you can 
make blossom by putting a big push 





17-25)! It’s a natural for building con- 
sumer interest already aroused by 
bigger, outside jobs. And now is the 
time to get ready for it . . . by order- 
“Specials’”’ offered by leading manu- 
facturers and by planning your own 
in with their national campaigns. 
The B&D IRHA Hardware 
Van sales-clincher because it 
appeals to every custom- 
tachment at a new special 
price. And that’s the kind of a buy 
Remember: This B&D Utility Saw is 
the original ‘Professional Saw at a 
has been a top favorite with carpen- 
ters and home builders. Now, the 
it lots more sales appeal! Don’t delay 
. order your stock of these SPE- 
wholesaler today! 
There’s Big Business in 
every Saw buyer be- 
comes a goon. prospect. 


behind IRHA HARDWARE WEEK (April 
good weather and the desire to tackle 
ing the IRH Hardware Week 
advertising and sales promotion to tie 
Week “Special’’ is a fine 
er’s love of a bargain. He 
gets both the B&D Utility 
6” Heavy-Duty Saw and 
the Depth and Bevel At- 
that rings the bell in today’s market! 
Popular Price.’’ For several years it 
Depth and Bevel Attachment Pha 
e 
CIALS from your B&D Utility 
Saw Blades because 
Besides the Combination 


Blade that comes with 
the Saw you can sell him 
B&D Utility Planer, 
Crosscut, Flooring Blades 
and Abrasive Discs. . . 
to make his Saw even more useful and 
keep profits rolling in for youl 
You Sold ’Em Tools for 
Christmas . . . now sell 
’em accessories to cash in 
on big potential “‘razor- 
blade’”’ business! We used 
to set up a special acces- 
sory display right after 
: Christmas. It gets your 
man right when he’s most enthusiastic 
about trying new jobs with his Drill or 
Sander-Polisher. And it’s a nice carry- 
over until tool business gets its annual 
spring shot in the arm! 

That’s all for now. But don’t forget 
—I’ll have more BIG news for you 
next time. Meanwhile, if there’s any 
help I can give you, just write to: BOB 
DAVIS, Dealer Service Dept. H-653, 
THE Biack & DeckKER Mc. Co., 
Towson 4, Maryland. 


Black’ Decker 
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Here’s how Black & Decker helps you 
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= Now, yougran sell the famous B&D Utility 6” 
after Heavy-Di@@y Saw... the original ‘‘Professional 
your Saw at a Mppular Price’’. . . pLus the handy 
me B&D Utilify Depth and Bevel Attachment... 
rry- in one compete package at one low price! 
nual The B&D tility Saw beats hand sawing 10 
rget to 1; featureabundant power, easy handling, 
you maximum saffty, job versatility, quality con- 
OB struction! Thy B&D Utility Depth and Bevel Mra. Co. 
353, 

50.5 
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— 








USE THIS FREE NEWSPAPER MAT to 
tie in threugh your local advertising! 


B&D UTILITY ADS in these national magazines 
will pre-sell your customers! 
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Attachment permits depth adjustments from 
0” to 1454”, accurate angle adjustments from 
45° to 90°, or a combination of both! 


Together they give you an IRHA Harp- 


RING UP SALES FOR 
HARDWARE WEE 


APRIL 
17-25 












WARE WEEK SPECIAL that’s dynamite for those 
consumers who have been on the fence about 
buying! Order your stock Now from your B&D 
Utility wholesaler! THE BLiack & DECKER 


, Dept. H-653, Towson 4, Maryland. 
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— PORTABLE 


ELECTRIC 
TOOLS 


























You'll 


Pemseos NEW 
All-Purpose 


Carrier- 
FOOD Cover COMBINATION 
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Pemsco’s ALL-PURPOSE Food Carrier-Cover 

combination keeps pastries fresh for days; pro- 

vides an easy way to carry pies, cakes, sand- 

wiches, hot dishes and many other food items 

to parties, picnics, etc. Beautiful Hand Deco- 

rated Flowercraft oe and ps d one 
en, 


add beauty to any kitc and its AL UR- 
POSE uses gives this item year around appeal. 


Large air tight compart- 
ment for cakes or hot 
dishes. High enough to 
accommodate large size 
angel food cakes. May be 
used as a separate unit. 


Semneate pie section has 
tight fitting cover, keeps 
pie fresh and delicious for 
days. 








Pie cover fits snugly over 
base making a neat single 
compartment for pies or 
hot dishes. 


f 


=> Large tray, easy to use, 





a1) O easy to clean, makes an 
SS aay) attractive serving tray for 
OP Pry sandwiches, cakes or 


cookies, etc. 


Each Item 


4 
$9. 
Retails for Only 


SELL ’em 


Pemseas NEW 
Mag-Rack 


_— “4 f rie 
rao 


were 





The Pemsco Mag-Rack will give you an item 
with volume sales and year-round appeal. Every 
family will want one or more. An inexpensive 
magazine rack, expertly made from heavy gauge 
materials and velvet ebony finish with beautiful 
Hand Decorated Flowercraft Design. 


Can be used 
in any room 
== in the house 


Si | Gon The Pemsco Mag-Rack 

< | ‘ fits well into any room. 
— Not too big for crowded 
bathrooms, yet is large 
enough to hold sufficient 
number of magazines. The 
Pemsco Mag-Rack is at- 
tractive and rich-looking, 
will blend into any living 
room decorative scheme, 
Sturdily built, the Mag- 
Rack can stand heavy use 
of basement play rooms, 
dens or outside: patios. 





95 Order Today 
From your Jobber 


VISIT OUR BOOTHS 741-743—CHICAGO NAVY PIER SHOW 


PEORIA METAL SPECIALTY COMPANY 


2503 S. Washington St., PEORIA, ILLINOIS 
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Paint Volume Raised 
(Continued from page 83) 


still carries a small stock of its for- 
mer 12 basic interior colors. This 
is done to speed up serving those 
customers who do not want any 
special colors. 

Direct mail, the partners believe, 
is their best means of promoting 
their paint department. Every 
three months they mail the current 
post card furnished by their paint 
supplier to their list of 3000 paint 
prospects. 


List Kept Up-to-Date 


Their list is always up-to-date 
and kept so by the simple expedi- 
ent of addressing the mailings to 
“occupant,” rather than to use an 
individual’s name. To make the 
list keep pace with new construc- 
tion, the partners regularly tour 
their trading area noting any new 
homes or apartments that have 
been constructed. 

The post cards carry only brief 
messages which can be read at a 
glance, and this is believed to make 
for a high rate of readership. The 
proof, the partners, feel is in the 
fact that not only do many new 
customers appear at the store, but 
there are many repeats who come 
in to take care of long-delayed 
painting chores. 

“One good paint job in a neigh- 
borhood sells another,” says Mr. 
Fradin, explaining why his store 
carries a quality paint. “Not only 
does one person recommend it to a 
neighbor, but customers keep re- 
turning when their homes need 
redecorating.” 











"Welll If | were trying to sell 
split rivets | certainly would not 
tell the customers about it." 
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SEE-SAFE PLASTIC STORAGE & 
TRAVEL BAGS — BLANKET BAGS 
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Nationally Accepted Line 


BACKED BY BIGGEST PROMOTION 
PROGRAM IN THE INDUSTRY 


fee-sale 


REEL mer 
. oF od 





e 


ffers everything you need 
for a Complete 
Freezer Packaging Department 


AND YOUR CHOICE OF 
ATTRACTIVE SELF-SERVICE METAL 
DISPLAYS AT NO EXTRA COST! 


@ nationally advertised to more than 
30,000,000 homes 


@ terrific merchandising prices 

e dynamic packaging for impulse sales 

© unsurpassed quality — Good House- 
keeping Seal of Approval 


ASSORTMENT INCLUDES 


@ Freezer Kits 


@ Polyethylene Freezer Bags 
@ Poultry Bags 


@ Plastic Unbreakable Freezer Boxes 





9 x 12’ size 
hundreds of uses 


SEE-SAFE PLASTIC 
STORM WINDOWS 





Perfect protection against 
cold, wind and rain 
























Illustrated is the deluxe SEE- 
SAFE Floor Type Merchandising 
Display Rack. Also, available, 
an attractive counter-type rack. 


@ Freezer Tape 
@ Roll Wrappings 





POLY-KRAFT—ALUMINUM FOIL—CELLOPHANE 
Sell these other nationally advertised SEE-SAFE Products.... 


SEE-SAFE PLASTIC 
ALL-PURPOSE COVERS 


co 


SEE-SAFE FOOD SAVER 
PLASTIC BAG ASSORTMENTS 


= 


New family of fast-moving items 
. . . popular sizes all in one unit! 





Sell SEE-SAFE for fast turnover—big volume—sure profits 
CALL your SEE-SAFE distributor or write us direct! 



















Store features 
guns and tools 





Remodeled to Attract , 
Heavier Store Traffic fai 





Long known for its large displays of new and used 
guns, store was modernized to increase its traffic. 
New appliance display room interests women and men 





The Betts & Son hardware store 
in Des Moines, Iowa, is known for 
its extensive stocks of new and 
used guns, and as a source for a 
wide variety of tools. 

As the result of modernization of 
its exterior and interior improve- 
ments, including a new display sec- 
tion for appliances, it is attracting 
more men shoppers as well as wo- 
men customers. 

Modernization gave the old fash- 
ioned 60 ft front store a visual 
front of aluminum, glass and brick. 


lide: 


A large neon sign used above the 
store prior to modernization con- 
tinues to catch the eye of people 
quite some distance from the show 
room. The new front cost $6,000, 
and has been a good investment as 
proved by a large increase in sales. 

New and used guns—some of 
them collector’s items—get front- 
of-the-store display. A large double 
tiered display rack shows both new 
and used guns, each tagged to indi- 
cate its type, model, price and 
whether it is new or used. These 


+h 
Hm 


lait ar | ! 





displays are supplemented with 
stocks in closets and in the base- 
ment. 

The firm’s complete stock of guns 
— new and used — is about 1500 
units at all times. 

Gun collectors from many parts 
of the nation visit the store to look 
over old guns, some of them buying 
as many as 30 at a time. With few 
exceptions the firm will buy prae- 
tically any used gun brought in. 
Says Herbert Betts, son of the 
founder of the business, “Usually 


wi it 


Modernized front presents an almost unbroken 60-ft sweep of display windows. 
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Ask your 


VIGORO. 


Representative 
to tell you the 
exciting story 


of new 


Instant 


VIGORO 








*Vigoro is the trade-mark 
for Swift & Company's 
complete, balanced plant food 


SWIFT & COMPANY 
PLANT FOOD DIVISION 
U. S. YARDS, 
CHICAGO 9, ILL. 
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Herbert Betts, owner of the store, in his gun repair shop. 


there are parts I can use in making 
gun repairs. Gun repairmen from 
other parts of Iowa come to the 
store frequently to buy old guns 
just for the parts.” 

Guns which would be unsafe for 
use, even after repair, are often 
purchased by the Betts store for 
their usable parts. When such equip- 
ment is re-sold to collectors or to 
other gun repair men, Mr. Betts 
says, “We point out that the guns 
are unsafe and good only for their 
parts.” 

Most gun customers are men, but 
women also visit the store to buy} 
sell or trade guns. Gun prices ran 
as high as $400 for a special shot- 
gun stocked. 

To protect guns in the basement 
stockroom a de-humidifier costing 
$200 was installed in the basement 
stockroom. 


The fact that he buys, repairs 
and deals in used guns is a big 
aid in the sale of new guns, states 
Mr. Betts. He also has large stocks 
of pistols and revolvers, and also re- 
pairs them. 

Mr. Betts also buys and sells 
used tools, particularly heavy items. 
His new tool business benefits a 
great deal from this used item traf- 
fic, he reports. 

Some of his used items include 
house jacks two feet or more high. 
When purchased, a jack like this is 
chemically cleaned, painted, oiled 
and put in good operating condi- 
tion. Articles such as this find a 
ready resale. 

The remodeled appliance depart- 
ment is housed in a section of the 
building separated from the hard- 
ware division by a wall, through 
which there is a large archway. The 





Up-front display of guns. Note large price tags on each unit. 
Each gun stock rests in a rack with barrels against high cross-piece. 
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MOST REVOLUTIONARY GARDEN SPRINKLER AND SOAKER IN HISTORY! 
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USED AS A SPRINKLER IT SPRINKLES ONLY UPWARD! 


It doesn't wash out valuable loam and seedlings! 


SED AS A SOAKER WATER CAN GO ONLY DOWNWARD! 


It wont wet foliage and flowers! 





*TRIPLE-TUBED “LAY-FLAT” PLASTIC 
SPRINKLER 


Here is the miracle Sprinkler gardeners and home owners 

have awaited for years—a Sprinkler that can water an ordi- 
nary size lawn or garden up to 50 Ft. by 20 Ft. ALL IN ONE 
OPERATION with a gentle, evenly distributed spray! 
* Because your SUPPLEX FLEXIBLE SPRINKLER is made of three 
tubes of high strength vinyl plastic, seamlessly molded side by 
side, it is easy to *‘‘lay-flat’’. This insures easy handling and 
guarantees precise direction of all sprays. 


° SUPPLEX FLEXIBLE SPRINKLER curves around circular areas, 





goes up and down hills, rock gardens or terraces, between the 
rows of vegetable gardens, along narrow strips or borders — 
covering any shape garden or lawn without any waste of water. 
Puts water just where you want it and only where you want it! 


® The SUPPLEX FLEXIBLE SPRINKLER has no metal parts to rust 
or corrode —and, because it is FLEXIBLE, no foreign particles 
(dirt, mud, scale, etc.) can cling to its mirror-smooth walls. 


© It will not rust, mildew or rot when stored wet! 
*Patents pending. 














Steel Wire Reel 

supplied with every 

Type 1000 and Type 6002 
4 


Sprinkler , 
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Colorfui Di 
Package 











COVERS A RECTANGULAR AREA 1000 SQ. F 


i Biggest Sales 
EVER! 
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arid shows unique seamless 
riple-tube design that guar- 
intees Supplex Flexible Sprin- 
kler will always ‘I 

lay-flat."’ 4 


NOW! y 

* PY 

Ask for a demonstration oF sample today! Seeing it 
quicker than ten 


in action yourse 
pages of claims! 


if will convince you 
BELIEVE YOUR OWN EYES! 
ge with its in- 


selling display packa 
and attractive , 


built around a sturdy 
steel wire reel windup @ 

storage of the Sprinkler! These Reels are supplied 
with every Type 1000 and Type 600 Supplex Flexible 
Sprinkler. A wonderful product in a fine package that 
will mean more sales and more profits for you! 


Type 1000: covers 50 Ft. by 20 Ft. or approximately 98 


A Rectangular Area of 1000 Sq. Ft. }-.. 


2 LBS. INCLUDING REELS 


PACKED 6 TO A CARTON. WEIGHT 2 
Type 600: covers 25 Ft. by 25 Ft. or approximately 98 


A Rectangular Area of 62° Sq. Ft. 5. 


LBS. INCLUDING REELS 


The colorful self- 


formative tag is 
that permits easy 


12 TOA CARTON. WEIGHT 25 


D THROUGH JOBBERS. 


PACKED 
SOL 
A PRODUCT OF 


industrial Synthetics Corporation 


Makers of SUPPLEX paceman reonteamegead 
F-PLY Tire-Cord Reinforced All Plastic Gard: 
rden Hose 






( 50 FEET LONG BY 20 FEET WIDE | 


WITH AS LITTLE AS 25 LBS. PRESSURE! 
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appliance section has excellent dis- 
plays of ranges, washing machines, 
oil space heaters and other appli- 
ances. 

The store’s heavy gun and tool 
traffic can easily see the appliance 
stock from the hardware area, and 





The store prior to 
its remodeling. 


many people thus become pros- 
pects. No outside canvassing is done 
on appliances, but Mr. Betts and 
his sales clerks make calls on in- 
terested prospects. Following these 
leads brings good volume to the 
store. 





Complete Display Sells Bits, Drills 


On- of the best ways to attract 
both professional and home me- 
chanics is to carry complete lines 
of the merchandise they want, ac- 
cording to Ward C. Ellis, manager 
of Columbia Hardware in Pasco, 
Wash. . 

The firm carries full lines in 1 
types of drills and bits, displayed 
in one wall shelving section near 
the front of the display room. In- 
ventory in bits and drills is esti- 
mated at $1,500. 

- This firm’s display helps build 
both traffic and profitable volume 


with drills and bits in a complete 
price range. Mechanics attracted 
by this display buy many other 
lines of merchandise. 

Taps offered include full lines 
of USS and SAE taps from % to 1 
in., in taper, plug and bottoming 
taps. #108A wire gage drills are 
carried from #1 to #80. Both car- 
bon and high-speed #108 drills 
are stocked from 1/32 to % in. 
Auger bits are shown from % to 
1% in. and #1387 taper reamers 
from % to 1 in. Pipe taps are 
offered from ¥ to 1% in. 


emer 
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Ward C. Ellis at Columbia Hardware's big 
open display of bits and drills. 


HARDWARE AGE, JANUARY 22, 1953 














SUPER CUT 
SNIPS 


WITH NEW SHOCKPROOF 
PLASTI-RUBBER 
COATED HANDLES 


(Patented) 

DOUBLE COMPOUND ACTION 

3 Styles 
Comb 
Cuts 

Straight 
Right ~ 
or ’ Easy 
Left d on 
Also the 

Aviation Hands 
Types ’ _ 

Highest 

Quality 


Great 
In 
Power 


THIS SNIP 
LIST PRICE 
only $4.00 


For heavy precision or 
design cutting. Serrated 
slip-proof blades. Stands 
220 volts. Sizes 82" to 
1242" 


THE MOST COMPLETE 
LINE OF SNIPS WITH 
COMPOUND ACTION 


Choice of Aviation or Combination 
which cuts straight, Right or Left. 


POPULAR PRICED 
Send for lilustrated Folder 


H. P. TOOL MFG. CORP. 


124-34 E. Cumberland St., Phila. 25, Pa. 
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To attractively show the greatest 
possible quantity of stock in a given 
space, officers and executives of the 
Central Hardware Co. in Fitchburg, 
Mass., designed their own fixtures. 
Each of the units shown in photos 
and drawings in this and the follow- 
ing page was specifically designed 
to make it easy for shoppers to in- 
spect, select and buy more mer- 
chandise. 

The store is of the visual front 
type and much of the main floor is 
clearly visible from many angles to 
both sidewalk and motor passersby. 


Overcoming a Problem 


One structural problem at Cen- 
tral Hardware is the location of a 
supporting column close to its en- 
trance. As shown in Fig. 1 this 
problem was overcome by construc- 
tion of a figure 8 shaped platform. 
A single display shelf was placed 
above the larger oval section of this 
unit and two upper shelves were in- 
stalled above the smaller oval. 

Oval shaped plywood shelving in 
this unit is covered with linoleum 
and edged with chrome finish 
molding. 

Photo A shows how the figure 8 
display unit was utilized for a re- 
cent showing of anti-freeze, rock 
salt and floor wax in mass displays. 

Officials of Central Hardware Co. 
report that many impulse sales are 
made from this front-of-the-store 
display unit. 

Photo B shows one of the stand- 
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Functional Displays Show Maximum 
Merchandise in Minimum Space 
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Photo A—Figure 8 display unit around a structural column as 
used for mass displays of impulse items. 


Fig. 1, below—Detail drawing of the figure 8 display unit, 
shown above, around a structural column. 
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and with 1953’s Top Promotion 
of Garden Hose Accessories 


Concentration on GREEN SPOT means no more miscel- 


OU get unprecedented advertisinz and merchandising 
support when you concentrate on GREEN SPOT. 


You get all-season-long advertising in The Saturday 
Evening Post . .. a full color three-piece window display 
which identifies your store as Garden Headquarters . . 
interesting and instructive booklet-catalogs on lawn care 
and the GREEN SPOT line . . . and all the other com- 
pelling sales helps illustrated above. 


It pays to concentrate on GREEN SPOT... America’s 
most complete quality line of garden hose accessories 

. including the finest sprinklers and nozzles, the 
fastest-selling couplings, menders and other repair items 
and GREEN SPOT’S unusual group of “Time and 
Temper Savers”: Quick Connectors, “Y” Connectors, 
and Goose Necks. 


Green S; 





Sprinklers + Hand Sprays + Hose Nozzles +» Quick Connectors 
“Y” Connectors « Couplings - Hose Menders - Clamps +» Goosenecks ? 


*2gpg 7HAT 


laneous, mismatched merchandise * simplified ordering, 
stocking and inventory control * concentrated, more effec- 
tive merchandise displays * faster turnover, bigger profits 
since you know the line better and can promote it better * 
more benefit from GREEN SPOT’S complete advertising 
and merchandising support. ° 









IMPORTANT 
MERCHANDISE PLAN! 


Ask your franchised GREEN SPOT wholesaler 
about the +1 Garden Headquarters Merchandise 
Pian with its free merchandise and promotion 
helps! Or write Scovill Manufacturing Company, 
Merchandise Div., 36 Mill Street, Waterbury, Conn. 





A PRODUCT OF SCOVILL 
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Photo B—One of the store's standard display tables as 
used with auxiliary shelving to display seasonal lines. 


Fig. 2, below—Detail drawing of standard display tables 
designed by store staff with auxiliary shelving. 
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Photo C—Medicine cabinets, lighting fixtures and other 
small items get effective display in this wall section. 
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ard table units used throughout the 
store as it was adapted for holiday 
displays of toys, by addition of aux- 
iliary shelving above the regular 
showing of electrical sundries. This 
same idea can be utilized for show- 
ing of other seasonal goods without 
disturbing other 52-week display 
sections in the store. Plywood 
shelves were attached to the ton of 
the table on lengths of 2x3 in. lum- 
ber inserted in square holes cut in 
the two-step riser. Uprights were 
also braced to the base and sides of 
the riser as shown in Fig. 2. 

Tabletop and step riser units are 
binned off with standard metal cor- 
ners and bin glass. Each bin is 
neatly priced with small metal bin 
price clips. 

In photograph B one of the Cen- 
tral Hardware Co. standard tables 
is shown as located next to a col- 
umn, but we have not shown the 
column in this sketch as other units 
of this type are not located next to 
such a supporting unit. 


An Unusual Display 


Another unusual display in the 
store (photo C) is devoted to medi- 
cine cabinets, lighting fixtures, 
flashlights, pocket knives and other 
cutlery items. 

Medicine chests, including some 
lighted units, are mounted above 
the lighting fixtures. The wall be- 
hind the lighting fixtures is faced 
with sheets of blue tile board, panels 
being divided by chrome edge trim. 
Each lighting fixture is connected 
to electric outlets inside the wall, 
permitting easy demonstration of 
individual units. 

Red and white price cards with 
large figures are attached to each 
display panel. 

Display cases underneath the 
lighting fixture panels have slid- 
ing glass doors, set at an angle, and 
are equipped with glass shelving 
and fluorescent lighting. 

The small tickets on the edge of 
each under.stock bin are part of the 
firm’s stock control system. The 
stock of each lighting fixture is kept 
on the shelves in the bottom of the 
unit. Code letters on each stock bin 
ticket correspond to markings in the 
lower right hand corner of each 
price ticket on the lighting fixture 
displays. 

The fixtures shown in these draw- 
ings and photos were designed by 
William E. Aubuchon, Jr., presi- 
dent, J. P. William Glenny, store 
manager and Paul Aubuchon, assis- 
tant manager, whose ideas were 
pooled in the development of the 
displays. 
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ZINNIA SEEDS, planted in untreated soi!, came up like this. Note 
surface cracks caused by ground hardening and drying out— 
also stunted plant struggling to break through surface. 


More Krilium...More Seeds...More Fertilizer... 





More Insecticides... More Herbicides 





ALWAYS SELL THEM TOGETHER! 


Here is a plain, everyday fact you can 
easily turn into added sales and profits 
in 1953! Like a lot of things that really 
work, it sounds almost too simple. 


For years, Mr. and Mrs. Gardener have 
been coming into your store—buying 
seeds, hoping they would come up and 
grow to look like the pictures on the 
packages. Heretofore, some of them have 
had “‘good luck”’—a lot of them haven’t. 


Now you can bring more than “good 
luck” to these gardening customers of 
yours—more certainty of success with 
their vegetables and flowers. It’s simple. 
Merely tell and show them how Krilium 
makes it easier for plants to get a really 
good start in life—from the moment of 
tender germination through the time they 
are well out of the ground. 


Krilium will thus make happier customers 
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for you and, therefore, more profitable 
ones. Naturally, when they have more 
success with seeds and plants, they buy 
more fertilizers, insecticides, herbicides 
and garden supplies. 


Look at the pictures on this page. They 
show and describe how Krilium works— 
why it sells and leads to sales of added 
garden supplies. Krilium is available in 
]-Ib. and 5-lb. garden-formulation pack- 
ages; in 10-lb., 25-lb. and 50-lb. full- 
strength-formula packages for treating 
larger areas. 


Contact Your Krilium Distributor Now 
. . « Get Ready to Sell More in 1953. 


Monsanto Chemical Company, Merchan- 
dising Division, 1700 So. Second Street, 
St. Louis 4, Missouri. In Canada, Mon- 
santo Canada Limited, Montreal, Toronto, 
Vancouver. 


ZINNIA SEEDS, planted at the same time in Krilium-treated soil, 
came up like this. Note that more and healthier-looking plants 
have emerged through loose soil structure. 





SEE HOW UNTREATED SOIL settles, cakes 
and hardens—blocking off emergence 
and healthy root formation. 


ORIGINAL GROUND LEVEL 








SEE HOW KRILIUM-TREATED SOIL remains 
loose and crumbly—encourages _emer- 
gence arid strong, healthy roots. 


Krilium: Reg. U. S. Pat. Off. 


rilium 


SOItL CONDITIONER 





113 

























> ~ 


= lid off... 


and profits 


BECAUSE BUYERS KNOW 
JENKINS 











GOESFURTHER 


GUARANTEED FOOTAGE — You get full meas- | 
ure with every roll. Tapes up tight to the last inch. 
NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 










FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phone, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Pork 
Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover—for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM Specifications. 
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Full Windows Feature Cutlery 





A wide assortment of one line of cutlery in a 
modern setting pulled trade into the store. 


Entire windows are frequently 
devoted to cutlery items and pack- 
aged gift sets at Coast Hardware 
in Studio City, Calif. In this re- 
cent display type the firm also 
showed a blow-up of the factory 
guarantee for the line featured. 


Manufacturers’ display units and 
a few decorative props emphasized 
the modern appearance of the line. 
This and other windows devoted ex- 
clusively to cutlery have helped pull 
in much traffic and have greatly 
increased sales for that department. 








a A 
, ta : \& aril ( 
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Daily feed price quotations are handy reading on this blackboard 
in Andy's Feed & Hardware, 731 E. Lower Azusa Road, E! Monte, 
Cal. Besides helping to keep the large farm trade up-to-the minute 
on the ever-changing market, the middle-of-the-store spot for the 
chalk board saves customers from a walk back into the feed room. It 
also relieves sales help from frequent interruption on price quotations. 
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Most helpful sales tool 
ever offered to paint dealers! 


Pittsburgh MAINTENANCE 
& BUYING GUIDE 





“PITTSHURGH PLATE 


PrrtssuncH PAINT dealers every- 
where tell us the Pittsburgh Mainte- 
nance and Buying Guide helps them to 
conduct their business more efficiently 
and profitably. It provides them with 
a ready and accurate answer for almost 
every painting problem. 

@ This comprehensive manual has a 
heavy, plastic-coated cover to keep it 
looking good for a long time even after 
much handling on the sales counter. 
@ It contains a comprehensive index so 
that the dealer and his sales people can 
quickly find the information they want. 
@ Among its contents are complete and 
detailed data about all Pittsburgh Paints 


GLASS . 





MAINTENANCE AND BUYING GUIDE 


PirrsBURGH 


PAINTS 
becushos coved Sowdleiet 


GLASS COMPANY 


CHEMICALS . 


Pat 3$ €2 2 2 


HARDWARE AGE, JANUARY 22, 1953 


so that customers can be better informed 
about their use and how to apply them 
for best results; information about all 
kinds of surfaces and how to prepare 
them properly for painting; detailed 
list of painting and clean-up aids; com- 
plete catalog of Pittsburgh brushes and 
glass products. 


@ This is just one more example of 
the many ways in which Pittsburgh aids 
its dealers to make more sales and pro- 
fits. If you are interested in this Main- 
tenance and Buying Guide as well as 
in the many other sales features avail- 
able to Pittsburgh dealers, just mail 
this coupon for further information. 


BRUSHES ° 


pPittsBurcH Paints 





PLASTICS 
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pon 










fcc cccccco oe 


Just Mail 
this Coupon! 


Pittsburgh Plate Glass Company 
632 Duquesne Way 

Paint Division—Dept. L-4 
Pittsburgh 22, Pa. 


I am interested in obtaining a copy 
of your Maintenance and Buying 
Guide as well as in further infor- 
mation about the Pittsburgh Paint 
franchise, its products and sales fea- 
tures, without obligation on my part. 


Name 





Address : ee 


a 
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TOGGLE BOLT 


SPEED CONSTRUCTION, CUT COSTS! 





We’ve made a huge investment that’s for your benefit as well as 
ours. It’s all tied up in our big new plant and facilities in 
Addison, Illinois, western suburb of Chicago. Your constantly increasing 
demand for the best in hanging and fastening devices allowed 
us to build this new Paine plant. You need no longer 
fear a shortage of easily installed, money-saving Paine products. 
Paine Spring Wing Toggle Bolts are a must when you are working with 
hollow walls and ceilings where you can’t reach the other side. 
They provide a sure and certain fastening, reduce installation time 
and improve the quality of your work. Write to our new location for 
a complete Paine products catalog. 


THE PAINE COMPANY, 5 Westgate Road, Addison, Iilinols 


Ly 
the best craftsmen always take pA E's 


Star Drills 
Malleable Shields 
Special Hanging and 


Spring Wing Toggle Bolts Conduit Clamps 


Expansion Anchors Pipe Hooks and Straps 
“Sudden Depth’ Drills 


Wood Screw Anchors 


Hanger Iron, perforated 


Fastening Devices 


Expansion Shells 
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Highlights Specials 





Compact and brightly light- 
ed this exterior display is a 
real sales puller. 


Small items featured in its news- 
paper advertising are given special 
attention at La Junta (Colo.) Hard- 
ware Co. in a 36x24 in. recessed 
case visible from the sidewalk. The 
case has an aluminum frame and 
plate glass door. A cold volt tube 
across the top of the case is con- 
nected to the automatic night light 
switch. 

Customers look at this display to 
see the specials they have seen ad- 
vertised in the newspaper. Says 
R. L. Click, buyer, “This sidewalk 
display of specials from our china, 
glassware and housewares depart- 
ments is helping boost by 50 pct our 
sales of advertised items specials.” 


Are You Protected? 
(Continued from page 88) 


ers in the district. Many customers 
for this department are farmers 
who buy major appliances and 
other large units of sale. 

A real goodwill builder is the 
owner’s policy of replacing defec- 
tive merchandise immediately, in- 
stead of waiting until a report has 
been received from the manufac- 
turer. Upon occasion he has re- 
placed items which the manufac- 
turer has later refused to replace. 
He believes that his limited losses 
from such accommodations more 
than make up for the cost. 
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Ist choice 
among those who know 


Surveys show that electrical contractors and 
industrial maintenance men—men who really 
know fluorescent starters—have an over- 
whelming preference for G-E Watch Dog 
no-blink starters. 


The starter with the Red Button 





e stops blink... blink... blink 


e lasts longer 


e cuts maintenance costs 


General Electric Watch Dog* starters are readily identified 
by the RED reset button—visual indication that they are a 
lock-out type manual reset starter. Because they are, you can 
promise your customers that... . 


@ Their fluorescent lamps won't blink—because Watch Dog 
starters automatically turn off the failing lamps when blink- 


ing begins. 


@ They'll get as much as 10 times the life from a Watch 
Dog no-blink starter as from an ordinary starter. Ballasts 


will last longer, too. 


Aren't these good reasons that you should point out to your 
customers—and encourage them to buy Watch Dog no-blink 
starters? Put them in your own fixtures too. Section Q54- 
138, Construction Materials Division, General Electric 
Company, Bridgeport 2, Connecticut. 


Registered Trade-mark General Electric Company 





EXTENSIVE ADVERTISING 


We are telling the Watch Dog starter story to owners of 
restaurants * shoe stores « hotels « department stores + drug 
stores * grocery stores * barber shops—in fact, to just about 
all of your customers. 

Watch Dog starter ads are also being read in large and 
small factories, by electricians, architects and many others. 
Over two million readers will see these ads each month 
this Fall and Winter. 





See your G-E Construction Materials distributor for Watch Dog starter sales aids. 


Tie your store in with this campaign 


Window-wall poster identifies your store with Watch Dog 
starters. The poster is a cartoon—makes customers stop and 
read. 

Fact folder: Four-page folder points up the fegtures of 
Watch Dog starters. Use it as an envelope stuffer or coun- 
ter give-away. 

Mailing piece: Hand out or mail this folder to your cus- 
tomers. It contains an interesting trial offer, complete with 
mail order form. Your name imprinted free. 











GENERAL 
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YOUR CUSTOMERS 
KNOW .. 
Nationally Advertised 

STERLING 


BRUSH and ROLLER 
CLEANERS: 


Sterling Liquid 7 ____. 


Brush Cleaner— * 


— with lanolin — 


cleans old, hard- 
ened horsehair and 
hog bristle brushes 
quickly. Kills gloss. 
Makes them soft 
and new... The 
brush cleaner with 
a national repeat 
sales record. 


Ss 
we STERLING py 
SYMTWETK BRISTLE 
BRUSH CLEANER 
Lean 
a ——m | 


Sterling 
Roller Kieen— 


— packaged in a 
tall can for handy 
cleaning of all paint 


rollers. Refills 
available. Safe for 
all roller fabrics, 


natural or synthe- 
tic. Does not dis- 
solve glue. 


or 


BRUSH 
CLEANER 





& 
\ 


— 


Sterling 
Synthetic Bristle 
Brush Cleaner 


— the new = ap- 
proved cleaner for 
hardened synthetic 
bristle brushes. Al- 
so recommended for 
cleaning brushes 
between colors. 


a 





A Complete Brush and Roller 
Cleaning Service! 





Be 
ers’ brush and 
needs. . 





Prepared for your custom- 


roller cleaner 


they know Sterling's 


nationally advertised complete 
paint remover and brush clean- 


er service. 


Send Today For Full Information 
And Price Lists. 


STERLING PAINT 


& VARNISH CO. 


Malden, Mass 


150 Commercial St. 











Incentive Plan Quadruples Sales 


(Continued from page 90) 


Dick Learned 
shows a prospect 
the results ob- 
tained by a cus- 
tomer in painting 
kitchen cabinets 
in the customer's 
own home. 


ment lines are advertised in the 
local weekly newspaper, in the yel- 


| low pages of the telephone book, 
with window displays and in co- 


operative advertising plans offered 
by manufacturers. 

One full wall more than 30 ft 
long, is devoted to paints and ac- 
cessories. Mass floor displays sup- 





plement the wall showing. The aver- 
age inventory of paints and acces- 
sories at the store is valued at $12,- 
000. 

Half of the store’s window dis- 
play space is usually devoted to 
paint displays. An entire window 
is given over to paint during spring 
and fall paint promotion periods. 











HARDWARE HUMOR 
By Hardware Age 





"TRADE IN” 


YOUR OLD 
STOVE 
ToDpAy ! 





























"Hereafter, Johnson, let me handle the trade-ins." 
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HANOY 
Vibha 


KEUFFEL & ESSER CO. 
EST. 1867 











KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
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FOR POPULARITY! 
FOR PERFORMANCE! 


All Wissota Electric Tool 
and Sickle Grinders Have 
Oll Sealed Precision Ball Bearings 





uty ice 
allowing full accessibility to wheels. 
List $57.80. Alse sold with two tool wheels, without 
slekie holder, $53.80. 
EXTRA HEAVY & HEAVY DUTY SICKL 

& TOOL GRINDERS 














Exelusive Reller 

Bearing Slide Sickle 

Holder. gee 
‘2 


with 442”, 5/2” and 
7” dia., fully vitri- 
fed slekle cones; up to 8” tool wheels. List $11.30-$28.90 
HAND POWER GRINDERS 
Heavy and lighter duty models 


in 4”, 5, 6”, 7” wheel sizes. 
One-plece gear case, accurately 
machined bearings, smooth quiet 
rites ried #8-3830 
ve 
F.0.8. Minneapolis. 
STREAMLINED 
GRINDERS 
Made with Gxi”, Sxi”, 4x1” 
fully vitrified wheels." Sup- 
buffieg and 


plied alse as 
Cf Mg 
“models with 6 te [0 inch. 

hee! List $2.50- 


wheels. 
$36.00 F.0.B. 


TOP QUALITY SICKLE 
CONES AND WHEELS 
Meade in a 


Ask Your Jobber 4 
WRITE FOR Sas Te 
CATALOG! ‘ 


WISSOTA 
MANUFACTURING CO. 


MINNEAPOLIS 4, MINNESOTA 
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Six-Fold Increase in Tackle Sales 


= 








These home-built displays have brought 


a six-fold increase in tackle sales. 


Two home-made display cases— 
5 ft. units—encouraged so many 
customers to “see it, feel it, try it” 
that fishing tackle sales were in- 
creased six-fold at the C. H. Charles 
& Sons store at 420 Santa Monica 
Blvd., in Santa Monica, Calif. 

Owner Roy Charles, third gener- 
ation of his family to operate the 
business, built the cases of 34 in. 
plywood. The main display shelf 
is 18 in. wide and is used to dis- 
play hooks, lures, spinners, ‘Sinkers 
and other small items. The back- 
board of this lével lends itself to 


displays of many carded articles. 

The top shelf, 4 ft. above the 
floor, is 1 ft. deep and is set at an 
angle placing its front 3 in. lower 
than the rear portion. A shelf at 
the base is 6 in. deep and 4 in. 
above the floor and is used for 
tackle boxes and minnow buckets. 

Just below the main shelf of each 
unit is a pipe with lock-on clamps 
for showing fishing reels. 

Each of the two units has con- 
cealed fluorescent lamps under its 
top shelf for illuminating the back- 
board and main shelf displays. 





Free Bus Rides, Free Parking Draw Traffic 


City Hall Hardware Co. in 
Providence, R. I., is co-operating 
with a group of more than 100 re- 
tail merchants in the downtown 
shopping area to offer free bus 
rides and two-hour free parking on 
Mondays. 

The activity has been started to 
build up Monday as a downtown 
shopping day offset the result of 
the year-round Monday closing of 
all major department stores and 
other retail establishments. 

Details are handled by the Provi- 
dence Retail Specialty Stores Assn., 
through its Open Monday Commit- 


tee. The offer is being widely ad- 
vertised by radio spots and by full 
three column advertising in the 
Providence Sunday Journal, and by 
posters in the windows of all co- 
operating stores. 

Free bus rides are provided for 
one or two zones on buses into 
Providence. The shopper asks the 
bus operator for a fare refund 
ticket. When she makes a purchase, 
she presents the refund ticket to 
the sales clerk, receives an immedi- 
ate cash refund of the fare. 

Free automobile parking is han- 
dled on a different basis. Stores 
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DISTINCTIVE PROMOTION 
for chickens of distinction 


These chickens are proud, very proud of the fact that they are protected by 
a netting that receives outstanding, distinctive promotion... it gives 
them distinction in their business. 

Smart poultrymen, who use easy-to-handle, longer-lasting, no-sag, no- 
bag Keystone Improved Poultry Netting are proud to use a top product so 
distinctively merchandised . . . it gives them distinction in their business. 

Smart dealers know that the extensive Keystone Improved Poultry 
Netting merchandising program including State and National Farm and 
Poultry magazine advertising, point-of-sale displays, free envelope stuffers, 
radio scripts, inventory tags and advertising reprints is unusual . . . it is 
distinctive promotion. By having available the poultry netting most 
poultrymen want, and by getting greater NET profits from selling Key- 
stone Improved Poultry Netting... these dealers gain exceptional dis- 
tinction in their business. 


ORDER FROM YOUR JOBBER, OR WRITE FOR CATALOG SHEETS AND PRICES 


KEYSTONE POULTRY NETTING 


Keystone Steel & Wire Company, Peoria 7, Illinois 


IAL LEE) 
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RED BRAND FENCE RED TOP STEEL POSTS + GATES * KEYMESH PLASTER AND CONCRETE REINFORCING 
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THIS GARDEN ACCESSORY 
MAKES PROFITS GROW 
CII 


= Metaloid's low-price hanger keeps over 100 


feet of hose off the ground and on the hook in a natural 
coiled position which extends hose life. Stores it neatly, 


compactly and conveniently when not in use. Made 


of heavy gauge steel with green baked enamel 
finish, this handy hanger takes but a 





few seconds to install inside or out. 





Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 
\ JOLIET, ILLINOIS 





STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8", stands ready 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After Axl/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 
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buy stamps from the association, at 
the rate of 25¢ per stamp. Whena 
customer presents a parking ticket 
from a parking lot or garage, the 
retailer affixes one of these prepaid 
stamps. 

When the shopper goes for her 
car, she is given credit for two 
hours’ of free parking. The park- 
ing lot management turns the 
stamped tickets over to the associa- 
tion periodically and receives pay- 
ment in proportion to the number 
of stamps. 


How a Big Store Grew 
(Continued from page 78) 


shopping season, the store builds 
heavier sales for the month prior 
to Christmas. Although sales are 
not brisk in the department at the 
start of its Christmas display, most 
customers note the displays and 
come back later in the season. 

Lay-Away sales are numerous in 
the toy department, particularly on 
higher priced items. A 20 pct de- 
posit is required, with the customer 
making further payments to suit 
his needs. It is the store’s policy to 
request all Lay-Away buyers to 
make final payment by Dec. 10. Ex- 
cept in a few instances merchan- 
dise put aside for those who have 
not paid for their Lay-Away pur- 
chases by the due-date is returned 
to stock for immediate sale. Lay- 
Away purchases are wrapped and 
placed in a warehouse room in 
initialed squares marked on the 
floor. Packages are placed in the 
square bearing the first initial of 
the customer’s last name. 

Other Lay-Away purchases are 
handled in the same manner. 

Bunch-Finnigan, Inc., is man- 
aged by Fred Bunch, Sr., with the 
aid of his sons, Fred, Jr., and K. J. 
Bunch. 
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"Johnson! Remind me to write 
‘pencil’ in the want book." 
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You don’t need a crystal ball to foretell the future 
of paint sales and profits under a BPS Franchise. 





Exclusively yours in your own community, a BPS 
setelestkie provides rele with a top-quality itets plus 
protected territory rights. Do as thousands of other 







TereCaerarecaey paint merchants have done. Look into 





the advantages of an exclusive BPS Franchise. 
You'll find it well worthwhile in terms of bigger 






sales and profits. 





THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd be interested in proof of how BPS can increase sales the very first month. 
NAME ee 
0 


ee 


is more than a word 
with 
South Bend Croquet 


A substantial retail markup can mean 

a profit. To South Bend dealers this 

markup produces greater profits be- 

cause it is multiplied by quicker, easier 

sales. There are 7 big reasons why 

South Bend Croquet sales come easy: 

1. Deliveries—The largest croquet man- 
ufacturer ships promptly. 

2. Popular price— Meets family budget 
allowances. 

3. Profit margin — Big retail markups 
make South Bend sales worthwhile. 

4. Quality —Rock maple knurled balls, 
knurled mallet heads, screw-in han- 
dles. Colorful, practical racks. 

5. Complete line — 12 models for every 
family purse. 

6. Guarantee— Replacement of mallets 
and balls against defects. 

7. Nationally Advertised—A known and 
accepted line. 


j 
fm ar a 


Write for 1953 catalog and name 
of nearest jobber 


SALES REPRESENTATIVES 


East—Julius Levenson, 7 East 17th St.,N. Y. 

South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 

Midwest—South Bend Toy Mfg., So. Bend, Ind. 

Calif. & S. W.- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 

Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

Export — Affiliated Experters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. COMPANY 
Dept. HA-1, South Bend 23, Ind. 


‘SOUTH BEND 








Live Bulb Display Increases Sales 





Walter F. Sweeney, salesman, at the live bulb display panel. 


Key to an increasing volume in 
electric lamps is a working display 
showing 60 different sizes and types 
at Potter’s Hardware at 10935 Wey- 
burn Ave. in Westwood Village, 
Calif. Located under a stairway on 
the main floor, the unit has each 
bulb in a live socket so that a sales- 
man or customer may instantly 


demonstrate the type of light. 

The wattage and price of each 
bulb are clearly marked on a tag 
beneath each sample. 

J. A. Potter, Jr., who owns the 
store, points out that this live dis- 
play shows every type of incandes- 
cent lamp for home use. At the 
base of the panel is a bulb tester. 





This One Caught the Fisherman 


ss 


The appeal of this "Let's Go Fishing” window, used by the Bakersfield 

Hardware, Bakersfield, Cal., was almost irresistible. Colored photos of 

a well-known fisherman's lake and a popular river were in the back- 

ground. Focal point was the blue-colored poster of the jumping fish. 

Three display risers and two = logs were the only other props 
needed. 
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TELL-ALL GUARANTEE 
CARD 


with each length of hose tells your Cus- 

tomer just what he's buying in terms of 
hose service and hose quality—makes gar- 
den hose a ‘sells itself” item in your store 











THIS HOSE LINE IS 


‘Matched to your Market 
Made for your Profits 


THE COMPLETE GOODYEAR GARDEN HOSE LINE 
FOR 1953 

FIESTA 

High quality 


— the different garden hose that's backed by 
at low cost 


Goodyear's 10-year guarantee. 


Ruggedly built to combine attractive appearance 
with high strength. Has satin-smooth all-vinyl 
cover, in sun- and wear-resistant yellow, black, red 
or green —plus reinforcement of rayon and tube 
of seamless high-quality rubber. Is light in weight, 
competitively priced—the finest hose on the market. 
ALL RUBBEF —a style for every buyer, each backed by 
This line lets Goodyear guarantee. 

you sell every Wingfoot — maroon-color; extremely flexible, 
buyer—offers lightweight, soft. Resists kinking and snarling. 
wide range 

of prices 


Elm— dark green color; high strength and moderate 
price. 


Pathfinder — black cover; lightweight, durable 
construction combines quality and moderate price 
Glide—black or red cover; a high-strength, high 
value hose at lowest price. 
ALL VINYL — appeals to the style-conscious buyer because 


of its lettuce-green color. Appeals to women for 
light weight and ease of handling. 


FOR ESTATES, COUNTRY CLUBS, GOLF COURSES, GREENHOUSES — 


EMERALD CORD HOSE 


THE FINEST AVAILABLE ANYWHERE! 


y, INC. 
THE GOODYEAR TIRE & RUBBER COMPAN 
Dept. 742-C 
Akron 16, Ohio. 


ogram. 
jetai 1953 Garden Hose PF 
d Garden Calendar,” plus fyll details on your 
“The Lawn and Gar 
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Demonstration Area Sells Appliances 





Demonstrations held on this platform help sell many appliances. 


A major appliance display on a 
raised platform, covered with a 
linoleum floor covering, in the base- 
ment of L’Anse Hardware Co., 
L’Anse, Mich., is used for demon- 
strations. 

Whenever such demonstrations 
are being given, Emil Haanpaa, 
manager and co-owner, provides 


coffee, doughnuts and cookies for 
the onlookers. 

Kitchen tables and chairs are 
placed around the platform during 
demonstrations, so that housewives 
can sit in homelike comfort. 

Such demonstrations help Mr. 
Haanpaa and staff sell over 250 
major appliances each year. 


Wrap Table Display Pushes Cutlery 


Showing cutlery at the head of the wrapping table at Swift Hard- 
ware Co. in Houghton, Mich., helps boost sales of these items. Display 
is white with brown trim. Tilted panels are glass covered and reserve 

stock is in compartments below the table top. 
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You can meet EVERY 
HOSE CLAMP NEED 





Sure Grip hose clamps will hold 
any pressure that any hose will 
stand. So, when a customer asks 
for a clamp, you don’t have to 
ask him what it is for—you 
know that the Sure Grip you sell 
him will do the job. 


Cash in on these 
Profit-Making 
Sales Features 


The bolt—the most important 
part of a clamp—has a cut thread 
—not struck or rolled. The bolt 
and nut, similarly made, are 
separately galvanized after ma- 
chining—no raw edges for rust 
and corrosion to attack. 


Heavy-gauge band is galvanized 
after forming—no rust or cor- 
rosion. 

Clamp can be removed and re- 
used time after time—and still 
hold. 

Complete line—to fit any hose, 
domestic or foreign. No need for 
the expense and confusion of two 
lines. Widely used on locomo- 
tives and ships—by army and 
navy—for air, beer, steam, spray 
and other high-pressure hoses. 


No chain-store competition. 


For 55 Years—sold only through 
the Legitimate Hardware Trade. 


Order from Your Jobber. 


If he does not handle Sure Grip 
Clamps, write us 


| 
| J. R. CLANCY, INC. 


1911 W. Belden Ave. Syracuse 4, N. Y. 














Calendars Pull Traffic 


Distribution of free calendars tying in with 4-H Club 
activities attracts boys and girls to Iowa store. 

Their parents also use the calendar and are reminded 
that the store can serve farm needs 


Advertising calendars are hardly 
new to the rural area retail hard- 
ware dealer. C. U. Chickering, 
owner of Waterloo (Iowa) Hard- 
ware Co., sponsors distribution of a 
4-H Club calendar to its members in 
his area. 

The caendars remind the young 
farmers that Waterloo Hardware’s 
stocks are designed to meet the 
needs of both young and old farm 
residents. At the same time they 
remind 4-H Club members of their 
organization pledges. Juvenile farm- 
ers and their parents are constantly 
reminded by the calendars of the 
4-H Club program and of Waterloo 
Hardware. 
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The electrical supplies, including flashlights i 
various sizes, get first floor display attention. 


Assures Good Distribution 


Annually Mr. Chickering, whose 
store is the only one in Waterloo 
privileged to sponsor the calendar, 
purchases 600 of them at a total 
cost of $400. Published by Brown & 
Bigelow, St. Paul, Minn., the cal- 
endars are distributed by the county 
agent at his meetings with 4-H Club 
boys and girls. This plan saves 
Waterloo Hardware considerable 
postage and assures it of good dis- 
tribution of the calendars. 

C. U. Chickering and many of his 
rural area patrons attend the 4-H 
Club’s winter fair in Waterloo. He 
has been a speaker at several of the 
club meetings and is known far and 
wide among members as “the cal- 
endar man.” 

The large date pads in the cal- 
endar are used not only by club 
members, but also by their parents 
to record meeting dates, tax dates, 
anniversaries and other important- 





to-remember occasions. Simple and neat is this window display showing 
Waterloo Hardware slants its furnace filters, stovepipe and other winter needs. 
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EXPERIENCE 
IN SPORTING 
SOODS 


Now, seven companies with 

483 years of experience in 
manufacturing sporting 

goods, announce the forma- 

tion of the new Sealand 

family. Their names and their famous 
products are known and respected by 
millions. 


And from now on, one trade-mark — 

Sealand. — will be a symbol of qual- 

ity and value that will influence the 

buying habits of millions. The new oo : 
Sealand. trade-mark will make more fol ° SS 
and more consumers prefer these popular 


products than ever before. af 





Watch for your Sealand sales repre- 
sentative. Let him tell you more about 
what’s in store for you and what the 
-Saland_trade-mark can mean to you. 


of U ators now, 
| eee MILLIONS oF : 


\ NEW USERS / 
EVERY YEAR! 


a | es Z 

Sealand: MV LZ 

UNION HARDWARE COMPANY ‘ 
BRISTOL HORTON, INC. 

RAIN-BEAU PRODUCTS COMPANY 

THE SPRINGFIELD COMPANY 

JOSEPH T. WOOD COMPANY 

THE T. H. WOOD COMPANY 





FISHING RODS e FISHING LINES e SKATES AND SHOES °® 
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calendar advertising to the farm 
trade, because it receives a large 
portion of its volume from farmers 
and their families. Its basement de- 
partment displays feature every- 
thing from 5-gal. cans of paint to 
paint sprayers, milkers and barn 
equipment. Its owner calls on farm- 
ers to determine their special needs 
and suggests equipment. 


Features Farm Hardware 


In addition to the basement area, 
the first floor of the big store also 
has displays of farm hardware, 
steel goods, wire and other items 
sought by the farm trade. 

“We also do some newspaper and 
radio advertising,’ reports Mr. 
Chickering, “but the 4-H Club cal- 
endars really create friendly com- 
ments and build plenty of good 
will.” 

Mr. Chickering also buys and 
distributes 50 large size 4-H Club 
calendars for rural schools and 
public halls in his county. He co- 
operates with the county home eco- 
nomics agent in her work. If he 
gets a new housewares item in stock 
which he thinks will interest her, 
he telephones her office and offers to 
let her use one of the items in her 
lectures to farm women. 

Usually the agent is very glad to 
pass on information about new 
items as a service to her club mem- 
bers. After the meeting interested 
members ask where such articles 
can be obtained and the agent tells 
them. Thus the Waterloo Hardware 
secures extra business through this 
promotion. 


Valentine Sales 
(Continued from page 91) 


line of the heart, one half at a 
time. He started each of the heart 
wings a short space below the top 
of the vertical guide, made the 
the shape of the heart through to 
the end of the horizontal line and 
then moved back to the vertical 
point at the bottom. 

After he had drawn the outside 
of the heart he cross marked it at 
four places on the guide lines in- 
side and to these points drew an- 
other complete heart outline. After 
the space was painted between the 
two outlines he rubbed the guide 
lines out and the arrow ends were 
drawn free hand along with the 
fancy heart border. 

Outlines for these decorative ef- 
fects may be made with grease 
pencil or chalk. 
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CHARITY CASE: 

Church and civic groups are 
constantly in need of funds to 
further their charitable work... 
a fact that prompted a store in 
Youngstown, Ohio, to put on this 
unusual promotion that paid big 
dividends. 


The store invited various 
charitable groups to compeie for 
$1,000 by having members and 
their friends save the store’s 
cash register receipts for one 





month. between Nov. 15 and Dec. 
15. Total dollar and cents value 
of the receipts of any one group 
at the end of that period deter- 
mined their competitive stand- 
ing. The organization with the 
highest total won the $1,000. 
Thirty-six groups entered the 
contest, with church groups pre- 
dominating. 

Total cash value of the receipts 
was $140,000 and receipts turned 
in by the winning church totaled 
$22,000. Each group was required 
to total and deliver their receipts 
before Dec. 22... and the award 
was made at the store’s Christ- 
mas party. 


These ideas have proved profitable to retailers in other fields, and 
with a little ingenuity they can be adopted and 
put to work for you, too. 


| (OOO 0--0--0-0--6-- 





WHY IS IT that more stores 
don’t find some means of identi- 
fying their sales clerks so that 
customers get to know them by 
name? 

One firm we know of has each 
salesman wear a badge with his 
name on it. A little thing like 
this often goes qa long way in im- 
proving customer relations. 

* * * * * 


Here’s one way to cut expenses 
on store and window displays. 

Keep a sharp eye on consumer 
and business magazines (such as 
HARDWARE AGE) . look for 
illustrated ads designed to catch 
attention, arouse interest and 
promote sales. Whenever you see 
an ad or illustration of some 
article carried in your store, cut 
it out... paste it ona poster... 
add the price of the item... and 
let the revised ad do the talking. 





The manufacturer certainly 
won’t mind your using his ad to 
promote the sale of his products. 
And these cards can be made in 
a matter of minutes; what’s 
more, they'll brighten up your 
displays. 
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the most 
spectacular 
profit-making | 
combination in \ 


paint retailing? 


ORDER NOW 

from any of these seven 
leading paint companies or 
your Kem-Products jobber: 


Acme Quality Paints, Inc. 


Detroit 

W. W. Lawrence & Co. 
Pittsburgh 

The Lowe Brothers Co. 
Dayton 

John Lucas & Co., Inc. 
Philadelphia 

The Martin-Senour Co. 
Chicago 

Rogers Paint Products, Inc. 
Detroit 

The Sherwin-Williams Co. 
Cleveland 
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2 
SUPERIOR 
IN TWO 
IMPORTANT 
FEATURES 


SPOT WELDED 
FLANGES 


SEAMLESS 
WELDED 
OUTER 






ONLY H-W 
EXTENSION 
CLOSET 
RODS 


HAVE THESE 


Exclustve 
SALES FEATURES 


New, exclusive, welded 
construction . . . vastly 
superior strength and 
sag-resistance give un- 
matched value to H-W 
Extension Closet Rods. 
Beautifully made of 
heavy steel tubing; 
bright zinc rust-proof 
plated finish. Meets 
every need for capac- 
ity storage; fast and easy installation. Snug 
telescoping and precision assembly assures easy 
expansion and contraction. Outside tube diam- 
eter, one inch. Large end diameters provide 
maximum hanging security. 


4 sizes provide 18’ to 120” expansion. Individually 
packaged with screws. 6 rods to carton. 


Hall-Wessel 


COMPANY 


2116-26 W. Nicholas St., Philadelphia 21, Pa. 


Canadian Sales Agents: Geo. S. Hall & Co. 
25 Grenville St., Toronto 1 


FREE CATALOG WANTED By: 


NAME 





STREET 





CITY. STATE. 
HMAE-HW 203 12/52 
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Log in Window Helps Sell Tools 
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Simple display of equipment of interest to farmers and other out- 
door men stopped traffic and sold much merchandise. 


When Howard Knockel, owner of 
Davaney’s hardware store in Cas- 
cade, Iowa, wanted to add atmos- 
phere to a window display featur- 
ing axes, saws and other woods- 
men’s equipment he showed them 
with a freshly cut and trimmed log. 
Sharp axes were driven into the log 


at either end and a crosscut saw 
was put across the log. 

Nearby were a lantern, wedges, 
gloves and shovels, all useful items 
for an outdoor man. To give just 
a bit more atmosphere a smoking 
pipe and container of tobacco 
were placed on the log. 


Store Tie-in With Radio Program 











ON THE arp 





wing 520 
a. PM. 
POLKA 

um PARTY 






MO 
Tanounk 


FRIDAY 


The 15-minute daily radio program, Monday through Friday, at 
5:30 p.m. used by Selin's of Negaunee, Mich., is advertised with this 
wall sign in the store. !+ is also advertised in weekly newspaper an- 
nouncements of the firm. Many visitors who come in to thank the 
store for its Polka music program, purchase articles advertised as well 

as merchandise bought on impulse. 
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‘BLINDFOLD TEST’ PROVES 
OF GLA 


T. M. Haley of Haley & Durrett says: 
; “On Brand “‘D’’ the cutter pulled down 
At AV easier and the cut was clean and quick.” 


Mr. Haley, hardware and building supply dealer, ran 
cuts on four unidentified brands of single-strength 
window glass. He found the brand marked “‘D” 
easiest tocut. ‘‘D” was L:O-F. 

It is easier to cut L:O-’F window glass into big 
pieces, little pieces; angled and curved pieces. You can 
cut off thin strips close to an edge with a light stroke. 

L:O-F window glass cuts easier because it is an- 
nealed more slowly, more patiently. That makes it less 
brittle. So it’s a safer buy for your customers, too. 


9 EASIEST 10 CUT! 


ASHLAND, VIRGINIA 


Try the ‘Blindfold Test’’ 
yourself! 


You’ll see why you have fewer bad cuts, less waste 
and more profit, with L:O'F. 

Anybody in the store can cut it...nothing tricky 
< bout it. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under “‘Glass’”’ in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your free booklet— For 
Greater Profits on Window Glass. 

Write Libbey -Owens‘Ford Glass Company, 6713 
Nicholas Building, Toledo 3, Ohio. 


LIBBEY: OWENS-FORD the easy-to-cut WINDOW GLASS 
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DEALERS — DISTRIBUTORS 
to handle 


ROCKWOOD 


POWER TRANSMISSION 
EQUIPMENT 
Time proven ROCKWOOD Products are 
now available to all dealers and dis- 
tributors. ROCKWOOD offers a greater 
volume of potential sales . . . more at- 
tractive margin of profit. 
















PULLevs teat PULL 





MAKE ROCKWOOD YOUR VEE 
BELT DRIVE HEADQUARTERS 
"Super Service’ Vee Belts . . . FHP and 
Multi Type Sheaves . . . "Beltply’’ 
Detachable Link Vee Belting — known 
quality products at sound prices. Get 
- details on our Master Distributor 
Plan. 


ROCKWOOD Products Include: 
Flexible Couplings—Roller Chain Con- 
veyor Take-Ups — Belt Lacing — Belt 
Dressing—Speed Reducers and other 
Power Transmission Items. 
ROCKWOOD'S 69 year old guarantee 
unconditionally warrants all its products. 
GET YOUR COPY OF THE NEW 
ROCKWOOD CATALOG NO. R-103V. 
34-Pages of valuable data on Power 
Transmission Equipment. 


Write to 


ROCKWOOD 


PULLEY MFG. CO., Inc. 


20 CROSBY ST. NEW YORK 13, N. Y. 
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An Invitation to Buy 


"Come In and Browse Around" 
Reliable Hardware in Hollywood, Calif., works like a charm in drawing 
customers. The store's average, according to "Mike" H. Levitt, has 
been on an average of four to five new customers a day for the last 

two years. 





painted over the store front of the 


Personal Solicitation Builds Plumbing Volume 


In dollar volume, the plumbing 
and heating department at the 
Gatzke Hardware Co. in Webster, 
Mass., produces a major part of the 
store’s overall volume. 

Installations by the firm run into 
substantial amounts; $12,000 in a 
shoe manufacturing plant; in a new 
super market, $2,500. Generally 
commercial jobs range from $1,000 
to $3,000, and house jobs from $400 
to $600. 


Growing for 47 Years 


The Gatzke heating and plumb- 
ing department has been growing 
for 47 years, and today under the 
management of the store’s owner, 
Bennett J. Smith, a licensed 
plumber, it has maintained its posi- 
tion because of direct solicitation 
methods. 

Mrs. Smith, whose father started 
the department and_ store, de- 
scribes her husband’s method of 
operation in this manner: 

“My husband follows up all leads, 
building permits and _ property 
sales. This is a small city and he 
knows most of the property owners. 
It is his personal solicitation that 
brings in the business. 

“He looks at each piece of prop- 
erty, or at blueprints and states a 
contract price, or a price on equip- 


ment and supplies, with the work 
to be done at stated hourly rates. 
We find that many peorle prefer to 
know exactiy how much a job will 
cost, and insist upon a contract 
price. 

“My husband explains to each 
prospect that a contract price must 
be figured high enough to include 
unexpected troubles and difficulties 
that may arise; that many of these 
conditions turn out to be minor, and 
that the hourly rate then is actually 
less expensive in many instances.” 

Many jobs entail the sale and in- 
stallation of only one piece of equip- 
ment, and leads for such sales fre- 
quently result from service and 
repair calls, a good opportunity for 
selling the property owner the idea 
of a more extensive modernization 
job. 


Include Equipment Sales 


Practically all jobs the store does 
include the sale of equipment, the 
major objective of the plumbing 
and heating department. ‘From 
the profit angle,” explains Mrs. 
Smith, “there is little incentive in 
installation and service work be- 
cause of the high hourly wage rates 
for licensed plumbers and _ insur- 
ance, Social Security, and other 
benefit expenses. 
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© each U.S. Royalite® perforated and corrugated mats and 
dbo matting, and U.S. Geometric Roll Matting are the ideal 
iculties floor covers. They are loaded with strong selling features, 
f these packed with profit-pulling points. For example: 
or, and 
ctually @ Rich colors and designs ¢ Noiseless to walk on 
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all UNITED STATES RUBBER COMPANY 


ther 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Profits 
up to 


Faster 
REPEAT 
SALES! 


Whitminres 


Protective 


INSECT BOMB 


Than An 
Insect 
Repellent! 





NATIONALLY ADVERTISED 
& PUBLICIZED! 


Better Homes & Gardens 
Sports Afield 

Outdoor Life 

Hunting & Fishing 
Fur-Fish-Game 

Outdoor Sportsman 
Nature Magazine 

New York Herald Tribune 


Plus more than a dozen 
others read by millions! 


NATIONALLY USED! 

U. S. Armed Services 

U.S. Forestry & Wildlife Services 

State & Government Conservation 
Departments 

Largest Lumber Companies 

Innumerable outdoorsmen, hunters, 
fishermen, farmers and others 
who work and play outdoors 


POWERFUL SALES HELPS! 


Circulars, Banners, Ad Mats, 
Counter Displays! 


sh Your Wholesaler 
On Write Direct 


WHITMIRE RESEARCH LABORATORIES INC. 


339 SOUTH VANDEVENTER ST. LOUIS 10, MO 
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“Profits are made in the sale of 
equipment. And while the markup 
is lower than on many hardware 


| store lines this is offset by the ‘arge 


volume of business. We find that 
the department produces a fairly 
steady flow of business, there al- 
ways being some activity even 
when business in other depart- 
ments is slow.” 

While many of the installations 


| are handled on a cash basis, prob- 








ably a larger percentage are 
financed. In fact the Gatzke store 
prefers not to carry the financing, 
though it does so on jobs for which 
contracts are written specifically to 
meet a job’s particular require- 
ments. 

The store advertises its plumbing 
and heating department aggres- 


sively, running newspaper ads of 
three and two columns. In addition, 
envelope stuffers are always sent 
out with bills and statements, and 
oceasionally, city-wide mailings of 
5000 pieces at a time are made to 
various sections of the city in turn. 

Another good traffic builder is a 
small, leased display window at the 
entrance to an office building on a 
main street. Located between two 
high-traffic retail stores, it is an 
ideal spot for promoting kitchen 
modernization, by creating dispiays 
of various arrangements in minia- 
ture. 

In the hardware store itself, win- 
dows often are devoted to showing 
kitchen cabinets and sinks, and 
present plans call for 2 permanent 
department display in one window. 


Features "Try Us First" Theme 























e * Appliancea 
Try Gresham Hardware First-They Have It! | +ammun. 
on 
. * Bolts 
Shop Where You Will “Rath 
. * Buckets 
Find What You Need “Brae 
rooms 
When You Need It... oars 
“For want of a nail, a kingdom was a 
lost”... that historical truth of yester- sane deine 
year can’t happen today because your “iinet Gieede 
convenient, well - stocked hardware * Fencing 
store has what you want when you * Glassware 
want it. Here you will find the hard- *Gupm 
ware item you need to make repairs, to © Bese 
modernize, to build. Make this store * Hinges 
your headquarters for everything you * Irons 
require in hardware. Our prices are - aires 
low! © Lamps 
F Mail Boxes 
° Milk Cans 
s ® Nails 
THIS WEEK’S BUDGET HELPER : ouipes 
a 
7 Qt. Porcelain 4 a 
* Pumps 
* $ 69 * Paints 
CANNER ry kl 
bd nes 
Onl Th ? 
Reg. $2.29 Frida >. Seturday + Rooting 
* Stoves 
* Saws 
* Spades 
*Screen Wirc 
Gresnam Harvoware Co. | :2= 
Powell at Roberts Gresham Telephone 234 : Utensils 
* Vises 
—_ " ‘wet... , ’ ° Wi 
Try Gresham Hardware First--They Have It! | {Wr 











This ad, three columns by 7 in., was part of a series used by Gresham 
Hardware in Gresham, Ore., with the "Try Gresham Hardware First— 
They Have It!" theme. Each ad in the series included a familiar quota- 
tion as the lead off for an institutional type message. The box along 
the right hand side listed 46 major lines or items. In addition there 
was a box featuring "this week's budget helper"—in this instance a 

reduced price on a porcelain canner. 
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rs When you sell a DEWant “Power Shop’... 









reds 
ro a 

look at all the extra business you create! 
' Accessories! The wonderful thing about the De Walt “Power Shop”— 
~ profit-Padding beside the fact that it practically sells itself when you 


demonstrate it—is all the extra business that it brings you. 
You not only make a high profit on the “Power Shop”, 

but customers also buy accessory attachments like shapers, 
sander-boring sets, dado heads, lathes, jig saws and 
grinders. And, too, your customers buy all the 

materials and items necessary to make pieces of 

furniture and other equipment. 





Your profit possibilities on a wide range of products are 
almost unlimited when you sell the De Walt “Power Shop”. 


Remember, the De Walt “Power Shop” is nationally advertised 
in widely-read publications that pre-se// your customers. 








DeWalt inc. Lancaster, Pa. 
Write to Dept. HA-1, Lancaster, (ih iy ; 
Pa., for full details on the DeWalt Tf 

“Power Shop’’. Find out how easy 


it is to demonstrate and sell...how 






a- 
ig it will bring quality-minded cus- 
‘e tomers to your store for greater 
pa sales and PROFITS. POWER SAWS 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY, N.Y) 
1953 _ 
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Wrapping up a good sale 


\¢ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 

He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. . 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 


For more information ask your jobber — or write 


to us. 


GW. GRIFFIN CO. 


FRANKLIN, N.H. 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 
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Your Tax Return 
(Continued from page 80) 


a specific place as directed by a 
physician. You should be at a hos- 
pital, nursing home, or sanitaritwm, 
not at a hotel. 

Medical expenses must be reduced 
by the amount recovered from an 
insurance company. If the recovery 
is made in a following year and ex- 
ceeds the deduction, the deducted 
amount is income. If the deduction 
exceeds the recovery, the recovered 
amount is income. 

Miscellaneous. In this section you 
are allowed to deduct sundry ex- 
penses such as the following: 

Rent and tax of safe deposit box; 
cost of special clothing, uniforms, 
and tools required in your work; 
accountant’s fee for preparation of 
income tax return. 


Entertaining Customers 


Also expense of entertaining cus- 
tomers (by an employee) ; alimony 
paid to a divorced spouse; cost of 
investment advisory services; dues 
paid to unions and _ professional 
groups, and subscriptions paid for 
magazines pertaining to your occu- 
pation. 

Some of the items mentioned in 
the two preceding paragraphs will 
be listed on Schedule C as business 
expenses; otherwise list them in 
page 3 of the tax form. 

The total of the six sections 2x- 
plained is carried down to line 2 
and deducted. If the total deduction 
is not 10 pct of line 1, you should 
omit the itemizing of the deduc- 
tions, and use 10 pct of line 1 in- 
stead. However, this 10 pct deduc- 
tion cannot exceed $1,000. 

On line 4 deduct $600 for each 
exemption claimed on page 1 of the 
tax form. The remainder is the 
basis of your tax computation. 

For a joint return of husband and 
wife, enter half of line 5 on Jine 
8(a), compute the tax and enter it 
on line 8(b), and double the amount 
and enter it on line 8(c). This is the 
amount of your tax, unless you have 
deductions for taxes paid to a for- 
eign country or U. S. possession or 
paid at source on tax-free covenant 
bonds. 

The total tax computed on page 3 
of the tax form is then carried for- 
ward to line 5 (A) of page 1. On 
line 5 (B) enter your self-empioy- 
ment tax as computed on Schedule 
C-a, line 31. Add the two items. 

On line 6 (A) you enter the tax 
withheld by your employer if dur- 
ing the year you were employed. On 
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These are customers. 





/ 





Sidewalk snow melting helps keep them 


Sooner or later, whatever the business, a“*buyers 
market” w#//] return. When it does . . . and for 
some it already has . . . competition will again 
reign as “the life of trade.” 

It may then be that so little a thing as a friendly 
smile or a considerate way of dealing will react 
favorably. Certainly the bigger things like making 
it easy, convenient, and comfortable to transact 
business will help keep present customers and 
attract new ones. 

So, for good business reasons many merchants, 
bankers, hotel, apartment and office building 


... and brings more 


owners, and others are installing sidewalk and 
parking area snow melting systems. As sales 
builders such systems rank with air conditioning, 
good lighting and modern rest rooms. 

You can be sure when you specify steel pipe, 
that it is the first choice for such installations. 
For steel pipe is economical, formable and weld- 
able for coil and grid fabrication, and has been 
proved in more than 60 years of conventional 
hot water and steam heating applications. In 
fact, for snow melting and other applications, 
steel is the most widely used pipe in the world! 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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line 6 (B) you enter the total tax 
that you have paid on your quar- 
terly estimated payments. The two 
amounts are added, then deducted 
from the total tax. 

The balance is the amount you 
owe the government (which must be 
paid in full) or the refund to which 
you are entitled if you have over- 
paid. 

On line 8 you indicate whether 
you want the overpayment refunded 
to you or credited on the following 
year’s estimated tax. 


Schedule C-A 


On this schedule, which is the 
lower part of Schedule C, you show 
the computation of your self-em- 
ployment tax. On lines 25 and 26 
you enter your self-employment in- 
come, with the total on line 27. 

If you were employed during the 
year, and your wages were subject 
to old-age and survivors’ insurance, 
the wages should be entered on line 
28. The total of lines 27 and 28 is 
then entered on line 29. 

The tax is computed at 24% pct 
on total income of $3,600, or a maxi- 
mum of $81. If your employer paid 
you $1,300, you show $2,300 on line 
30, and the tax on $2,300 on line 31. 

If you have no employment in- 
come, enter on line 30, $3,600 or 
less, if your self-employment in- 
come is less. If your self-employ- 
ment income (line 27) is under 
$400, you need not complete the 
remainder of the schedule, and have 
no self-employment tax to pay. 

The purpose of the self-employ- 
ment tax is to provide old age and 
survivors’ insurance for proprietors 
who are not considered to be em- 
ployees of their own firms and who 
heretofore were exempt. It does not 
apply to professional’ services, such 
as doctors, lawyers, dentists, fu- 
neral directors, engineers, full time 
practicing accountants and others. 


Form 1065 


The first page of this form, which 
is used to report partnership in- 
come, is quite similar to the sole 
proprietor’s Schedule C. Income and 
expense items are listed and totaled, 
respectively, and the remainder, 
known as ordinary net income, en- 
tered on line 26. Capital gains and 
losses are shown on the next two 
lines. 

The ordinary net income on the 
tax return will not be the same 
amount as the net profit reported 
on the partnership’s profit and loss 
statement because the latter will 


include contributions and capita) 
gains and losses. These items must 
be divided among the partners and 
each partner’s share shown on ‘is 
own Form 1040. 

The second and third pages con- 
tain various schedules, most of 
which have been discussed in this 
article under Form 1040, and sey- 
eral questions included in the form 
are self-explanatory. 

Page 4, shows the partnership 
balance sheets at the beginning and 
at the end of the taxable year. Be- 
low the balance sheet in Schedule J 
the change in each partner’s capital 
account during the year is ac- 
counted for, and in Schedule K each 
partner’s share of income and 
credits is shown. 


Form 1120 


This is the form required of all 
corporations. In addition, if the 
corporation is subject to excess 
profits tax a separate Schedule EP- 
1120 must be filed. Form 1120 must 
be filed even though there is no 
profit to report. 

Most of the schedules on the form 
resemble those already discussed, 
and their preparation need not be 
repeated here. Additional schedules 
are included which show officers’ 
compensation (Schedule B), deter- 
mination of necessity for filing ex- 
cess profits tax schedule (Schedule 
K), and reconciling earned surplus 
(Schedule M). 

(For corporations, contributions 
are limited to 5 pct of net income. 
Dividends received are taxed 15 pct 
of the amount received. 

Preparation of Form 1120 will ve 
facilitated by the use of separate 
worksheets to analyze the corpora- 
tion’s ingome and expense. These 
worksheets are necessary because 
all of the corporation’s income may 
not be taxable, such as interest re- 
ceived on municipal bonds, and all 
corporate expenses may not be de- 
ductible, such as insurance pre- 
miums paid on the life of an officer 
in which the corporation is the 
beneficiary. 

Corporations have the option of 
paying the tax in quarterly install- 
ments, but the payments are not in 
equal amounts. The first and second 
payments, due March 15 and June 
15, are for 40 pct each of the total 
tax. 

The third and fourth payments, 
due September 15 and December 15, 
are for 10 pct each of the total tax. 
The first two installments for 1953, 
payable in 1954, will be increased 
to 45 pct and the last two install- 
ments will be decreased to 5 pct. 


HARDWARE AGE, JANUARY 22, 1953 


In 1955 an 
tax will be pe 
of 50 pet e 
June 15. 


A Well | 


In a recel 
pers the Ch 
Association 
Well-Groom: 
Introduci 
needing che 
“The majo 
housewives, 
keeping, ar 
the average 
might overl 
see how wel 
The 19 ¢ 
Are any 
play case I 
Are you 
in your W 
your mercl 
Do you | 
on during 
days? 
Do you 
on for ev 


How Al 


Is your 
and prese 
Have y' 
been paint 
Are you 
clean and 
Is your 
clean? 

If you 
all the b 
ing prope 

Is youl 

Do yol 
rainy da 
pedestria 

Are y' 
thev don 

Has y 
been clez 

Are th 
ing brick 
store fri 

Are t 
your sto 

Is ve 
washed 

Does | 
need re 
sidewall 

Are t 
of youl 

(It’s w 

find out 

How 


over yc 


HARDV 



















Capital 
S must 
ers and 
h on ‘is 







es con- 
Ost of 
in this 
nd sey- 
he form 


nership 
ing and 
ar. Be- 
edule J 

capital 
is ac- 
K each 
e and 


of all 
f the 
excess 
e EP- 
' must 
is no 


form 
issed, 
ot be 
dules 
icers’ 
eter- 
y ex- 
-dule 

‘plus 


ions 
me. 
. pct 


Il be 
‘ate 
ra- 
ese 
use 
lay 
re- 
all 
de- 
re- 
‘er 
he 


of 
ll- 
in 
1d 
le 
a] 


p 


~~ 








In 1955 and subsequent years the 
tax will be paid in two installments 
of 50 pet each on March 15 and 
June 15. 


A Well Groomed Store 


In a recent bulletin to its mem- 
bers the Chicago Retail Hardware 
Association asked, Is Your Store 
Well-Groomed? 

Introducing the list of 19 points 
needing checking the bulletin said, 
“The majority of shoppers and 
housewives, critical of poor house- 
keeping, are quick to notice things 
the average retail hardware dealer 
might overlook. Check this list and 
see how well groomed your store is.” 

The 19 questions were: 

Are any of your window or dis- 
play case lights burnt out? 

Are you using adequate wattage 
in your window lights to present 
your merchandise properly ? 

Do you turn your window lights 
on during the daytime of dark 
days? 

Do you turn your window lights 
on for evening window shoppers? 


How About Your Windows? 


Is your window flooring clean 
and presentable? 

Have your window backgrounds 
been painted or washed recently? 

Are your window and store signs 
clean and timely? 

Is your store identification sign 
clean? 

If you have an electric sign, are 
all the bulbs or neon tubes work- 
ing properly? 

Is your awning presentable? 

Do you lower your awning on 
rainy days for the protection of 
pedestrians? 

Are your door hinges oiled so 
thev don’t squeak? 

Has your door and store front 
been cleaned and painted? 

Are there any loose or overhang- 
ing bricks, beams or stones on your 
store front? 

Are there any old stickers on 
your store front, doors or windows? 

Is your entrance swept and 
washed regularly? 

Does your sidewalk and entrance 
need repair? Do you need a new 
sidewalk? 

Are the parking meters in front 
of your store working properly? 
(It’s worth a penny or nickel to 
find out.) 

How do those windows upstairs 
over your store front look? 
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CARBIDE MASONRY DRILL 


CARBOLOY CEMENTED CARBIDE TIPS 


For All Masonry 


Removes Dust 
Automatically 


Drills Full Depth 
Faster Cutting 
Longer Life 

No Stalling 


Now, you can drill any type of masonry easier . . . brick, 
concrete, marble, slate, tile, and plaster. Arro’s new improved 
Arroflute Masonry Drill with carboloy cemented carbide tips— 
drills faster, easier, cleaner and deeper than any other drill. 


The New Arroflute Masonry Drill is designed to remove 


the dust as it drills. No packing—no stalling . . . Arroflute 


drills full depth without removing. 





Ideal for. . . Expansion- bolt installation—sign hanging—insulation 
work — installing equipment — bing — anchoring partitions — wiring 
buildings — building nalatenense — tile setting — antenna installation. 


Write for Catalog #68 Describing Arro’s Complete Line of Anchoring 
& Drilling Devices for Masonry. 


ARRO EXPANSION BOLT COMPANY 


1600 N. Boone Avenue e MARION, OHIO 


See your industrial, hardware or electrical supplier 
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Convenient Fishing Rod Display 


e 


BACK AGAIN! 
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SHARON | 
STOVE BOLTS | 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! | 











From Sharon, the line with the taiking 
labeis, comes ence again one ef our mest | 
popular packa —round or flat head | 
stove boite with nuts already on... at 
no extra cost. Fer detalis, ask your jeb- 
ber or write us. 
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DART 





Shave Boil andl, Sete! Lo: 


BOSTON 10, MASS. 
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BIG PROFITS—SMALL SPACE 
Satisfies 97% of demand, makes 
stock control easy, sells snips on 
sight. Display Rack, No Charge 
with Best Seller Selection #700 
consists of 12 popular Midwest 
snips, retailing at $23.00. Order 
today, direct, mentioning name 
of your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 
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The inner side of one of the open back windows at the Marshall Wells 
Store operated in Ishpeming, Mich., by Joe Plyer, is utilized for show- 
ing fishing rods. The rack fastened to the back of the window base is 
of |-in.-wide lumber. Pegs in the top and bottom keep rods in posi- 
tion. Clamp type clothes pins on the top keep rods from falling. 





Plenty of Identification for This Store 








ie Re Ae ee ee 
be MEPS BE PAI Se % 


Motorists speeding along on Lakewood Boulevard, Long Beach, Cal., 
have no trouble in locating Chambers Hardware. The large billboard 
sign stands out against the dark green wall. The figure in blue overalls, 
standing on a red arrow that points to the front door of the store, is on 
a yellow background. The sign is rented on a monthly basis. 
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DART \aaincering skill es denne’ ‘BALL-BEARING”’ bide actig 
.\\the first new improvement in steel rules in year: 
The DART - has new blade freedom \ight to the last of t 
No tugging dx jamming if it’s a ““BALL-BEARING” [ 

\ \ 


\ 


“CLEAR 


ONLY aged HABITAT 


«Is that inside measurement 
on the 7/sth or ! 
‘Mighty hard to see wit 


DART’S advanced 
obsoletes all othérs 
new DART. Ma 
DART’S GUARANTEE 
offer that 


= Manufacturing Company, Dept. A, Mason, Michigan 


Please send me the BIG STORY about the DART GUARANTEED SALES PLAN 





Address 





City State 


SEND COUPON NOW! 
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AMERICANA 


“H" HINGE 
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with screws 
#318—for %"' offset doors 
#319—for flush doors 


The hardware your cus- 
tomers are looking for 
...the most popular 
line you can feature! 
Every ‘‘Americana’’ 
item is beautifully 
formed in hammered 
steel finished in 
“Star Brite’’ Black, 
Antique, Copper or 
Brushed Brass. 
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WRITE TODAY 


FOR COMPLETE CATALOG 


STAR 


MET 


utler Street. 


AMERICANA 


KNOB 


with screws 
#371 


Sold through wholesalers only 
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AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %'' offset doors 


AMERICANA 


DRAWER PULL 


with screws 
#394 
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Brooklyn 17, WN. 
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Consumer Catalogs 


Your article on consumer cata- 
logs on page 7 of your June 26 js- 
sue of HARDWARE AGE is most in- 
teresting and well presented, as is 
so much of your editorial material. 

Being in the retail business only 
three months I did not know of the 
existence of such catalogs and won- 
der if you would be so kind as to 
inform us of the names and ad- 
dresses of concerns who issue them. 

Very truly yours, 
M. Fred Wolf 
Miller Supply Co., 
Baltimore, Md. 








Editor’s Note: Many of your 
| wholesale suppliers make available 
such consumer catalogs. Suggest 
| you check with your wholesaler 
salesmen when they call. In the 
meantime, we are attaching a copy 
of the article, “Directory of Con- 
sumer Catalogs for Christmas Use” 
that appeared in the Sept. 18 issue. 
Yow'll find some additional infor- 
mation of interest on consumer 
catalogs in this article. 
* * * 


Why Buy Futures? 


Dear Sir: 

Will you please send us 25 tear 
sheets of the article “Why Buy 
Futures,” which was published in 
the Nov. 27 issue. 

Very truly yours, 
Stanley A. Haw 
President 


Haw Hardware Co., 
Ottumwa, Iowa 





Editor’s Note: Glad to send tear 
sheets; they’re on their way. 
* * * 


Hardware Collectors 


Dear Sir: 

Your magazine, HARDWARE AGE, 
comes to us every other week and 
we enjoy it very much. 

In the interest of hardware, we 
have quite a collection of old and 
unusual hardware and carpenters’ 
tools, and use them to show at hard- 
ware dealers’ gatherings. 

We would appreciate your telling 
the readers of HARDWARE AGE about 
our collection and that we would be 
interested in getting in touch with 
anyone else who has such a hobby 
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or knows where we might find any 
old carpenters’ tools to add to our 
collection. 

Sincerely, 

Gifford Smit: 

Smith Hardware 
107 West Las Tunas Drive 
San Gabriel, Calif. 


* * * 


Out of Place 


A letter from Fred A. Harms of 
7924 West Fort St., Detroit, en- 
closes a clipping of an advertise- 
ment of a lawn mower being guided 
by a young lady in shorts and an 
off-the-shoulder dress. On the ad 
he pencils the comment, “This is 
out of place. Women dressed as 
above do not mow lawns.” 

Reader Harms also enclosed a 
clipping of a “paint bar” and asks, 
“Why must we lower our dignity 
to that of a bar?” 


* * * 


Very Pertinent 
Dear Sir: 

The article in the Nov. 27 issue 
entitled “Why Buy Futures,” by 
Howard W. Murray, is very perti- 
nent and to the point. We would like 
permission to reproduce this and 
mail to our dealers. We will of 
course give credit to HARDWARE 
AGE. May we have your permission 
to reproduce this article? 

Yours very truly, 
J. W. Aiken 
Sales Manager 
Canton Hardware Co., 
Canton, Ohio 





Editor’s Note: We’re very happy 
to extend you permission to repro- 
duce the article. Many readers have 
commented on the importance of the 
subject of futures. 





Tucson Welcomes Guest 


A Visitors’ Club in Tucson, Ariz., 
under Chamber of Commerce spon- 
sorship welcomes fall and winter 
visitors at semi-weekly parties. 
Visits to ranches and other inter- 
esting places include transporta- 
tion and luncheon. 

Club guests buy considerable 
merchandise in local business places 
and tell people in their own towns 
of their welcome. 
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MORE BEAUTY 
Only Waterloo Boxes have the exclusive WEIGHT SAVING 
DESIGN that catches and holds customers, first glance. 


MORE MODELS 

The Waterloo line is a COMPLETE LINE with a box for 
every job. No customer need buy a box unsuited to his 
specific requirements. 


MORE VALUE 

Waterloo boxes are PRECISION MADE—PRECISION 
ASSEMBLED—PRECISION INSPECTED. Give cus- 
tomers the finest box money can buy. 


Waterloo boxes are COM- 
PETITIVELY PRICED. Made to 
outlook, outlast, outsell com- 
petition. 


Stock your counters with 
eye-catching Waterloo 
Boxes. Write your jobber or 
send for free catalog. 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA 


Gentlemen: Please rush me the new 1952 Catalog. 
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CHENEY 


Teli Mmated(eiiare| 
hammers 


Sell the hammers millwrights 
and carpenters ask for. Only 
hammers with the exclusive 
nail holding device that saves 
time and labor. Cheney 
Hammers have been known 
and used all over the world 
since 1836. 

Order some Cheney Nail 
Holding Hammers from your 
hardware jobber today and 
watch your hammer sales 


increase. 


Pride of the Tool Chest 


Sales Representatives: 


JOHN H. GRAHAM & CO., INC. 
New York, WN. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


HENRY CHENEY HAMMER 
CORPORATION 
LITTLE FALLS, N. Y. 





146 














ashington 
NEWS and Views 


Reports on Events Affecting the Hardware Business 








Opposition to Stronger 
Labor Law Growing 


Moves to head off any congres- 
sional attempts to ban industry- 
wide bargaining are gaining mo- 
mentum at the Capitol. Sponsors 
of these moves are aware that 
there’s a strong possibility that the 
Taft-Hartley law will be thrown 
open for amendment this year. 


They are grimly determined to 
block any move calculated to 
“strengthen the law” (as pro-man- 
agement members see it) or “make 
Taft-Hartley more onerous. to 
labor” (as pro-union members 
view it). 

Taft-Hartley repeal advocates are 
pointing to a new Library of Con- 
gress study (prepared for the 
Senate Labor Committee) which 
maintains that any prohibition on 
industry-wide bargaining would not 
necessarily reduce the danger of 
national emergency strikes. 

Furthermore, small employers 
and weak locals could be harmed by 
such a move, it is maintained. 
Pointing out that only the coal and 
rail industries would be affected by 





‘ 


(Continued from page 10) 


such a ban, the report predicts that 
small employers would find them- 
selves at a disadvantage in dealing 
with strong national unions. 

Senator Robert A. Taft (R., 0.), 
says he does not now favor any 
such prohibition. But he predicts 
that Congress may be forced into 
enacting “something like that” if 
other remedies prove to be inade- 
quate in coping with national emer- 
gency strikes. 


Lawyer Takes Woods' 
Job As OPS Chief 


President Truman has appointed 
Joseph H. Freehill of New York as 
Director of Price Stabilization. He 
had been acting in that capacity 
since the resignation of Tighe 
Woods on Nov. 24. 

Mr. Freehill joined OPS in 
February, 1951, after service as 
associate counsel of a Senate labor 
sub-committee on  labor-manage- 
ment relations. He successively be- 
came chief counsel and Deputy Ad- 
ministrator of OPS. Before going 
into Government service, he prac- 
ticed law in Washington, in 1944- 
1950. 


Commerce Department Views Consumer Durable 
Good Outlook As Favorable Up to 1955 


Virtually all metalworking and 
durable goods industries may look 
for high business levels to continue 


through 1953 — probably during 


most of 1954. But 1955 could—but 


need not—be something else. 


This is because expenditures for 





defense, as well as industrial ex- 
pansion, will have taken a down- 
turn with that year. This means 
further that the slack will have to 
be taken up by increased effort on 
the part of industry and business 
to spur sales of end items to the 
consumer. 

Such is the over-riding conclu- 
sion to be found in the Commerce 





Dept. report on its 6-month study 


looking to Markets After Defense 
Expansion made by leading econo- 
mists in government and industry. 

The report recognizes the “real 
possibility” of a business downturn 
beginning with 1955. But it em- 
phasizes that what happens will de- 
pend to a large extent on “business 
aggressiveness ... to expand pri- 
vate markets.” 

Under the spur of defense mobili- 
zation, industry-business expansion 
has reached a level of about $350 
billion in gross national product. 
Government procurement—Federal, 
state, and local—now absorbs near- 
ly one-third, or about $100 billion. 

Any changes in the military will 
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1953 


make a difference in industrial and 
business trends, but not immedi- 
ately. Regardless of congressional 
action this year, there will be little 
change in governmental expendi- 
tures for another two years. 

Reason is that a substantial por- 
tion of money already appropriated 
has not yet been spent. As of Jan. 
1, some $110 billion was still avail- 
able for spending. This is enough 
for two calendar years at the cur- 
rent rate of spending, which is 
about $55 billion. 

Defense expenditures must be ex- 
pected to drop off by from $5 bil- 
lion-to-$10 billion for 1955, perhaps 
more if the current and succeeding 
Congresses cut the fat from mili- 
tary programs. 

Industrial expenditures for ex- 
pansion will drop, beginning with 
1954. Slack must be taken up by 
other market outlets. 


Expand Market 


Increasing mechanization of 
farms is viewed as providing an 
expanding market. Farm equip- 
ment expenditures during 1951, 
considered below actual require- 
ments, amounted to more than $3 
billion. Of this amount, $1 billion 
was invested in tractors, and $2 
billion in other types of machinery 
and implements. 

Expanding residential and com- 
mercial construction has bolstered 
the market for major appliances 
from electric toasters to commer- 
cial deep freeze lockers. 
Expansion of the consumer mar- 
ket and the degree of success de- 
pends on several factors, the report 
points out. These include assump- 
tion that if development of new and 
better non-defense markets begins 
now, the present level of economy 
can be maintained at the present 
level, at least. 

This would mean that the con- 
suming public’s disposable income 
would run around $240-to-$250 bil- 
lion. The Commerce Department 
report indicates that with continued 
high employment and present wage 
levels, it should be from 5-to-7 pct 
better by 1955. 


In order to bring about this de- 
sired state, the report says, indus- 
try and business must strive for 
more markets, better products, and 
improved techniques for mass-sell- 
ing. Although the outlook is good 
for two more years, the time for 
business planning is now. 


(Resume reading on page 11) 
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: A is pee in CHARCOAL COOKING 


Tae BAR-B-GRILL 


Featuring a Sauce Pan that Lets the Chef 
Baste the Meat! 


* 
= 
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Flame flare is eliminated with 
a BAR-B-GRILL. The meat 
juices drip into the sauce pan, 
not the fire. 

The vertical fire box permits 
the coals to give off radiant 
heat. These Infra-Red rays 
cook the meat 
more thoroughly 
and up to % 
faster. 

The BAR-B- 
GRILL comes in 
a durable carry- 
ing case and 
assembles in 
sixty seconds. 


JOBBER INQUIRIES INVITED 


ee) 











Complete Package 


] e All Steel BAR-B-GRILL 


2: Aluminum Drip Pan 


Spit, Forks & Cooking 
@ Grids 

Attractive Carrying 
@ Case 






RETAIL 
Usual Trade 
Discounts 





















~ Order From 
Your Jobber 
Or Write 








2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT Ne. HS-238 


SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com. 
pletely refillable. 

















Yes, we now bave 62 Assortments 


.. AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes. . . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Sharon Bolt anit Sethe Co. 







BOSTON 
MASS. 
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INCREASE PROFITS 
5% OR MORE 


by buying Tacks and Nails 
from one source 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








It’s a fact! By buying all your tacks, na | 

taples, glazier p 

ther allied items from one source ee 

an increase profits 5 orig eee b 
shipping charges 


work, faster handling 


Convention Check List 


| a\ ~~ For complete details about the conventions listed by dates, below, see 
— 
€ SEAL OF a the alphabetical listings following this quick check list. 











14 SUPER 


January 23-25 New England Assn. 
24-26 Illinois Assn. 


25-27 Intermountain Assn. 


25-28 Nat. Sporting Goods Show 


26-28 Wisco Hdwe. Co. sens 

27-28 Rehm Hdwe. Co. 3-5 Missouri Assn. 
27-29 Indiana Assn. 9-18 American Toy Fair 
27-29 Mountain States Assn. 16-18 West Virginia Assn. 


24-26 Virginia Assn. 
31-Apri! 2 North Dakota Assn. 





February 

1-3 North Coast Assn. April 

|-4 Western Gift Show 7-9 South Dakota Assn. 

2-4 Ace Stores 12-14 Florida Assn. 

2-5 Ohio Assn. 12-14 Georgia Assn. 

3 Franklin Hdwe. & Supply Co. 12-15 Industrial Supply Convention 

3-5 Oklahoma Assn. 17-25 irha National Hardware Week 

3-5 Wisconsin Assn. ? 19-23 Southern Hardware Convention 

3-6 Garden Merchandise Show 

8-11 Coast-to-Coast Stores May Ay 

9-10 Tri-State Assn. 

9-10 Cotter & Go. 3-5 Alabama Assn. To HELI 

9-11 California Assn. 3-5 mineeeds Assn. WARE, Y) 

9-11 Marshall-Wells Stores Congress 3-5 Louisiana Assn. i 
The products shown are but a representa- 10-12 Kentucky Assn 24-27 Winter Sports Show brand-n 
tive few of the many sizes and types that a 4 j log It 
ATLAS makes. Ask your jobber for the 10-12 New York Assn. ‘ = ‘ 
complete list. Be sure to ask for ATLAS 10-13 lowa Assn. June in detail 
—the best | i i’ ! ‘ I : 
a e 086 nown name in jacks and nai's 15-17 Northern Wholesale Hdwe. Co. at “Gini Mee 1953 li 

pemTEe Tie eee. 17-19 Michigan Assn 
‘ " 11-13 Texas Wholesale Hdwe. Assn. packed 


17-19 Nebraska Assn. 
17-19 Pacific Southwest Assn. 
22-23 Arkansas Assn. 


ATLAS 22-23 Decatur & Hopkins Co. July 


b> | y 22-24 Tennessee Assn. 13-16 Nat. Retail Hardware Congress ] 
swce ATLAS ) 
el 3 1810 National Events 


TACK CORPORATION American Hardware Manufacturers vention does not include merchan 


11-13 Texas Hardware Boosters 




















FAIRHAVEN, MASS. » HENDERSON, KY. Assn. meeting in joint convention dise exhibit. Arthur L. Faubel is 
Makers of the largest variety of tack with the Southern Wholesale Hard- secretary of the manufacturers’ LIBBE) 

| ware Assn., April 19-23 at the association with headquarters at 

Hotel Adolphus, Dallas, Tex. Con- 342 Madison Ave., New York 17, 
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Libbey’s 1953 Retail Catalog 


SEND FOR YOUR COPY NOW 


To HELP YOU SELL MORE GLASS- 
WARE, you'll want a copy of this 
brand-new, comprehensive cata- 
log. It illustrates and describes 
in detail the complete new Spring 
1953 line of fast-selling, pre- 
packed Libbey Glassware. 


LIBBEY GLASS 


ESTABLISHED 


Keep the catalog in your refer- 
ence file . . . or keep it near your 
glassware display for use as a sell- 
ing aid when your customers ask 
about the many other popular sets 
in the Libbey line that you can 
order for them. 


MAIL COUPON TODAY... If you want a copy, fill in and 


mail the coupon. Do it now so we can send it by return mail. 


S18 


Store Name 


City 


LIBBEY GLASS, Division of Owens-lillinois Glass Company, Toledo I, Ohio 


tatu. Si Qo 


HARDWARE AGE, JANUARY 22, 1953 












Libbey Glass, Dept. H, Toledo 1, Ohio 








Please send me your new free 


Spring 1953 glassware catalog. 








Zone 


State 





Requested by 














* RC-238 | 
KING 
ROYAL 
DELUXE 


RETAIL 
PROFITABLY 


from $495 
to $7995 


33” high-66” x 19” 
work surface. 
Has electric spit, 
twin adjustable 
fireboxes, 

upright firebox. 


RC-37 
ROYAL 
PATIO 
PRINCE 


33’ 
48’ 


"high, & 
’x19” work FF 


surface. 


Exc 
styl 
fea 


eptional 
ing and 
tures with / 


right price 


for 
sell 


volume 
ing. 


7 LL “ 
Lt Zz 
+ RC-22 
PICNIC 


Collapsible 


tubular legs. | 


Se 


WRITE FOR FOLDER. Complete 


lin 


e .. . superior features, and 


priced (with full profit to you) 


fo 


MA 
FIR 
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r real VOLUME SALES! 


On display at SPACE 1119A, 
Merchandise Mart, Chicago, Illinois 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 


NUFACTURERS OF GAS HEATING APPLIANCES, 
EPLACE FURNISHINGS, BARBECUE GRILLS 





Industrial 





| 


N. Y. T. W. McAllister is managing 
director of the wholesalers’ associa- 
tion with headquarters at 814 Met- 
calf Bldg., Orlando, Fla. 


American Toy Fair, March 9-18, at 


permanent show rooms, 200 Fifth 
Ave., 1107 Broadway and vicinity. 
Temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New 
York City. H. D. Clark, secretary. 


Garden Merchandise & Supply Show 


(National) Feb. 3-6 at the Tist 
Reg. Armory, 31st St. & Park Ave., 
New York City. Sponsored by the 
National Garden Supply Marketing 
Bureau, George E. Perry, director, 
1901 St. Paul St., Baltimore 18, Md. 


Hardware Week (irha) April 17-25, 


sponsored by the National Retail 
Hardware Association, 965 N. Penn- 
sylvania St., Indianapolis 4, Ind. 
Managing director, Russell RB. 
Mueller. 


Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
iointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clar« Bldg.. Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; The National Jndustrial 
Distributors’ Assn.. 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary and the Southern 
Distributors’ Assn.. 712 Volunteer 
Bldg.. Atlanta. E. L. Pugh, secre- 
tary-treasurer. 


Materials Handling Show. May 18-22, 


at Convention Hall, Philadelphia, 
Pa. Sponsored by the American Ma- 
terial Handling Institute. 


Motor Boat Shows, National Motor 
Boat Show, Feb. 6-15 at Interna- 
tional Amphitheater, Chicago, and 
Sports, Travel & Boat Show, March 
6-15 at Civic Auditorium, San 
Francisco, Cal. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Leach, 
Fla. Headquarters, Casablanca Ho- 
tel Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Southern Wholesale Hardware Assn., 
meeting in joint convention with 
the American Hardware Manufac- 
turers Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. T. W. McAllister is 
managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sports Show, National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12 at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute. 


Regional Events 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardwares Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 


and Stockholders’ 
Meeting, Jan. 26-27, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager (Postponed.) 


chandise Fair 


Coast-to-Coast Stores annual meeting 


and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc.. 29 Main St., 
S. E., Minneapolis 14. 


Cotter & Co. Spring show and annual 


stockholders’ meeting, Feb. 9-10, 
1953, at company headquarters, 365 
E. Illinois St., Chicago 11. 


Decatur & Hopkins Spring Open 
House and Dealer Value Days, Feb. 
22-23. Sponsored by Decatur & 
Hopkins Co., at its salesroom and 
warehouse, 93 Berkeley St., Boston, 
Mass. 


Franklin Hardware and Supply Co.. 
annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 238, Pa. 
F. Leon Herron, president and gen- 
eral manager. 


Gift Show, 26th Western China, Glass. 
Gift, Jewelry. Toy, Stationery & 
Housewares Show, to be held con- 
currently with western Winter 
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All With Presto 
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Here’s the tackle that gives your customers fishing 


Sho w and 








gota i S at its best. It’s designed right—built right—priced 
'K City, ' ° ° 

al Sporting 1 right—to sell right. You can’t afford to not stock 
Yo. LaSalle Fail it! Now is the time to see your jobber and— 


Shutt, sec- 
SEMI-PRO PRESTO-LOCK® OFFSET ROD 


HANDLE. Finest and simplest made. One 
easy operation locks reel tightly in seat 
and locks tip with guides perfectly 
aligned. No parts to lose. Patented. 


vare Assn., 
ntion with 
- Manufac- 
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Tex. Con- 
merchan- 
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he whole- 
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SMOOTHCAST® REEL. Line plays-out at 
pre-set tension. Saves fish. Also, direct 
drive and Nylon gears. No. 790S— $13.50. 
Without Slip-Clutch $12 to $22.50. 





er Sports 
otel New 
Manager, 
26th St., 





ing and 
9-12 at 
ww York. 
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FREE-CAST® REEL With NEW SPEED LEVEL-WIND ANTI-BACK-LASH”® REEL. 
Long famous — now better than ever. 


CONTROL. No thumbing—no back- 
lashes. Accurately controls spool Spool brake applies when line 
speed for lure weight and wind. $11. c * — slackens. $16. Others $7.75 to $25. 





LINES 
BAITS FOR THE BIG BOYS a. 


BASS-ORENO ® ITSADUZY ® NIP-I-DIDDEE® 
3/4 ounce $1.25 5/8 ounce $1.25 5/8 ounce $1.40 


All With Presto-Lock® Handles 
No. 2800 Solid Glass Rod. Ei “a , ~ 
ane action. 5’,5%’ or & "> _ io >» 
’ lengths. $15.75. eh “ek _— a , if 
No. 2850 Solid Glass Rod. ~~ f oa < 4/ i J 
= JOINTED BABY HL L 


Medium action. 2-pc. 5’,534’ 
or 6’ lengths. $17.50. FIN-DINGO ® PIKE-ORENO® PIKE-ORENO® FISH-OBITE® 

DECEIVER® camouflage 
Nylon. 50 yards $1.10 u 


No. 2830 STEPGLASS® 1/2 ounce $1.25 5/8 ounce $1.25 1/2 ounce $1.50 4/10 ounce $1.25 
NEW TRADE CATALOG SOUTH BEN | 


Rod. Light action. 5’ or 5%’ 
lengths. $16.50. 
Shows all South Bend tackle. Includes new bait, fly, a 
spinning and salt water rods— ew reels—mew lures— 7 New ‘Jom 
SHOU the frig’ 
‘ Wetreg 


LiL RASCAL® 


1/4 ounce $1.25 BLACK-ORENO® Nylon < 


silk. 50 yards $1.10 uy 








new lines. Write for it— you need it! 
SOUTH BEND BAIT CO., 910 High St, South Bend 23, indiana 











SPRAYERS 





CHAPIN 


+ DUSTERS - FUEL TANKS 





NEW spit. PROOF 
FUEL TRANSFER 
TANK 


COMPARE IT FOR PROFIT 
Full Mark-up 


This exclusive Spill-Proof fuel transfer 
tank gives you a high mark-up, yet can 
be sold for only $8.95 retail. It's a fact 
— check your price lists! 


Can’t be beaten for 
Quality and Price! 


With its low, popular price and new 
safety features, (see below) Moto-Fil is an 
attractive traffic building item. Display it 
all year round for continuous extra volume 
sales. 


Unlimited Uses 
Markets are not restricted. Use Moto-Fil 
to transfer fuel or industrial fluids. 


Suggested 
Retail 


Model 
No. 136 


“MOTO-FIL 


COMPARE IT FOR EASY, 
EFFICIENT USE 


Spill-Proof. Pouring is eliminated. No need 
for funnels or spouts. High winds can’t 
spray fuel into the air. 


Instantaneous Shut-Off 


Trigger’ controlled — Press it flows... 
release it stops ...No spill. ..No waste. 
Pressurized 


A few easy strokes of the built-in brass 
pump and abundant pressure is ready in 
the 2 gal. ‘‘plus’’ capacity, heavy gauge 
Armco Zinc Grip, rust resistant galvanized 


steel tank. Every seam electric welded! 
48” oil resistant hose affords a ‘‘long- 
reach’. Carry by ‘fold-away’ formed 
handle. 


* Registered Trademark 


THAT EXTRA — 


Double nozzle for double 
duty hand spraying. Copper 
& Brass tank 33 
ounce capacity. 
Resistant to all 
caustic solutions. 
One of a family 
of many in this 
outstanding line. 












R. E. CHAPIN Mfg. Works, i Ine. 





200 CHAPIN ST. 





Zee Since 
1887 


sack and Wheelbar 






BATAVIA, N. Y. 
ly Distributed 


c lete Line Nati 








Frank Hacking (Canada Ltd.), 44 Yonge Street 
nada. 


oronto, Ca 
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Market, Feb. 1-4, at the Civic Au- 
ditorium, Palace, St. Francis, and 
Sir Francis Drake Hotels, and 
Western Merchandise Mart, San 
Francisco. 


Lamp and Picture Show, 7th annual 
California Lamp and Picture Show. 
Jan. 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Marshall-Wells Stores congresses: at 
Duluth, Minn., Feb. 9-11; at Port- 
land, Ore., Feb. 16-18; at Seattle, 
Wash., Feb. 23-24; at Spokane, 
Wash., Feb. 23-24; at Billings, 
Mont., Feb. 2-3. Sponsored by the 
Marshall-Wells Co., Duluth 1, Minn. 


Northern Wholesale Hardware Co. 
convention and merchandise exhibit, 


Feb. 15-17, at Portland, Ore. Spon- 
sored by Northern Wholesale Hard- 
ware Co., 805 N. W. Gilsan St. 
Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhibit, Jan. 27-28, at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary 


Texas Wholesale Hardware As<ocia- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club, 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 


Wisco Hardware annual Merchandis- 
ing School and Sales Show, Jan. 
26-28, at company headquarters. 
Sponsored by the Wisco Hardware 
Co., 15 So. Brearly St., Madison, 
Wis. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Arkansas’ Retail Hardware Assn., 
convention and exhibit, Feb. 22-23, 
at the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary. J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn.. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fila. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Assn., con- 
24-26, at 


Illinois Retail Hardware 
vention and exhibit, Feb. 


Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27 -29, at 
the Murat Temple, Indianapolis, 
Secretary, G. F. Sheeley, 964 No. 
Pennsylvania St., Indianapolis 4 


Intermountain Assn., convention, Jan. 
25-27, at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13, at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds. Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn.. con- 
vention and exhibit, Feb. 10.12, at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 


Louisiana Retail Hardware Assn. in 


joint convention with Mississippi 
Retail Hardware Assn., May 3-), 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, 
Miss. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19, at Detroit. 
Meetings, Hotel Statler. Exhibit. 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 
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Old man winter is one of your best salesmen. He’s 
the guy who makes those slippery, icy days . . . and 
the guy who can make big business for you. 
Profit-wise merchandisers feature Dowflake (Dow 
calcium chloride 77-80%) the most popular product 
for ice removal. With hundreds of ice-conscious 
people in your area, a good display of Dowflake can 
boost winter profits with a minimum amount of 
sales time. 

Dowflake’s effectiveness and ease of application 
make it the ideal de-icing product for steps and side- 
walks, parking lots, gas stations, garages, public build- 
ings and many other places where ice is a problem. 
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BOOST WINTER PROFIT 
BY FEATURING DOWFLAKE* 


Ice removal means big demand, 


ready market for smart merchandisers! 





Old man winter supplies hazardous ice. Take ad- 
vantage of this ready-made market and sell “Safety”. 
Your Dowflake distributor can furnish you with an 
attractive counter or window display, a variety of 
informative literature and newspaper advertising 
mats. All of these pieces are designed to help you 
make the most of your Dowflake market. 


Remember, there’s a year around demand for Dow- 
flake, the ever-thirsty chemical. In the warm months 
it is used for dust and humidity control. Be sure to 
check with your Dowflake distributor today and 
stock up for the big winter business. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 





you can depend on DOW CHEMICALS 









<> 











Now! 


THE CHTE LINE 


EXPAAR DS 


WITH HANDLES FOR | 


ALL STRIKING TOOLS 









| 


| 





1. EZY-FIX Handles® | 
TOP GRADE, all-white, long-fiber | 
Appalachian Mountain hickory, | 
chosen for its toughness, then sea- | 
soned and scientifically kiln dried. 


2. EZY-FIX Handles are clear-lac- 
quered to produce a slick, lustrous 
finish. This plastic lacquer coating | 
prepared in our own plant gives a | 
moisture-repellent finish, keeps the 
handle factory-fresh in the dealer's 
stock, and prevents deterioration 
while in use. 


3. EZY-FIX Handles are DOUBLE- | 
SLOTTED. Alongside the main slot, | 
there is a shorter slot at the tip of the 
eye. This makes it easier to com- 
press the eye for insertion into the 
tool head and therefore easier to 
drive the wedges. 

4. EZY-FIX Handles have firmly at- 
tached to them packets containing 
necessary wedges and simple in- 
structions so that anyone can do 
expert re-handling. 

5. EZY-FIX Handles have specially 
gauged eyes that make sure a 
“factory-like”’ fit for every tool head. 


6. EZY-FIX Handles are UNCON- 
DITIONALLY GUARANTEED. 


*r.M, REG, 
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| New 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5, at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29, at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19, at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


England Hardware Dealers 
Assn., convention and exhibit. Feb. 
23-25, at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention, Feb. 10-12, at 
Syracuse. Exhibit, Onondaga Coun- 
ty War Memorial Auditorium. Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


| North Coast Retail Hardware Assn.. 


convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 Ameri- 
can Bldg., Seattle 4. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 31- 
Apr. 2, at Sports Arena. Fargo. 
Secretary. Miss E. J. McGrann, 
54% Broadway, Fargo. 


Ohio Hardware Agsn., convention and 
exhibit, Feb. 2-5, at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hardware & Imp. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Ukla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Southwest Hardware Asgsn.. 
convention and exhibit, Feb. 17-19 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9, at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 785, Nashville 2. 


Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28, at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit. Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec- 
retary, M. D. Shepherd, Canyon, 
Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 
Ave., Stevens Point. 





Good Year Expected for Floor Coverings 


The outlook for 1952 in the re- 
silient floor covering industry 
seems to be shaping up in like pro- 
portion to 1952 which was a better 
than average years for the indus- 
try, according to Seymour Milstein, 
secretary -treasurer, Mastic Tile 
Corp. of America, Newburgh, N. Y. 

“There is every sign that sales 
in the industry will remain at their 
present volume level throughout 
the first half of the new fiscal 


vear,” commented Mr. Milstein. 

“The year will see a high rate 
of investment in new housing and 
in existing dwellings. Residential 
housing starts, an important con- 
cern of the flooring industry, are 
expected to continue on a par with 
the million units that were started 
in 1951 and 1952,” he said. 

He reported that his company’s 
sales were 30 pct ahead of the previ- 
ous year. ‘ 


HARDWARE AGE, JANUARY 22, 1953 











ALL AT 
PRICES 
HARDW 
ONLY. 


Cummins 38 
with bonus, 


Cummins 3! 
pieces with | 
attachment, 


Cummins 3! 
with bonus, 


Cummins 3 
pieces with 
attachment, 


Prices | 
ir 


HARDWA! 





‘, Robert k. 
Bldg., Okla- 


ware Assn. 
» Feb. 17-19 
+ Meetings, 
Auditorium, 
eier, 416 W. 


dwe. Assn., 
A pril 7-9, at 
um. Secre- 
S. Jefferson 


are Assn., 
at Peabody 
ry, Morris 
lashville 2. 


n., conven- 
-28, at the 
on. Secre- 
'-23 Texas 


iSSN., con- 
“eb. 9-10, 
Tex. Sec- 
, Canyon, 


ssn., con- 
ch 24-26, 
xs, Hotel 
in Legion 
T. Omo- 


sn., con- 
h 16-18, 
Charles- 
Fielding, 
on. 


Assn., 
. 3-5, at 
. Secre- 
Strongs 


iIstein. 
h rate 
ig and 
lential 
t con- 
y, are 
* with 
farted 


any’s 
orevi- 


, 


1953 





| 


Cummins FREE 18-Pc. BONUS 


Tops All Hardware Week Bargains 


Cummins 
makes 
HARDWARE 
WEEK 
last a month 


10,000,000 
Cummins 


bonus coupons 


push customers 
into your store 


» TO HARDWARE DEALER: 


This coupon entitles me to the 
$6.60 bonus value—18 extra pieces— 
with the purchase of any geared- 
chuck Cummins FIXMASTER KIT 


at its regular price. 


NAME 
2 Oe am ee ee ee 














$460 sai H 
au arrecuiar | $660 Bonys Value—FREE with any 
PRICES THROUGH ‘°& 
HarDwaRE WEEK | Gegred-Chuck FIXMASTER KIT 
ONLY... 
Cummins stretches Hardware Week to three extra weeks  *™ 32? 2 reoro™m" 
Commins 360, now, 60 pieces 2 pitherangrtien (oy for you with the biggest kit offers in IN ALL THESE I 
with bonus, still . .. . $29.95 P ry. Great: Magazines I 
Cummins pushes customers into your store with pre- ce | 
Cummins 3805, now, over 60 hardware week coupons in four leading, national farm i Saturday Evening Post i 
pieces with bonus and with saw and home magazines in advance of Hardware Week. You i March 28 | 
attachment, still . . . . $34.95 parlay sales and profits for over a whole month. \ Better Homes & Gardens \ 
. And, remember, only Cummins gives you full 30% dis- i aoe , | 
Cummins 3822, now, 49 pieces count direct from your jobber... gives you merchandise Successful Farming 
with bonus, still. . . . $24.95 priced to meet and beat chain store competition. l April I 
Hurry! Order your Hardware Week Cummins Bonus I Plus I 
Cummins 3823, now, over 50 Packages and geared-chuck Cummins FIXMASTER KITS I Point-of-Sale I 
pieces with bonus and with saw —Models 3804, 3805, 3822 and 3823—from your jobber H D ite! | 
e ais rit ynamite 
attachment, still... . . $29.95 now. Supply is limited. I I 
oe wees mm me 
Prices Slightly Higher TTT LIE 
in Canada e Cummins-Chicago Corp. 
| Since 1887 4740 North Ravenswood Avenue, Chicago 40 
334 Lauder Avenue, Toronto 10, Canada 
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WHAT'S NEW 





@ For more information on these products and services 


use free post card on page 159 


(Continued from page 13) 
age, which includes the free self- 
selling open stock container and 30 
electric drill bit sizes, sells to deal- 
ers for $18.14 and retails for 
$27.42. Irwin Auger Bit Co. 


For more data circle No. 8 on postcard, p. 159 


Car Mop 

This car mop gives a car wash 
without the use of a hose. It fea- 
tures a new rubber hand with hun- 


dreds of scrub action fingers made 
of cellulose yarn. Mop conforms to 
car contours, gets into hard-to- 
reach places in grilles and wheels, 
covers large areas quickly and eas- 
ily, and dries car as well. All that 
is needed is a pail and water. Mop 
rinses as it washes and can be used 
as a chamois, either on handle or 
on the hand as a mit. O-Cedar Corp. 


For more data circle No. 9 on postcard, p. 159 


Tank-Type Vacuum Cleaner 


Completely restyled, this tank- 
type vacuum cleaner with 12-piece 
attachment set features a Toss- 
Away disposable bag with %-in. 


flange and new slip-ring nozzle con- 
nection for positive, air-tight con- 
nection with tank. Finished in 
coral and bright metal, it has 
streamline handle and weighs only 
14 lb. Called the T-6, it has bal- 
anced air-flow suction design and 
is equipped with a thread magnet 
that catches thread, dirt, hair and 
other surface litter. Suggested re- 
tail is $89.95. Electric Appliance 
Div., Westinghouse Electric Corp. 


For more data circle No. 10 on postcard, p. 159 


Golf Cart 


Called the Caddy Master, this 
golf cart opens or closes automati- 
cally in three seconds with an ex- 
clusive Trigger-Fast folding ac- 
tion. Known as the Nadco 77, its 
wheels drop into place automati- 
cally and absolute rigidity is as- 
sured with its triangular construc- 
tion. Cart folds to a compact 9-in. 
width for easy storage. Made of 
rust-resistant aluminum tubing 
and reinforced die cast parts with 


sturdy upright chrome-plated steel 
shaft, it has 10-in wheels with 
oilite bearings and 1%4-in. punc- 
ture-proof tires. Retails for $24.95. 
National Die Casting Co. 

For more data circle No. 11 on postcard, p. 159 


Sliding Door Hardware 
This low headroom sliding door 

hardware set, the Budgeteer, can be 

installed by using a pencil, rule and 


screwdriver. It features a Micro- 


Just hanger which ailows adjust- 
ment of doors in 1/16 up to \ in, 
It has a no-jump track, an extruded 
flange prevents doors jumping the 
track and jamming. Also has wear- 
resistant nylon rim ball bearing 
rollers. Optional equipment includes 
adjustable metal header trim bon- 
derized and prime coated for paint- 
ing. Available in packaged sets for 
two by-passing doors in 4, 5, 6 and 
8 ft. door openings for door thick- 


nesses from 34 to 1% in. Line also 
includes sets for single doors and 
three by-passing doors. Stanley 
Works. 


For more data circle No. 12 on postcard, p. 159 


Adjustable Fish Rod 


This adjustable-length trolling or 
boat fish rod has a taper-ground fi- 
ber glass blade which telescopes 
completely through the 20-in. 
turned hardwood handle. It can be 
locked at any desired length be- 
tween three and 4% ft. by a new 
chuck locking device. List price is 
$3.95, including tax. Premazx Prod- 
ucts. 

For more data circle No. 13 on postcard, p. 159 


Electric Chain Saw 


Known as model 110, this one- 
man electric chain saw is suitable 
for topping, notching and felling 


large trees, for limbing, flush- 
cutting or under-cutting main 
branches, and for bucking logs and 
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KRCULATION MAGAZINES bring the Doughboy story to care- 
Iklected readers. LIFE, with its unequalled number of readers, 
hed by BETTER HOMES and GARDENS with its home-and- 
Moving audience. COUNTRY GENTLEMAN opens up the rich 
narket; HOUSEHOLD goes into small towns; PARENTS’ readers 
we children to buy for; LIVING FOR YOUNG HOMEMAKERS 
m gudience with i that permit the best in toys. 
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DOUGHBOY 
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is a long and impressive one. 


is Doughboy product is man- 
tured of the finest materials, 
roughly tested and inspected 
the most rigid quality con- 
conditions. If found to be 
pctive in materials or work- 
, teturn prior to using for 
replacement at no fur- 
F cost to purchaser.” 

















Ad schedule pre-sells 
Doughboy to magazine 
audience of 70 million 


Starting in April, Dough- 
boy advertising builds up to 


the peak selling season: 
April May June 


Life vee x 
Better Homes 

and Gardens ..x xX xX 
Country 

Gentleman ......x x xX 
Parents’ awe 2a 
Household ........ x x xX 
Living 

for Young 

Homemakers : £ =s 


. « . plus a consistent 
schedule in TOYS & NOV- 
ELTIES, PLAYTHINGS, 
and advertisements in RE- 
TAILING DAILY, POST 
EXCHANGE, SPORTING 
GOODS DEALER, and 
HARDWARE AGE. 








MAGAZINES GIVE DOUGHBOY EDITORIAL BOOSTS 


Doughboy Inflatables are not only one of the top advertisers in the 
is toy field, but because of their genuine reader interest and editorial appeal, 
4 they have been frequently featured in magazine articles. 
and newspapers which have featured Doughboy in their editorial columns 


Officials at Doughboy have always felt that good, sound publicity 
on their line of inflatable toys was a fine support for a strong national 
advertising program. Accordingly, this policy has been followed to the 
point where Doughboy is not only a leading toy advertiser, but is also 
a leader in the procuring of sales-stimulating publicity. 


To increase the effectiveness of its publicity, Doughboy is building 
a larger public relations department within its own organization. 


LIFE ad 


The list of magazines 





)WERFUL ADVERTISING, PROMOTION 
) PUSH DOUGHBOY TOYS AND POOLS 


Full page LIFE color ad sparks 
campaign for 53 summer line 


Spearheading its sales drive 
with a full-page color ad in the 
June 7th issue of LIFE maga- 
zine, Doughboy Industries, Inc., 
is putting heavy advertising and 
promotional pressure behind its 
°53 summer line of inflatable 
plastic toys and pools. 


The tremendous circulation 
and merchandising power of 
LIFE is backed up by a solid 
schedule of advertising in other 
big-circulation magazines: Coun- 
try Gentleman, Better Homes 
and Gardens, Parents’, House- 
hold, and Living for Young 
Homemakers. 


Supplementing this magazine 
advertising whats is a Coun 
circulation of some 60,000,000 
newspaper readers who will see 
retail advertisements featuring 
Doughboy merchandise. 


POTENT RETAILER AIDS 


A complete free kit of Doughboy 
advertising and merchandising helps 
is available to dealers. It includes 
display ideas, mats, glossies and 
electros, along with suggestions for 
newspaper, radio and TV advertise- 
ments. 


Other available dealer aids are: 
reprints and window 
streamers. Illustrated envelope stuff- 
ers complete with order blank ready 
for dealer imprint; full four-color 
catalog sheets; black and white cat- 
alog sheets available at our cost. 


Doughboy sales offices 


extend across country 


Stocks of Doughboy merchandise 
are maintained in the Doughboy 
factory in New Richmond, Wis., 
and in Doughboy Sales Offices from 
coast to coast: 


New York, New York, Doughboy 
Industries, Inc., 200 Fifth Ave.; 
Atlanta, Georgia, Atlanta Toy Mart, 
Inc., 84 Tenth St. N.W.; Chicago, 
Illinois, Eyerly Associates, 1442 
Merchandise Mart; Denver, Colo- 
rado, W. E. Bergstrom Sales Co., 
623 Exchange Bldg.; Dallas, Texas, 
Ben G. Thigpen, 2554 Overton 
Rd.; Minneapolis, Minn., Leslie E. 
Taylor, Merchandise Bldg.; Seattle, 
Washington, Ward Francis Co., 
Terminal Sales Bldg.; Los Angeles, 
Calif., Ward Francis Co., 527 W. 
7th St. 
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@ For more information on these products and services 
use free post card on page 159 


heavy lumber. Design of log-grip- 
ping teeth hold saw against the 
work and enables the machine to 
spike and feed itself completely. Six 
of these teeth are on each side of 
the cutter bar to prevent pulling 
to either side or jumping out of the 
cut. It weighs 18 lb. and is 29% x 
61% x 9% in., has Oregon Chipper 
Chain, Universal AC-DC 115-volt 
motor. Retails for $99.50. Porter- 
Cable Machine Co. 


For more data circle No. 14 on postcard, p. 159 


Garbage Can 

Here is a garbage can, called 
Alumalast, built of heavy rustproof 
aluminum in one piece. It has no 





bolts, rivets or seams. Can has a cor- 
rugated finish for added strength, 
and comes in large No. 8 family 


size. Datom Co. 
For more data circle No. 15 on postcard, p. 159 


Covered Cake Pan 


Added to the Mirro line of house- 
wares is this covered cake pan. 
Cover slides over pan to protect the 
food and keep it fresh. Suitable for 





158 


baking and roasting and handy for 
storing food, it is 13x 9x2 in. It 
is made of sturdy, polished alumi- 
num with rounded, easy-to-clean 
corners and sanitary tight bead. It 
has heat absorbing satin finish bot- 
tom and attractive selling label. De- 
signated No. 5480M, it retails for 
$1.95. Aluminum Goods Mfg. Co.. 


For more data circle No. 16 on postcard, p. 159 


Wood Preservative 


Preservation of dimensional con- 
trol of raw lumber is now possible 
with the use of this non-toxic sealer. 
It controls swelling and checking in 
raw lumber. Called Checkmate, this 
wood preservative is produced with 
a clear synthetic resin sealer, par- 
ticularly recommended to prevent 
shrinking and swelling of plywood, 
wood siding and sash and doors. 
Wilbur & Williams Co. 


For more data circle No. 17 on postcard, p. 159 


Plastic Candelabra 


Called the Beco Charm House all- 
plastic candelabra, these smoothly 
molded items come in four models. 
For mounting on walls, they are 
durable and cannot tarnish, dis- 
color, chip or peel. No. 915 Corona- 





tion, 14 in. high and 10 in. wide, 
comes in green, chartreuse and 
coral. No. 910 Simplicity, 9x84 
in., No. 905 Woodland, 16 x 6% in., 
and No. 920 Symphony, 17x9%4 
in., all come in green, chartreuse, 
coral and metallic gold. Two-color 
counter display with wall - type 
background and _ ready - mounted 
candelabra is free with initial or- 
der. No. 910 retails for 59¢; No. 


905 for 89¢, and No. 920 for $1 each, 
all prices slightly higher in South 
and West. Bernard Edward Co. 


For more data circle No. 18 on postcard, p. 159 


Electric Clothes Dryer 


This automatic electric clothes 
dryer uses a condensation principle 
which prevents lint and moisture 
from being discharged into the 
room, instead they are carried into 
the drain and flushed away by a 
power pump. Safety control shuts 
off heat, motor and timer, and in- 
side light goes on when door is 
opened. Has a capacity of 18 lb. of 
wet clothes and cycle can be ad- 
justed for any period up to 115 
minutes, including five-minute cool- 
ing period. Finished in white high- 
baked enamel, bonderized to resist 





rust, dryer drum and interior door 
surface are porcelain enameled. 
Maytag Co. 


For more data circle No. 19 on postcard, p. 159 


Angle Locknut Pliers 


Known as No. 750-8 in., these 
angle locknut pliers tighten lock- 
nuts in outlet boxes, remove burrs 
from steel tube or conduit, and cut 
and skin rubber covered wire. This 
model features a roller jaw which 
rotates freely inside the standard 
outlet box locknut, resulting in 





tighter locknuts and bushings and 

a permanently grounded system. 

Fixed jaw has two cutting edges 
(Continued on page 162) 
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Use this card for more 
information. Give Full 
Name and Address 








Postcard valid 8 weeks only. After thot use own letrerhead fully describing item wanted 


use this FREE 


ul 
Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 














A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 
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No postage necessary if mailed in the United States 








POSTAGE WILL BE PA 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


1D BY 


1/22/53 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is the new Quick Check Card 


What it is... How it works 





© Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New’ columns. You get more 
of these in HARDWARE AGE than in any other magazine. 

© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


© Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 





© Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- Tals 
complete addresses. % \ 
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Postcard valld 8 weeks only. After that use own letterhead fully describing item wanted. 1/22/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Eye Appeal . . . For Fast Turnover! Designed 
for quick over-the-counter sale to the average 
housewife or homeowner, the HYDE BLUE 
DIAMOND features an eye-catching blue plastic 
handle and sparkling mirror-finish blade! 


Priced . . . For Fast Turnover! These features 

¢ are revolutionary for a low priced line... . 

& \ whose suggested retail prices range from a 50¢ 
) putty knife to $1.20 for the giant 5” taping 
knife! There’s a variety of sizes for practi- 

cally all household uses . . . two putty 








TAPER GROUND BLADE 
HEAT TREATED BLADE | 
MIRROR FINISH | 
TUBULAR BRASS RIVETS 
——@ STRIKING COLOR 








knives with blade widths of 144”; four 
scrapers with blade widths of 3”, 4”, 5”. 






@ NO UNCOMFORTABLE SEAMS 





= Quality... For Fast Turnover! 
— Blades are scientifically hardened 
~ and tempered, individually ground. 
Plastic handle is seamless for 
comfort, unbreakable, non- 
flammable! 


Displayed .... For Fast Turnover! 
You have a choice of three handsome, 
compact displays . . . each priced to 
give you a FULL 66%% PROFIT 
ON COST! 






P=) 
— 
po 








No. 703 Assortment No. 903 Assortment No. 203 Assortment 


@ FOR FULL INFORMATION, SEE YOUR JOBBER OR WRITE DIRECT 
TO HYDE MANUFACTURING COMPANY, SOUTHBRIDGE, MASS. 
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HYDE MANUFACTURING COMPANY 
Southbridge, Mass., U.S.A. 
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Coaster Brakes 


are back again! 

















The bright and shining 
appearance of today’s 


f Bendix* Coaster Brakes 
win instant customer 
attention and approval. 

as With Bendix you sell not 


only the best looking coaster brake 
on the market, but by all odds the 
finest performer of them all. 
Remember Bendix Coaster Brakes 
are the product of the greatest expe- 
rience in braking. For Bendix brakes 
are known wherever wheels turn or 
planes fly. 

Thus when you specify Bendix you 
get double value—better looking— 
better performing coaster brakes. 


*REG. U. S. PAT. OFF. 


10 outstanding features 


Coasts Longer * Stops Quicker 
Reliable Performance 
Longer Life 


Lightweight * Easier Pedaling 


* 

* 

* 

* 

* Simplicity of Design 
* Fewer Parts 

* Easy to Put Together and Take Apart 
* Self-Aligning Brake Shoes 

* Sealed Against Dirt and Water 

* 


Requires Less Pedal Pressure 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
72 Fifth Ave., New York 11, New York 
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WHAT'S NEW 








which scrape off excess metal on 
pipes. It also cuts wire with the 
base of the jaw and is adapted to 
skinning rubber insulations without 
damaging the wire itself. Utica 
Drop Forge & Tool Corp. 

For more data circle No. 20 on postcard, p. 159 


Dowser 


Here is a device for searching 
out the wood studs behind plaster 
or wall board walls. The device, 





made of sturdy plastic with two 
enclosed balls, is held against the 
wall which is struck a light blow. 
The slight jar will be transmitted 
to the dowser and the movement of 
the balls inside the transparent 
tubing indicates stud location. In- 
dividually packed, retail price is $2. 
Ford Products. 


For more data circle No, 21 on postcard, p. 159 


Aluminum Foil 


Called Nu-Brite,; this aluminum 
foil for household use is pure Alcoa 
foil in household weight, 12 in. 





wide, available in 25 and 50 ft. rolls. 
It can be used to line broiler pans 
and to wrap fish, meat and potatoes 
for roasting. It is handy for bowl 


covers and can be used for gift 
wrapping and protective wrapping 
for guns, silverware, paint brushes, 
etc. Packaged in an attractive car- 
ton printed in %-in. stripes of 
green and white, it has a red, white 
and blue label on three sides; fourth 
side has illustrations of various 
uses of the foil. Federal Enamel- 
ing & Stamping Co. 


For more data circle No. 22 on postcard, p. 159 


Filtra-Matic Dryer 


Here is a low voltage plug-in ver- 
sion of the Filtra-Matic electric 
clothes dryer which requires no out- 
side vents or plumbing. Lint and 
moisture are removed by the Filtra- 
tor at bottom of cabinet; moisture 
drains into rust proof porcelain 
tray below. Connection is provided 
for flexible tube to carry collected 
water to floor drain, or water can 
be emptied by removing tray. 
Styled in white and chromium, it 
has one-piece top and back panel. 
Cabinet and drum are finished with 


ett 
e* 
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* 
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porcelain. Dry-O-Matic Timer will 
shut off unit automatically when 
clothes are dry. Frigidaire Div., 
General Motors Corp. 

For more data circle No. 23 on postcard, p. 159 


Food Waste Disposer 


With features designed to cut 
installation costs, this electric food 
waste disposer is 14 in. high and 
has a self-contained rotor revers- 
ing switch. Drain outlet is a tubing 
rather than cast metal, permitting 
easier and better sealing to the 
trap. Only three easily adjusted 
bolts mount unit to sink drain. 
Quiet operation is obtained by 
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with the NEW 
2-LABEL CARTON 


— 


| x 














THIS... 


Yellow “top up” for con- 
ventional shelf stacking. 


or THIS... 


Black “bottom up” for 
the New “up-side-down” 


shelf stacking. and THIS ee 


Open carton telescoped 
inside its cover has read- 
able, right-side-up end 

THE 8 POPULAR SIZES label. 

@ 3/16” rolls of 100, cartons of 1000. 

@ 1/4", 5/16”, 3/8”, 7/16", 1/2” 

rolls of 50, cartons of 1000. 
@ 5/8”, 3/4” rolls of 25, cartons of 500, 
All A.S.A. Medium, Steel 


Over 437 Distributors Now Stock 
M-C Lock Washers in Coin Pak, 


THE 


131 EAST NASH STREET ° 
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126 € with LOCK WASHERS 





® Coin Pak in new 2-Label Carton 


2 New Packaging Ideas with powerful sales 
appeal .. . at no extra cost. 


® Coin Pak in new 2-Label Carton 


The most economical way of stocking and 
handling packaged lock washers . . . at no 
extra cost. 


© Coin Pak in new 2-Label Carton 


Machine Packaged to safeguard quality . . . 
eliminate linkers, mixed sizes, foreign matter 
. at no extra cost. 


® Coin Pak in new 2-Label Carton 
First and Only Lock Washer Item sold only 
through recognized distributors . . . at no 
extra cost, 


For Sample of Coin Pak, tear out Signature 
at bottom of this ad, sign and mail today. 


MILWAUKEE 12, WISCONSIN 


Manufacturers of o Complete Line of Lock Washers in all Standard and Special Sizes: Steel, 
NorFerrous ond Plated; in Bulk, Conventional Pockoges, Special Packages and Coin Pak. 


A 7310-1P-C 








~ SPINTIT 


REG. U. S. PAT. OFFICE 


ORIGINAL 


WRENCH 
WITH THE 
SCREWDRIVER 
ACTION 





@ ASSEMBLY WORK \ 

@ REPAIR WORK 

@ RADIO 
@ TELEVISION 
@ INDUSTRIAL 

@ AIRCRAFT 


WALDEN 
SS 2 


WorceEsTE 


STEVENS WALDEN, Inc. 
WORCESTER 4. MASS. 
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WHAT'S NEW 











floating unit on neoprene gaskets 
| at drain mounting and trap. Unit 
| is continuous feed type and lid 








u 
&. /@| 
_ actin | 


“noe tas c tree ee scr” 





a 
° 








Reems 


serves as sink drain stopper. Re- 
tails for $99.95, slightly higher in 
West. Youngstown Kitchens, Div. 
Mullins Mfg. Corp. 


For more data circle No. 24 on postcard, p. 159 


Tin Snips 

Called Tru-Cut, these tin snips 
| will accurately cut sheet metal up 
| to 20-gage in thickness. Circles, 
square points or straight cuts can 
be made without wrinkling the 
metal. Operated with both handles 
above the material, they can be 
used with either right or left hand. 
Snips have cup tension washer 
which maintains uniform pressure 
on blades and givés clean cut. Made 
from carbon tool steel alloy with 








blades hardened to hold sharp cut- 
ting edge, blades are 2% in. and 
overall length is 12 in. J. Cart- 
wright & Son. 


For more data circle No. 25 on postcard, p. 159 


@ For more information on these products and services 
use free post card on page 159 


Swimming Accessories 


Here is a new line of King Nep- 
tune swimming accessories, sea- 
green in color and made of natural 
gum rubber. Included in the line 
are adjustable swim fins, shown 
here, swim masks and goggles with 
unbreakable lenses, and ear and 
nose protectors. Straps are in- 
tegrally molded to fins, which float 
and aid beginners. Available in 
model $250, medium, 3 to 6, retail, 





$3.98; and model S265, large, 8 tc 
12, retail, $4.48. Masks retail for 
$1.35 and $1.50. Martin Rubber Co. 


For more data circle No. 26 on postcard, p. 15% 


Shelf Supports 


These adjustable shelf supports 
are available in 18 and 24 in 
lengths. One set includes fow 
supports, eight brackets and neces: 
sary screws, all packed in attractive 
two-color carton suitable for stor- 
age and over-the-counter sales. 
Shelf supports are painted in beige 
prime coat and can be repainted to 
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CASH SALES) 









SIMONDS 


5i-cL ont 


gon SAWS 


















































when you sell the 
Leader in the Field... 








Yes, Simonds SI-CLONE Saw Line is really mats, etc....all ready to be put to work for 
ringing the bell... on cash-registers from coast you right now. 

to coast. And look at all the exclusive mer- 
chandising features SI-CLONE gives you to sell: 









Get in touch with your jobber or the nearest 
Simonds Branch Office and get ful 


e Simonds Guaranteed Quality at Popular Prices. details today! 


eComplete Line ... 13 saw-types (including 
Dado, Carbide Tipped and Metal-Cutting 
Saws) ... up to 12” diameter. 

e Round or special shaped center hole for all 
table and portable electric saws . . . for home 
workshops, contractors, schools, etc. 

e IMMEDIATE DELIVERY FROM STOCK. 

e Sales-building counter stock display racks; 
eye-catching, individual packaging; andacom- 

lete merchandising set-up ... folders, win- 
ow streamers, display cards, newspaper ad 


SIMONDSIe 


SAW AND STEEL. CO. 
hence apt 

























Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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AMERICA’S MOST SUCCESSFUL 


~ Rubber 
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ya Noiseless! 
Dx Shock Absorbing! 
XP Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . . . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’'s SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 











The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGO: 


Ch Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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match cupboards. Brackets are 
electro-plated. Supports require no 
cutting or fitting. Leigh Building 
Products Div., Air Control Prod- 
ucts, Inc. 


For more data circle No. 27 on postcard, p. 159 


Nut Cracker 








This nut cracker is powerful 
enough to crack the nut shell and 
gentle enough not to crush the nut 
meat. It is also suitable for crack- 
ing lobster shells. Available in the 
standard model, retailing for $1, 





\ a 
and the Deluxe model, $1.75. The 


latter is attractively packaged in a 
gift box. Mouli Mfg. Corp. 


For more data circle No. 28 on postcard, p. 159 


Machine Bit Set 


For the home workshop, these 
fast boring, clean cutting machine 
bits fit a 14 in. electric drill. The 
set, in an attractive leatherette 
case, contains one each of _ fol- 
lowing bit sizes: 14, 3%, %4, %, and 
3%, in., all on %4-in. shank. Acra- 
bore, Inc. 





For more data circle No. 29 on postcard, p. 159 


Recipe File 


Favorite recipes and household 
hints can be kept in order and 
ready for quick reference in this 
all-plastic Lustro-Ware recipe file. 
It will not rust, dent, chip or peel 





and can be wiped clean of food 
stains with a damp cloth. Tapered 
design leaves tops of cards free for 
quick inspection and easy removal. 
It holds standard 3x5-in. cards and 
indices. Hinged cover opens up- 
right and will not drop back. Sug- 
gested retail price is 69¢. Colum- 
bus Plastic Products, Inc. 


For more data circle No. 30 on postcard, p. 159 


Two-Door Refrigerator 


Bonus Door shelves, built into 
the door, add a cubic foot of stor- 
age capacity to this double-door 
model refrigerator. Model RDC- 





12AD, its door handles are of gold, 
green and chrome ‘and it has a 
chest with 77 lb. capacity for freez- 
ing foods or storing frozen foods. 
Overall capacity is 12 cu. ft. It has 
Butter-’n-Egg conditioner with 
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COMPLETE SELECTION! 


There's an Allenco sprinkler or hose accessory for wh 
atever You, Watering Need 


your bes? 
5" fool fer it is ig 


PRESOLD! he ALLENCO dec 
WwooDsing 


Allenco watering-tools—more than any other—are 
presold to your customers by advertising. (A806 
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AULENCO Fine Spray 
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ALLENCO 


where 
you buy garden suppy 
bes 














Established 1887 


W. D. ALLEN MANUFACTURING CO. 
CHICAGO 6 «© NEW YORK 7 


HARDWARE AGE, JANUARY 22, 1953 











SHOW YOUR FARM TRADE 
THIS NEW, IMPROVED 


CALF GETS ALL THE MILK 


CALFEEDER 


NEW 8&-QUART SIZE 
ALSO AVAILABLE 


@ New, improved nipple assembly, 
offered only by the CALFeeder Nipple 
Pail, permits calf to get practically ALL 
of the milk. Tests show only 10 cubic 
centimeters (spoonful) of milk can re- 
main in pail. Show your farm trade this 
exclusive, money-saving, MILK-SAVER 
feature. NOW TWO SIZES! CALFeeder 
Nipple Pails are made in 8-qt. and 12- 
qt. sizes, to fit all requirements. There's 
only one genuine CALFeeder Nipple 
Pail, Write for FREE folder. 





SELLER TO 
THE FARM TRADE 


LOCK- ow 


TRACTOR FUNNEL 





@ Farmers buy LOCK-ON Tractor 
Funnels because steady funnels save fuel 
and time. Here’s the only LOCK-ON 
Tractor Funnel made. A profitable item 
and a big seller. Write for FREE folder. 


GENERAL METALWARE COMPANY 
Minneapolis 13, Minn. © Portland 10, Oregon 
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@ For more information on these products and services 
use free post card on page 159. 


six-position temperature controls. 
Flexible shelf arrangement per- 
mits storage of bulky items and it 
has arctic shelf, two crispans of 
lightweight plastic, and fully au- 
tomatic defrosting system. Bendix 
Home Appliances, Div. Aveo Mfq. 
Corp. 


For more data circle No. 31 on postcard, p. 159 


Gas Water Heater 


Here is a corrosion-proof copper 
core automatic gas water heater 
designed so that the water never 
touches any metal but the corrosion- 
proof copper. It has an inner tank 
of heavy copper encased in steel; 
automatic cut-off control and con- 








cealed working parts; outer steel 
shell with baked enamel finish. It 
carries a 10-year replacement guar- 
antee. It cannot crack and will with- 
stand pressure of 350 Ib. per sq. in. 
Fiberglas wall imprisons heat. 
Available in 20, 30, 45, 60 and 80 
gal. sizes, retail prices range from 
$200 to $275. Trageser Copper 
Works, Inc. 


For more data circle No. 32 on postcard, p. 159 


Floor Coverings 


Three new patterns, known as 
New Yorkers, in an inset tile effect 
with a diagonal decoration, are 
enamel surface yard goods added 


to the Gold Seal line. No. 813, yel- 
low and blue, is called Manhattan: 
No. 814, red and black with yellow 





on gray, is called Broadway; Nv. 
815, green and black with yellow 
on gray, is called Madison Square. 
No. 813 is available in 6-ft. width, 
Nos. 814 and 815 in six, nine and 
12-ft. widths. Congoleum-Nairn, 
Ine. 


For more data circle No. 33 on postcard, p. 159 


Thermostatic Control 


This thermostatic control, added 
to the 1000-1500 watt 240 series of 
Heetaires, is automatic. Control dial 
is set at temperature desired and 
the Heetaire automatically produces 
and maintains any temperature be- 
tween 40° and 85° F. Series 240 
Heetaires are also made with man- 
ual control. Catalogs furnished upon 
request. Markel Electric Products, 
Inc., and La Salle Products, Inc. 
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For more data circle No. 34 on postcard, p. 159 
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Portable Saw 


Called the Maxaw 800, this por- 
table saw with an 814-in. blade fea- 
tures magic-pivot construction and 
cuts 234 in. at 45° on all cuts in 





2-in. dimension rough or oversize 
lumber. Weighing only 14 lb., it 
has power for cutting through wet, 
soggy timbers, transits, concrete, 
flues, liners and other tough mate- 
rial. Equipped with telescoping 
safety guard that rolls on ball bear- 
ings for quick, snap-back action, it 
retails for $89.50, slightly higher 


in Canada. Cummins-Chicago Corp. 
For more data circle No. 35 on postcard, p. 159 


1-Gal. Picnic Jug 


Companion to the 2-qt. size, this 
1-gal. picnic jug, the De Luxe, fea- 
tures two drinking cups, an outer 
shell of ribbed aluminum and Fiber- 
glas insulation. It can be taken 
apart completely for cleaning. Glass 
liner is replaceable if broken. Other 





features are the same as those in 
the 2-qt. model. W. W. Faris Mfg. 
Co. 


For more data circle No. 36 on postcard, p. 159 


Electric Impact Wrench 


Known as model 4EW Tork- 
Hammer, this electric impact 
wrench has an aluminum die cast 
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King Cotfon 
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Clothesline 
in the mm Plastic 


zip-string Bag 


Don’t pull your punches 
at the point-of-sale! Get 
this NEW King Cotton 
Clothesline put-up and 
watch your clothesline sales 
increase. Product visibility 
is there! And yet, the line is 
protected from dust, dirt and 
handling deterioration. And 
your customer will like the 
“Zip-String” Bag which can be 





: ° { The 
re wee * a clothespin bag, beach King Cotfon 
bag, picnic bag, etc. Line 
© Sash Cord 
Ask your jobber for ote Ont 
KING COTTON. © Mace's Lin 
@ Chalk Line 


® Cotton Rope 











CORDAGE 
JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8&8, N. Y. 
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. AGAIN! 
YOU CAN BUILD PROFITS 
WITH REPUTATION 





SE 


die 7a 
. ‘ * £ 
PRICED 


CORRECTLY HARDENED RIGHT 


JAWS AND TEETH 


RUST AND CORROSION RESISTANT 


The GMa Stillson 


with the New Finish 
— Standard of Quality Since 1869 


Today, the Walworth GENUINE Stillson 
wrench is sold at hardware counters all over 
America. Design- and quality-wise, it is 

the standard by which all other wrenches may be 
judged, and it is known everywhere as the 

wrench with “TEETH THAT KEEP THEIR BITE.” 

A new process of heat treating, and a special electroplated 
zinc coating makes the Genuine Stilison hard, strong, 
tough, rust and corrosion resistant. 

The Genuine Stillson comes in a full range of sizes from 6” to 48” 
... and with the ever-growing demand it will pay you to have 
a stock of Genuine Stillsons on hand. 

Order from your wholesaler. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 








| 


| 
| 





WHAT'S NEW 


housing. It has a pistol grip with 
detachable side handle, built-in 
trigger switch with locking pin, 
ball and needle bearings, heavy- 








duty gears, forced draft ventilation 
for cool running, and heavy duty 
reversible universal type AC-DC 
motor of 115 or 230 volt current. It 
weighs 1634 lb. and has a spindle 
speed of 1800 rpm free. Hammer 
is mounted on anti-friction bear- 
ing. Handles up to %-in. nuts and 
bolts. Mall Tool Co. 


For more data circle No. 37 on postcard, p. 159 





Cotton Clothesline 


This cotton clothesline with 
Fibergias core eliminates the 
bothersome stretch of ordinary 
lines. Under the Super Planet 
label, it comes in 100 ft. twin-hank 
package which breaks along per- 
forated lines to form two identical 
50 ft. units. Upon separation, con- 
cealed panels are exposed upon 
which is printed the selling mate- 
rial lost by the separation. Loop 
handle invites inspection of actual 
cord and cellophane windows per- 
mit view of contents. Puritan Cord- 
age Mills, Inc. 








DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD| For more data circle No. 38 on postcard, p. 159 
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Cabinet Can Opener 

This automatic cabinet can opener 
features a single action handle 
which locks the can in position and 





removes the lid in one easy motion. 
Polystyrene plastic cabinet, in red, 
yellow or white, conceals working 
parts. Easily mounted with screws | 
or adhesive on any type wall sur- 
face, including tile, metal or glass. 
Retail price is $5.95; with mag- 
netic lid-lifter, $6.95. Swing-A-Way 
Mfg. Co. 


For more data circle No. 39 on postcard, p. 159 


Marking Device 

This new marking device, called 
Freezer-Write, writes on all home- 
freezing wraps. Designed for label- 
ing home-frozen foods, it has a slim 
barrel, special point and slender 
lead. Each pencil is mounted on at- 
tractive multi-colored card _illus- 
trated with the various products it 
will label and with instructions for 





use. Packed 2 doz. to display car- | 
ton. Additional leads are available. 
Listo Pencil Corp. 


For more data circle No. 40 on postcard, p. 159 


Odorless Alkyd Enamel | 


Here is an alkyd flat enamel that | 
is odorless and does not ghost or fin- 
ish. Called Prim, it does not ir- | 
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"Four-In-One" Screwdriver 
Regular Retail $1.35 set 


HARDWARE WEEK Of 
SPECIAL... set 

fad consists of: 
Heavy Aluminum chuck to take all Hi-Carbon 


Cadmium et blades 7 Ne. 2 Recessed; e 








3/1 
ee ‘in jwo-tene wor od = handle. 


DEALER'S COST: $7 20 


Per Doz. Sets 







FOUR PIECE SCREWDRIVER SET 
Regular Retail $]-40 set 


HARDWARE 997 
WEEK SPECIAL .. set 


Set of four screwdrivers packaged 

lastic roll kit consists of: Pocket; 
Cabinet; Regular; No. 2 Recessed. 
All have Hi-Carbon Cadmium Steel 
blades, unbreakable amber handles 
and new Blister-proof 


DEALER'S 
COST $3.00 
Per Doz. Sets 
"specials" offer all the famous 


Both 
wality features that have built sales records the 
As featured thru pag Ba . . NOW priced for even greater 









IRHA and advertised promotion! 3 
in Saturday Evening al Pyne a salesman about 
Post FREE DEALER MATS ARE AVAILABLE! 


JOBBERS: Write today for wide- 
margin catalog sheets. 


OOL COMPANY, INC. 


— 3522 WEBSTER AVENUE NEW YORK 67 


World's Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co., 105 Duane St.. N.Y. 
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PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galvan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chandising card. Packed one 
doz. per box; 1, 2, and 3 
gross in shipping carton. Order 
now for spring business. 


21” REGULAR - - THD. DIA. 5/32” 
42" REGULAR - ~ THD. DIA. 5/32” 
42" HEAVY DUTY - THD. DIA. 7/32” 


TURNBUCKLES, INC, 


333 OMICHIGAN CITY, INDIANA 


GRAND BEACH, MICHIGAN 





ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 























172 


WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 159. 


ritate eyes, nose or throat and re- 
sists scratching or marring and can 
be scrubbed with harsh soaps or 
cleaners without harm. The alkyd 











base flat is a one coat, non-penetrat- 
ing and self-sealing flat. Also avail- 
able are semi-gloss and full-gloss 
odorless interior enamels, all in a 
range of pastels and deep tones. It 
can be applied with brush, roller 
or spray without runs or sags, and 
dries in two hours. H. B. Davis Co. 
Fore more data circle No. 41 on postcard, p. 159 


Furniture Glides 


Here are rubber-cushion furni- 
ture glides with a stainless steel 
base which will not rust, eliminat- 
ing stains that damage floors and 
discolor rugs. Base is not plated, 
but solid stainless steel throughout, 
and is broad and flat protecting 
floors against sears and indenta- 
tions. Rubber-cushion rests under 
furniture leg and makes moving 
easier and quieter. Bassick Co. 





For more data circle No. 42 on postcard, p. 159 


Automatic Clothes Dryers 


Two new automatic clothes dry- 
ers operate on 220 volts but may 
be adapted for 110-volt operation. 
They feature functional controls 
mounted on 4-in. backsplashers, 
formed as a continuation of the 
one-piece work surfaces, well out 
of the reach of children. Timer 
controls are calibrated to a full 
cycle of 140 minutes. Custom 
Dryer, DA-620, has two color-coded 
illuminated dials and _ indicator 
light. Deluxe Dryer, DA-420, has 
one non-illuminated rotary dial for 
controlling length of drying time. 
DA-620 retails for $249.95; DA-420 
for $229.95. Major Appliance Div., 
General Electric Co. 


For more data circle No. 43 on postcard, p. 159 


Bucket Loader Toy 


Here is a scale model toy of the 
Barber-Greene Co. bucket loader 
that scoops up sand or gravel and 
puts it in an earth hauler. It con- 





sists of a two-stage lift-conveyor 
mounted on a truck chassis. It 
rolls on four rubber tires, can be 
steered, adjusted to two different 
positions, and has a moving system 
of buckets and a conveyor. All 
major parts of 1/16 scale toy are 
made of 18-gage steel. Suggested 
retail price is $18.95 East of the 
Rockies, $19.75, West. Charles 
William Doepke Mfg. Co. 


For more data circle No. 44 on postcard, p. 159 
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Plastic Drawer Tray 


Called the Gadgetray, this 
drawer tray for oversize kitchen 
gadgets has five compartments. 





ploy s be meh'4-) allele) 4 











ces 
— replacement chuck 
hes dry- 
but may 
peration. 
controls 
plashers, 
of the 
well out 
Timer Measuring 12x15% in., it will fit 
» a full into the average kitchen drawer. It 
Custom will not break, shatter, chip or 
or-coded rust. Made of polyethylene plastic, 
ndicator it is washable and has no sharp 
120, has corners to hold dirt. Specified as 
dial for No. PT-845E, it comes in red, yel- 
g time. low or natural and is packed six of 
DA-420 one color or two of each color. Re- 
ce Div., tail price is $1.95. Plas-Tex Corp. 
For more data circle No. 45 on postcard, p. 159 
ird, p. 159 
Window Fan 
This 944 Window Fan, designed 
for the small home or apartment, is 
of thé styled in new seafoam color with 
leader bright chrome legs and_ trim. 
vel and Equipped with 1/6 hp. motor and 


oe belt drive, large 22 in. blades pro- & U , R & we iz BRAND CHUCKS 


vide complete change of air every 
minute or two. Two-speed switch 


allows speed of fan to be regulated offer quality replacement 


after house is cooled. Also avail- 


with small investment... 


SUPREME offers a complete and prof- 
itable chuck replacement department 
that can be set up in very little space. 
This includes only popular size chucks 
along with an attractive display piece. 


SUPREME brand Chucks are gear 
type, carefully machined and hard- 
ened. They are interchangeable with 
other makes and can be adapted for 
female spindles. Adaptors are included 








in this offer. 

veyor 
E at If your favorite jobber does not handle 
in be able is timer that will turn fan off pentane: — ao write 
erent automatically at any designated ” j 
stem time. Viking Air Conditioning 
=. SUPREME civ 

For more data circle No. 46 on postcard, p. 159 
ested Cc H U Cc K 5 
f the ° 1 , 
arles Fountain Brush Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 

An improved Wonder-Wand foun- 

p. 159 tain brush for cleaning cars, win-| THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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Nice Lines 
ay Heads 









Its Value Clinches The Sale ! 


Trim, smart lines by a top industrial 
designer give SHOP KING a sstrik- 
ing beauty that lures the shopper 
for a close-up look. That look sells. 
SHOP KING’s removable pipe jaws 
and quality vise features plainly 
give the customer more for his money. 


these 
Features 


1. Heavier body 
for greater 
strength 

2. Removable 
pipe jaws cannot drop out accidentally 


3. Larger, brightly polished anvil 
4. Body design covers and protects spindle 


5. Removable and Replaceable hardened 
steel jaws 


6. Positive locking swivel base rotates 200° 
7. Hardened steel cut-off tool 
8. Precision cut Acme spindle 


Shoppers Like Shop King Prices 
MOST COMPLETE SIZE RANGE 








Catalog Width Shipping List Price 
No. of jaws weight 
633 3" 14 Ibs. $ 8.90 
633!/2 3/,"" 18 Ibs. 9.80 
634 4" 30 Ibs. 13.00 
635L 5 34 Ibs. 16.50 
635 5 44 Ibs. 26.00 





Prices slightly higher in Far West and South 
Ask your distributor for details 


WILTON 


TOOL MFG. CO. 


925 Wrightwood Ave Chicago 14, Illinois 
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SHOP KING 


Built + WILTON 


WHAT'S NEW 








dows, exteriors and _ interiors. 
Spray of water is projected from 
head of brush at tip of rust-proof 
aluminum handle. Comes with two 
washing heads, one with durable 











| Durostyrene bristles and the other 


with Du Pont miracle sponge, both 
interchangeable. Finger-tip control 
button releases cleansing suds 
through end of brush and can be 
turned on and off for soaping, rins- 
ing and cleaning. Western Home 
Products. 


For more data circle No. 47 on postcard, p. 159 


Lantern and Post 


This all redwood lantern and post, 
more than 7 ft. high after installa- 
tion, has glass in lantern and a glass 
chimney. It can be painted, var- 
nished or left as is. Called the Lux- 
Lite, it has a matching bracket sign 
of heavy aluminum scroll with red- 
wood hanging panel on which name 
or address can We painted or metal 





numerals can be tacked. Lantern is 
wired complete for connection to 
any underground cable. Suggested 
retail price for lantern and post is 
$17.95; bracket and sign, $2.95; 


redwood post alone, $7.95; steel post 
alone, $9.95. Holm’s Mfg. Co. of 
Ohio. 


For more data circle No. 48 on postcard, p. 159 


Men's Household Gloves 


Here are Green Thumb gloves 
for men, styled for jobs in the gar- 
den, yard and home. They are rust 
color with the exclusive greea 
thumb. Made of colored cotton, 
they are treated with vinyl] plastic 
to repel dirt and give longer wear. 
Soft and fleecy inside, they are 
comfortable to wear and _ wash 
without shrinking. Each pair is 
tacked together with informativ: 





selling tag. Available in men’s full 
size only. Retail for 98¢. Edmont 
Mfg. Co. 


For more data circle No. 49 on postcard, p. 159 


Self-Adhesive Tape 


This paper, self-adhesive tape, 
TFP-10, has a surface that can 
easily be written on. Pressure- 
sensative tape can be numbered or 
coded for inventory work, to label 
parts and bins in stock rooms. 
Tape can easily be removed when 
inventory figures change. Also 
available is a waterproof cloth tape, 
TFS-11, which can be written on 
with pencil, ink or crayon. The 
pressure-sensative adhesive is also 
waterproof. Both tapes may be 
printed with part of information 
that is constant, or with plant or 
product identification. Topflight 
Tape Co. 


For more data circle No. 50 on postcard, p. 159 


(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


as island, counter or window dis- 
play. Designed as an attractive 
multicolored tea wagon, it displays 
the Universal assortment. Also in 





the package are eight Carolyn 
Schnurer apron patterns, window 
banner, ad mats, and complete mer- 
chandising plan folder. Landers, 
Frary & Clark. 


For more data circle No. 51 on postcard, p. 159 


Snap Display Box 
An assortment of Anchor Brand 
snaps now comes packed in a color- 


ful counter display box. Assort- 
ment consists of 2 doz. each, %-in. 





No. 5037 and 437 spring snaps; 
and 1 doz. each, 34-in. No. 231 and 
5g-in. No. 225 bolt snaps. Snaps 
have been selected for. their versa- 
tility around home and farm. 
North & Judd Mfg. Co. 

For more data circle No. 52 on postcard, p. 159 


Tape Display Unit 

This unit for displaying resale 
rolls of pressure-sensitive tape and 
dispensers is.-a five-tier counter 
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SAFETY CAN 


LISTED AND LABELED BY 
UNDERWRITERS’ LABORATORIES, INC. 


<< 


—~_ 
4 Reet caX 


“Facie SAFET” 


practical 
PROTECTION 
for plant and 

personnel 


minimizes 
fire hazard 





This brand new, modernly designed EAGLE Safety 
Can is a boon to every industry where flammable liquids 
must be handled, transported and stored. 


EXCLUSIVE EAGLE FEATURES 


Guard Cap—protects and 
seals the valve cap—elimi- 


nates spilling. 


Breast and body welded to- 
gether electrically under elec- 


tronic control. 


Reinforcing Bottom Band of 
16-gauge steel—for extra 
strength. 


Three sizes available UI-50—5 gal. cap., UIl-25—2'/2 gal. cap., Ul-10—1 gal. cap. 


4 
5 


Cam-Acting Connecting Arm— 
tightens seal on pouring spout 
if can is upset or bumped... 
prevents spilling or leakage. 


Combination Free-Swing 
Carry and Operating Handle 
—Lies flat, out-of-way when 
not In use. To pour, engage 
handle notch and press down. 


Order now from your nearest distributor or write manufacturer for further details. 





MANUFACTUKING COMPANY: ° -WELLSBURG, W.VA. 








The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales. 
















No. 150 S ao ag 
An all-ball-bearin 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C. ¢ 
induction motor and 
cast aluminum body. 
$34.50 


No.150-K SpeedSander Kit 
he Sander with Accesso- Gg 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 
and wet rubbing, 
lamb’s wool bonnet, 
90 sheet abrasive cov- 
ers, etc. in fitted steel 
carrying case. $49.50 


No. 1000 Speed 


Saw 
\% H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to ee Ar 
depth to 1%". 95 













eg 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
>» cases, and geared 
chucks. 


No. 200-J 4" SpeedDrill 
$19.50 









also other sizes, types. 


Drill Kits 

Several fast sellin€ 
kits. Painters and 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 
and rubber back- 
er plate, grinding 
wheel, wire bi 

buff, "etc. in at- 
tractive dis rs 
carton... $19. 


Ree Write pa en 
Wa MANUFACTURING CO. 
1836 Se. 52nd Ave., Cicero 50, lil. 
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TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 159. 


cabinet. Described as Cabinet 
Deal “A,” it is all wood and occu- 
pies slightly more than 1 sq. ft. of 
counter space. Deal includes 96, 





25¢, 39¢, and 50¢ rolls of Scotch 
brand cellophane tape and 12 refill- 
able 10¢ plastic hand dispensers. 
Deal comes packed complete with 
tape, dispensers and cabinet in one 
carton. Minnesota Mining & Mfg. 
Co. 


For more data circle No. 53 on postcard, p. 159 


Fly, Rod Display Rack 


This new merchandising rod rack 
for displaying fly and spinning 
rods is offered with the purchase 
of the new No. 3000 spinning and 
fly Wonderod assortment contain- 
ing two fly and two spinning rods. 
Display is companion piece to four- 
color permanent bait casting rod 
rack now available as package-pur- 


““WONDERODS 


FLY and SPINNING 


‘ Fi) Ris es EOE 
ye ee” BR Be & 





- 


chase with No. 1000 and 2000 bait 
casting Wonderod assortments. 
The new rack and the permanent 





one can be used side by side to 


make a 4 ft. display that will hold 
more than 40 rods. Racks are 
of masonite and wood and are 
screened in black, yellow, red and 
white. Shakespeare Co. 


For more data circle No. 54 on postcard, p. 159 


Food Strainer Display 


Designed as a complete food 
strainer department on a compact 
counter display fixture, assortment 
No. 1514, shown here, consists of 
Androck tinned mesh strainers with 
hardwood handles of natural finish 
wood with colored tip and hang-up 
hole. Display is 31x12 in. and 25 
in. high. It has 16 hooks, one for 
each size or mesh of strainer, and 
provides space for pricing and 
other identification. Holds 8 doz. 
strainers with red or yellow han- 





dles. Display also available with 
assortment No. 4514 of 7% doz. 
Androck strainers with catalin han- 
dles in red or yellow; all other de- 
tails are similar to No. 1514. Wash- 
burn Co. 


For more data circle No. 55 on postcard, p. 159 


Calculator Folder 


This six-page free folder, No. 
AC572, illustrates how the Printing 
Calculator handles all retailing fig- 
ure operations with speed and ease, 
and gives absolute proof of figure 
accuracy printed on the tape. At- 
tached to folder are six application 
flyers which explain uses of the 
calculator in such retail activities 
as finding the selling price and per- 
cent of markup, mark-downs, list- 
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ing of departmental sales by classi- 
fication, computing and checking 
inventories and average prices. 
Remington Rand, Inc. 


Fore more data circle No. 56 on postcard, p. 159 


Coffee Bar 


Aveeco one-minute one-cup cof- 
fee drips are now packed in a car- 
ton that can be used as a Coffee 
Bar display. Assortment consists 
of six No. C Fit-All Alupo, with 
suggested retail price of $1.25; 


The miracle minute 





two No. B Fit-All Copalu, $1.50; 
two No. S Cup-Drips Alupo, $1.89; 
and two No. A Cup-Drips Copalu, 
$1.98. Dealers’ cost is $10.94, re- 
tail value is $18.24. Display mea- 
sures 18 x 8% x 8% in. and each 
item has self-selling label. Alupo is 
made of silvertone polished alumi- 
num, Copalu of copper color ano- 
dized aluminum. Alexander van 
Veen Co. 


For more data circle No. 57 on postcard, p. 159 


Garbage Disposal Display 


This action display simplifies 
demonstrations of garbage disposal 
units and provides complete selling 
center in less than 2 ft. of floor 





space. Revolving color wheel and 
flashing light in lower display card 
gives cross-section view of actual 
grinding operation. Sales story on 
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DUNHAM 


Water-Weight Rollers 


7 a 


— 






















Here is the Finest Lawn Roller available... 
the original water weight lawn roller de- 
signed to give real customer satisfaction! 





hee these selling features 


Sturdy, heavy gauge construction 
Oilite bearings 
(no lubrication necessary ) 
Rounded edges to protect turf, 
smooth face 
Heavy steel contoured heads 
Non-rust bronze plug 
Uses either water or sand 
Easy to fill and empty 








For Spring Sales ask 


your jobber NOW. 


Write for catalogs 
and sales literature 


TODAY. 





Another oe Eke Product 


The garden too! ¢ 
ond aeration of | 


or cultivating 
Owns. Hand 
awn mower mod- 
jobber to show you 


models, power law 
els. Ask your 
SPIKE DISC. 


Se 


Manufactured by 











Ohio Machine Products, Inc., Columbus 11, Ohio 








For more information write to our Exclusive Sales Agent 


JOHN H. GRAHAM & CO., INC., DEPT. HA 
105 Duane Street * New York 8, N.Y. 











selector chart 


What you and your custo- 
mers want to know: the 
right anchor to use, how 
many ... what size... 
safe working load... 
masonry classification, 
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machine-bolt expansion shields 


For anchoring machinery and other equipment subjected to vibration. 
May be installed in cement, stone, brick and other solid materials. 
Equal holding strength on all four sides. Can, be used in hollow wall, 
any depth hole, or as bottom bearing shield. 

Expansion begins as wedge is drawn upward. Shield is anchored 
firmly without use of pipe sleeve or spacer. In a hollow wall or hole 
longer than shield, the bolt may pass through the wedge nut and 
shield, bending backward the lug at the end of the shield. 


A few turns of bolt head re-tightens and re-establishes firm seating. 


Other quality products by U.S. E. 


Machine Bolt and Lag Shields—Caulking-type and Wood Screw 
Anchors—Toggle Bolts—Turnbuckles—Wire Rope Clips and Thimbles 
—Pipe Clamps—Masonry Drills. 


SOLD THROUGH DISTRIBUTORS ONLY 


() Please send without charge or obligation the 
USE. SELECTOR CHART, showing which anchor 
to use for specific job and load each can bear. 

[) Please send us your catalog 

Individual 














“EF O RWAY” all-purpose 





TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 159. 





attached flip chart answers cus- 
tomer’s questions about operation 
and installation. Customer pours 
bag of beans into unit where they 
are ground into powder and fall 
into giveaway measuring glass at 
rear of display stand. Hotpoint Co. 


For more data circle No. 58 on postcard, p. 159 


Paint Roller Display 


Called the Silent Salesman, this 
display is designed for the manu- 
facturer’s new Master roller painter 
with one-piece aluminum tray. Wire 








| display holds 12 complete roller 
painter sets with display space at 
top to show refill covers and paint 
brushes. A. G. Jacobus’ Sons, Inc. 


For more data circle No. 59 on postcard, p. 159 


Ad Mat Service 


Whether or not he handles the 
manufacturer’s products, any re- 
tailer can have this free ad mat 


| 
| 
| 








G Use these FREE 
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service on mechanic’s hand tools. 
Selection of illustrations and ade- 
quate copy information on each 
item are available for newspaper 
ads, direct mail pieces, hand bills, 
flyers, etc. It covers every popular 
selling hand tool, including tool 
boxes, and mats come in many dif- 
ferent sizes. Copy gives complete 
description of tool’s uses and sales 
points. Shown here is one side of 
17x22 in. folder showing proofs of 
ad-mats and suggested copy for in- 
dividual tools. Challenger Ad-Mat 
Dept., Penens Corp. 


For more data circle No. 60 on postcard, p. 159 


Clock Bonus Deal 


Here is a Profit Bonus Deal as- 
sortment that includes seven clocks, 
which automatically calculate time 
at a glance, packed in one carton to 
eliminate extra handling. Dealer 
profit is $45.43 on deal. Actually 
six clocks are paid for and one is 
given free, that being the Jefferson 
with a retail value of $9.95. Catalog 
sheets on this promotion are avail- 
able free upon request. Pennwood 
Numerchron Co. 

For more data circle No. 61 on postcard, p. 159 


Lock Booklet 


This colorful, eight-page booklet, 
Beauty and Security for Your 
Home, describes the Integralock 


modern Key-in-kaod 
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residential entrance lock and its 
exclusive Sentry Bolt; protective 
knob shear pin; ease of installa- 
tion; simplified mechanism; and 
key-in-knob convenience. Available 
free, it also illustrates the 4500 
line of interior locks and latches. 
With the aid of a cutaway drawing 
of a residence, it points out the 
appropriate lock sets for the vari- 
ous rooms. Sargent & Co. 

For more data circle No. 62 on postcard, p. 159 


Resume reading on page 14) 
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TOLEDO 


THREADERS AND 
POWER DRIVES 


got Gon! 


Sure enough—the street scene at 
right is really Broadway, N.Y.— Toledo Power Drive operating a Toledo No. 
where the mechanic is operating 2 Geared Threader on 3” red brass for water 
a Toledo Power Drive and No. 2 S¢*vice at 217 Broadway, New York City. 
Geared Threader. This job of 
installing new 3” red brass for 
water service from the city main 
was handled by Water and Sewer 
Service Co. 

Time was important on this 
job—as a trench was dug in the 
street and traffic had to detour. 

Time was saved by high-speed 
performance of the Toledo 
Power Drive operating Toledo 
geared tools! This also mears 
labor-saved ... and money saved 
for the contractor! 

Wherever the job—in shop, 
plant or in the li can 
speed up Pipe fitting and reduce 
costs with Toledo Tools! Pre- 
cision-built dependable. 
Order through your supply 
house. Write for catalog. The 
Toledo Pipe Threading Machine 
Co., Toledo, Ohio. New York 
Office: 165 Broadway, Room 
1310. 























No. 2 geared adjustable threader, 24” to 4”’ 
pipe, incl. Lighter weight than any other tool 
of this capacity! 





No. 2BR Geared 
Adjustable, 
Threader, 21%” to 
4” pipe, incl. New 
type 3-jaw pipe 
holder. 
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Retail price is suggested retail price. 


PACKAGE RETAIL CASE DEALER 
ARSENATE OF LEAD 

Y%-lb. ctn. $ 44 2 doz. $ 7.04 

1-Ib. etn. 78 Dozen 6.24 
» BLACK LEAF 40 

*1-oz. bil. 36 4 doz. 11.16 

*5-oz. bil. 1.05 Dozen 8.40 

*1-Ib. bt. 2.42 Six 10.35 

*2-Ib. btl. 4.15 Six 18.43 

45% CHLORDANE SPRAY 

1-oz. btl. 39 4 doz. 12.48 

5-oz. bil. 1.09 Dozen 8.72 

1-pt. bel. 2.39 Six 9.56 

1-qt. bfl. 4.19 Six 16.76 


PACKAGE RETAIL CASE DEALER 
5% CHLORDANE DUST 
1-Ib. etn. $ .49 2 doz. $ 7.84 
4-(b. ctn. 1.39 Six 5.56 
25-lb. bag 7.49 Two 9.99 
50% DDT WETTABLE POWDER 
Yo-lb. ctn. 49 2 doz. 7.84 
I-lb. ctn. 89 Dozen 7.12 
10% LINDANE SPRAY 
1-oz. bil. 39 4 doz. 12.48 
5-oz. bil. 1.19 Dozen 9.52 
1-pt. bil. 2.69 Six 10.76 
qt. btl. 479 Six 19.16 
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EVERY PACKAGE CARRIES 
FULL DIRECTIONS 
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PACKAGE RETAIL CASE DEALER 
GARDEN DUST 
Yelb. dust gun $.79 2 doz. $12.64 
1-Ib. ctn. 1,15 Dozen 9.20 
LIME SULPHUR SPRAY with Spreader 
5-oz. bt. 39 2 doz. 6.24 
}-pt. bel. 79 Dozen 6.32 
1-qt. btl. 1.29 Six 5.16 
1-gal. tin 3.98 Six 15.92 
50% MALATHON SPRAY 
1-oz. bil. 49 4 doz. 15.68 
5-oz. bil. 1.39 Dozen 11.12 
l-pt. btl. 2.98 Six 11.92 
1-qt. btl. 5.29 Six 21.16 
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America’s Best-Known Brand of Pest Control Products 





















= 


PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER 
WHITE OIL SPRAY WARFARIN RAT KILLER BAIT 11-36 (DDT) AEROSOL INSECT KILLER 
5-02. btl. $ .39 2 doz. $6.28 Telb. ctn. $ .79 2 doz. $12.64 12-02. aerosol $1.09 Dozen $ 8.72 
1-pt. btl. 69 Dozen 5.52 -§-Ib. ctn. 2.98 Six 11.92 
1-qt. bel. 1.29 Six 5.16 25-lh, bag 12.48 One 8.32 CRABGRASS KILLER 
407. bil. 79 2 doz. 
25% PHYGON FUNGICIDE : WARFARIN CONCENTRATE Gon. ta. 73> ead 
4-28. de, Mis 2 1 See TA > Speit, bal. 49 Adoz, «= 15.68. Vd. bet. 249 Six 
8-oz. ctn. 89 Dozen .. 7.12 pes ; 
1.39 Si 5.56 4-02. bil. 1.69 Dozen 13.52 
pos ‘ etek. 4 8-o7z. bil. © 2.98 Six 11.92 WEED KILLER — ARSENICAL 
1% ROTENONE DUST 283 1-Ib. bt. 4.98 Six 19.92 1-qt. tin 98 Setén 
*1-Ib. etn. 35 2 doz. 5.60 legal. tin 3.48 Six 
tate ce «125 sDomem «10.00 +-=S«éPYRENONE AEROSOL INSECT KILLER = *5.gol. drum 11.97 One 
*25-lb. bag §.15 Two 7.70 12-0z. aerosol 1.49 Dozen 11.92 (5-gallon drums shipped freight collect) 


Here is a big opportunity for you to 
make extra profits! Here is the complete, 
new line of Black Leaf Pest Control Prod- 
ucts for house and garden use. Here is all 
of the protection most of your customers 
need against common pests. 

Every product carries the famous Black 
Leaf trade-mark—the symbol of quality 
and dependability for two generations. 
Every product has behind it the research, 
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experience and resources of a national 
organization that has manufactured better 
pesticides since 1885. 

Sales of Black Leaf Products are sup- 
ported by a powerful national advertising 
campaign in leading magazines, farm mag- 
azines, farm papers and newspapers. Well 
known and widely used for many years, 
products which carry the familiar Black 
Leaf brand are always in big demand. 


Place Your Order with Your Regular Distributor 


For extra sales and extra profits, stock and display a complete line 
of Black Leaf Pest Control Products. Place your order 

now with your regular distributor. Ask him about the quantity 
discount on ten case orders of unstarred (*) items, one 

shipment, one billing. Ask him for a complete dealer price 

list. Compare the low prices, the dealer mark-ups 
and the liberal terms. Compare, and remember that 
Black Leaf Products are famous for quality and 
dependability. If you desire additional information, 
communicate with the address below. Literature, 


mats of advertisements, mats of packages, 
store and window display materials are 
available without charge. Your 

inquiry will receive prompt attention. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 


Executive Offices: 401 East Main St., Richmond 8, Va. 
Western Division Offices: 1 South Park, San Francisco, Cal. 
Sales Offices in 22 Cities. 


the Black Leaf line 
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Thener Appointed Buyer the company in 1936 in the New Engle 

P lans Grow for Har dwar eS For Shapleigh Hardware peace ge oe — a Hold Febr 
Harry W. Thener, Jr., has iiss The New 


Week Event, April 17-25 


Encouraging progress in 
the development of 1953 irha 
Hardware Week is reported 
by the National Retail Hard- 
ware Assn., sponsors of the 
event. 

Details of the special mer- 
chandise, deals and promo- 
tions being offered by the 68 
manufacturers participating 
in Hardware Week are now 
being distributed to whole- 
salers, along with mats and 
proof sheets covering these 
items. 

At a later date, a special 
merchandising kit covering 
this merchandise will be mail- 
ed to NRHA members. 

The 1953 Hardware Week. 
scheduled for April 17 
through 25, will put special 
emphasis on famous brands. 
This year’s arrangements for 
this annual sales event con- 
tains a number of substantial 
changes over the practice of 
previous years. These 
changes were made in an ef- 
fort to make the week more 
effective for dealers. 

The current phase of the 
plans set up by NRHA for 
preparing for Hardware 
Week calls for sending to 
wholesalers detailed informa- 
tion of Hardware Week mer- 


(Continued on page 189) 


Raymer Co. Executive 
Post to Gunderson 


At a recent board of direc- 
tors meeting of the Raymer 
Hardware Co., St. Paul, 
Minn., wholesaler, George 
Gunderson was elected vice- 
president in charge of lumber 
yard sales. 

Mr. Gunderson was trans- 
ferred from the Retail Dept. 
in June of 1952. He has been 
with Raymer for 28 years ex- 
cept for a brief period he 
served in the U. S. Army 
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and three years in the sales 
department of the National 
Cash Register Co. 





GEORGE GUNDERSON 


In his transfer last June 
he was named sales manager 
of the lumber supply division. 


been appointed buyer for the 
sporting goods department 





HARRY W. THENER, JR. 


of Shapleigh Hardware Co., 
St. Louis, Mo., wholesaler. 
Mr. Thener, who has spent 
his entire business career 
with Shapleigh, will buy and 
merchandise fishing tackle, 
baseball goods and fall ath- 
letic goods. He started with 





Hardware Briefs: 





News of Hardware Dealers: Fraley Store 
At Albion, Iowa, Sold; Rua & Sons Expand 


Aibion, Iowa—The Fraley 
hardware store, owned by the 
same family for the past 48 
years, has recently been sold 
to a new owner, R. L. Lompe 
of Jesup. 

John D. Fraley and his son, 
B. E., bought the store in 
1904 when it was a carpenter 
shop. They stocked it with 
hardware and it became the 
J. D. Fraley & Son Hardware 
Store. In 1930 the son pur- 
chased his father’s interest 
and renamed it the B. E. Fra- 
ley Hardware. Eight years 
later his son-in-law and 
daughter, Mr. and Mrs. L. G. 
Morgan bought the store and 
it became Fraley’s Hardware. 
Mr. Lompe will continue to 
operate the store under that 
name. 


Wonewoc, Wis.—Mr. and 
Mrs. Jerome Hanson have 
turned back the Wonewoc 
Hardware store to Harry 
Traeder and Harold Hoch- 
muth, from whom the store 
was bought last July. The 
Traeders and Hochmuths had 
previously operated the store 
for 19 years. 





Cobleskill, N. Y.—The Van 
Voris Hardware has been sold 
to Rua & Sons, Astoria, L. L., 
who will continue the business 
under the firm name of Rua 
Hardware. The new owners 
also have a hardware and 
paint store in Long Island, 
which is being operated by 
the father, Frank, and one 
son, Anthony. The other son, 

(Continued on page 196) 


Dept. 

From August 1941 to Jan- 
uary 1946, he was in the 
military service, at the end 
of which time he rejoined 
Shapleigh as assistant buyer 
in the sporting goods depart- 
ment. 


Atkins Saw Names Kuhn 


Vice-President, Sales 


J. C. Kuhn has been ap- 
pointed vice-president, sales, 
of the Atkins Saw Div., 





J. C. KUHN 


Borg-Warner Corp., India- 
napolis, Ind., it was announc- 
ed by Stanley J. Roush, di- 
visional president. 

Mr. Kuhn was formerly 
vice-president and _ director 
of sales of the Morse Drill 
& Machine Co., New Bedford, 
Mass. 


Alabama Association 
Changes Show Dates 


Due to a conflict in dates 
with the Southern Wholesale 
Jobbers Association, the Ala- 
bama Retail Hardware Asso- 
ciation will hold its 19th An- 
nual Convention and Exhibit 
on May 3, 4 and 5, at the 
Tutwiler Hotel, Birmingham. 

The event was originally 
scheduled for Apr. 19, 20 and 
21, during the time _ the 
Wholesale Jobbers will meet 
in Dallas, Tex. 
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New England Dealers To 
Hold February Exhibit 


The New England Hard- 
ware Dealers Association will 
hold its forthcoming conven- 
tion and exhibit in Boston, 
Mass., Feb. 23, 24 and 25. 

The first day of the event 
will include an employees 
meeting, “Your Future in 
Retail Selling,” an industry 
luncheon at which Dr. Mur- 
ray Banks, psychologist and 
lecturer, will address the 
group, and a performance of 
the Ice Follies. 

On Feb. 24 there will be 
an owners and managers 
meeting, “Management 
Charts a Course,” and the 
Annual Hardware Banquet 
and Dance, to be held in the 
Hotel Sheraton Plaza Ball- 
room starting at 7 p.m. 

The final day of the con- 
vention will include an open 
convention meeting, “Look- 
ing Ahead for ’63.” During 
the three-day affair, exhibits 
will open at 10 a.m. every 
morning and close at 10 p.m. 
on Feb. 23, 6 p.m. on Feb. 24, 
and 8 p.m. on the final day. 
Other speakers who will 
address the group are Glen- 
don Hackney, editor of Hard- 
ware Retailer; William Gil- 
lespie, hardware sales man- 
ager of Henry Disston & 
Sons, Inc.; William Crean, 
vice-president of Lacy Sales 
Institute; Frank Arthur, 
merchandise’ specialist of 
Stanley Tools; and Edward 
K. Bursk, editor of Harvard 
Business Review. 





Williams Co. Holds 
Party; Awards Prizes 


The J. A. Williams Co., 
Pittsburgh, Pa., wholesaler, 
feted its 125 sales people to 
a cocktail and dinner party 
“Victory” celebration mark- 
ing the completion of the 
most successful two-months’ 
sales activity in J. A. Wil- 
liams’ 53 year history. 

The 60-day sales campaign 
was conducted on a political 





HARDWARE AGE, JANUARY 22, 1953 


convention and election theme 
nominating and electing Aa- 
ron M. Jaffe, Treasurer- 
General Manager of J. A. 
Williams, as president of the 
mythical “Prosperity Party.” 

Following an all-day sales 
meeting, outlining 1953 ob- 


jectives, the “Victory Cele- 
bration” was held at the 
Webster Hall Hotel where 


over $18,000 in cash prizes 
were awarded the J. A. Wil- 


liams Co. “Quota Buster” 
salesmen. 
Quincy Carvel, general 


sales manager of the major 
appliance group, won a $500 
team prize. A. A. Golomb, 
sales manager of the general 
lines group, also won a prize 
for the outstanding perfor- 
mance of his team. Another 
prize winner was C. H. Wea- 
ver, Jr., sales promotion 
manager, who coordinated all 
promotional activities. 

Top money prize winners 
were: C. E. Stauffer, $1500; 
Bert Jaffe, $1300; Milton 
Cooper, $1200; Sam Musico, 
$1025; Morris Kramer, $900; 
Ralph Golomb, $700; Ralph 
Bowman, $600; L. Gladstone, 
$600; N. Rapoport, $600; 
Walter Brakeall, $450; Edw. 
Buntman, $400. More than 
100 sales people participated 
in cash awards. 


Kuehlke Elected President Of 
Richards & Conover Hardware 


Herman H. Kuehlke has 
been elected president of the 
Richards & Conover Hard- 
ware Co., Kansas City, Mo., 
wholesaler. Mr. Kuehlke suc- 
ceeds J. E. Woodmansee, who 
died Dec. 24 (see page 200). 

Mr. Kuehlke, with Rich- 
ards & Conover since Jan- 
uary, 1912, started with the 
company as an assistant in- 





HERMAN H. KUEHLKE 


ventory clerk. He progressed 
to assistant buyer and then 
to head of the steel and 





Janney, Semple, Hill Sales Meeting Paced By 
Moving Forward Theme; New Radio Plans 


Meeting with the keynote 
of “Moving Forward,” some 
200 salesmen and guests at- 
tended the five-day sales 
meeting held recently by Jan- 
ney, Semple, Hill & Co., Min- 
neapolis, Minn., wholesaler. 

The meeting schedule in- 
cluded several panels, general 
meetings, a radio broadcast 
and a number of product ex- 
hibits. Janney salesmen at- 
tending the meeting were ar- 
ranged in numerous small 
groups and each group at- 
tended sessions on product 
knowledge arranged by the 
firm’s buyers and sales execu- 


tives and the manufacturers. 

Benton J. Case, Janney 
president, in opening the 
meeting, said that the future 
offered a magnificent oppor- 
tunity to move forward and 
that the meeting was de- 
signed to demonstrate ways 
and means of moving forward 
with the independent hard- 
ware dealer. 

Paul L. Cosgrave, Janney 
sales director, reviewed for 
the attending salesmen the 
services which the company 
offers to dealers. 

He listed these services as: 


(Continued on page 186) 


heavy hardware department 
in 1926. Under his guidance, 
this department was »uilt to 





CARL R. HELMS 


be the largest division of the 
firm. 

In 1940 Mr. Kuehlke was 
elected a director of the com- 
pany; in 1944 secretary and 
assistant treasurer, and vice- 
president in 1949. 

The new president will 
continue to devote consider- 





JOHN D. PETERSON 


able time to the steel and 
heavy hardware division of 
the business in addition to 
his new duties. 
Mr. Kuehlke is a _ past 
president of the Purchasing 
(Continued on page 198) 
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There’s no extra charge for the 
full-dress carton... when you buy 
NEW BEDFORD pre-measured rope. 


These attractive self-dispensers sell themselves. 
Printed red for manila, green for sisal, they take 
up negligible floor space. Stack ’em in pyramids 
-—stack ’em on edge—any way you stack ’em 
they make an attractive sure-fire rope-selling 
display. Look at these built-in features: 

@ No double inventory . .. cartons contain 
full or half-coils ... you can keep a single 
stock for each rope size from 3/16 to 
3/4 inches. 

@ All-enclosed carton keeps rope factory- 
fresh, free from dirt, dust and grease. 

@ Rope stays snarl-free—no collapsed coil 
confusion. 

@ Easy-to-read specification panels mean 
finding the right rope fast. 

And you can be sure of the right rope length— 
no guesswork—rope factory-marked in red every 
ten feet, New Bedford rope is easier to handle, 
easier to sell by foot or pound (there's no charge 
tor this feature, either). 

More rope, more profit, more sales benefits. 

Sell rope the New Bedford way...make your 
rope sales really pay. 


Write today 


NEW BEDFORD CORDAGE CO. 
New Bedford, Mass. 





NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 

(C0 Rush me full details. 

( Please send me introductory trial order: Manila [] Sisol [J 
Rope Sizes {. ) 

My Name. 

Comp 

Address 

Town. 
My Jobber is. 














Zone. State. 
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: fs | George E. Hopf, Sr., Is Made Partner And 
ee General Manager of N. Y. Wholesale Firm 


George E. Hopf, Sr., has his association with this pub- 
resigned as marketing man- lication, he served in the 
ager of Henry Disston & make-up department, then as 
Sons, Ine., Philadelphia, to assistant to the general man- 
ager (at that time, the late 
George H. Griffiths), and as 
an advertising salesman. 

Mr. Hopf left HARDWARE 
AGE to join the Disston com- 
pany as assistant advertis- 
ing manager. During his 28 
years with Disston, Mr. Hopf 
held the position of advertis- 
ing manager, sales promo- 
tion manager, assistant sales 
manager, and sales manager 
of the hardware department 
of the company. 

Two years ago he was ap- 
pointed marketing manager 
for all distribution of Diss- 
ton products. 
enter the wholesale hardware _ 4” interesting sidelight of 
| business as a partner with Mr. Hopf’s career is the fact 
| Benjamin Waxberg in B.&N. that he helped select the late 

Waxberg, 44 Ludlow St., Charles J. Heale for his first 
| New York. Mr. Hopf is gen- position with HARDWARE AGE 
| eral manager and a partner —assistant make-up man. 
| in this 60 year-old firm. Mr. Heale was president and 
| Mr. Hopf began his hard- general manager of HARp- 
ware career with HARDWARE WARE AGE at the time of his 
AGE, 39 years ago. During death in December, 1949. 














Dico Co. Purchases turer of water systems, 
Wheelbarrow Business PU™Ps, hand and power 
sprayers and water condi- 


The Dico Co., Des Moines, 

| lowa, manufacturer of indus- 

trial wheels and hand trucks, 

has recently expanded its 

| manufacturing operations in _. 

| : . ris-Seybold Co. of Cleveland. 
the material handling field He joined the Dravo Corp. 


Py purchasing, the, wheel in Cleveland in 1928 a5 sal 


engineer and was employed 
ge ecg Co. of as plant and industrial engi- 


Plant equipment has been neer for the Industrial Rayon 
| moved to Des Moines and Co. in Cleveland from 1931 
added to the present manu- until he joined Harris-Sey- 
facturing facilities, where bold in 1939. 
General barrows are already 
in production. 


tioning equipment. 

For the past 14 years, Mr. 
Knebusch had been director 
of manufacturing of the Har- 











| Myers Executive Post 


Walter F. Knebusch has 
been appointed by the F. E. 
Myers & Bro. Co., Ashland, 
Ohio, as vice-president in 
charge of manufacturing. 

Mr. Knebusch will super- 
vise the production, manu- 
facturing engineering, plant 
engineering, quality control 
and production control de- 
partments of the manufac- 








WALTER F. KNEBUSCH 
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Broom Association; 


The National Broom Manu- 
facturers Association  re- 
elected R. R. Thompson, 
Merkle Broom Co., Paris, IIl., 
as president at its annual 
convention held recently in 
Chicago, II]. 

Also re-elected were: 
Thomas Monahan, Thomas 
Monahan Brocm Co., Arcola, 
Ill., executive vice-president; 
William H. Northway, San 
Antonio Broom Factory, San 
Antonio, Tex., second vice- 
president; William S. Ratch- 
ford, Maryland Workshop for 
the Blind, Baltimore, Md., 
third vice-president; H. A. 
Edwards, Ingle Bros., Ma- 
toon, Ill., fourth vice-presi- 
dent; and P. A. Lindenmeyer, 
Arcola, Ill., secretary. 

Directors elected were: Lu- 
cien Kempf, Lucien Kempf 


Co., Lindsey, Okla.; J. L. 
Beck, Fortuna Broom Co., 
Beeville, Tex.; Mr. Ratch- 


ford; Fred A. Thomas, Ram- 
seur Broom Works, Ramseur, 
N. C.; Mr. Thompson; and 
Mark Bell, McMinnville Han- 
dle Co., McMinnville, Ill. 
The key to increased sales 
of broomcorn brooms lies in 


—___——News of the Trade = 


Re-Elect Thompson President of National 


See Imports as Menace 


glamorizing the broom with 
color and attractive decora- 
tion, the Association was told. 

Miss Dahy Barnett, asso- 
ciate editor of Household 
Magazine and an authority on 
what women prefer in the 
field of home furnishings, told 
the meeting that pleasant 
odor also is an important 
sales factor and urged the 
industry to investigate the 
possibilities of making 


-brooms with pleasant-smell- 


ing handles or with perfume 
in the broomcorn. 

The industry also heard a 
warning of increased foreign 
imports of brooms. William 
H. Northway, of San An- 
tonio, Tex., said more than a 
half-million low quality 
brooms had been imported 
into the U. S. last year, most 
of them from Mexico, and 
that if the influx continued, 
the U. S. industry would face 
a serious threat. As a result, 
the convention authorized its 
board of directors to investi- 
gate the situation and make 
recommendations on how to 
meet the threat. 





Modig New Sales Head 
Of Holo-Krome Screw 


The Holo-Krome Screw 
Corp. of Hartford, Conn., 
manufacturer of H-K com- 
pletely cold forged socket 
screw products, announced 
the appointment of Richard 
A. Modig as general sales 
manager. 

As with all Holo-Krome 
representatives Mr. Modig 
was trained in the Holo- 
Krome factory before he be- 
came the New England repre- 
sentative of the company in 





RICHARD A. MODIG 





1935. He is a member of the 
Yankee Hardwaremen. 

His headquarters will be 
in the company main office in 
Hartford. 





International Silver 
Sets Up Sales Section 


A separate sales organiza- 
tion has been established by 
the International Silver Co., 
Meriden, Conn., to handle its 
line of stainless flatware. 

John B. Stevens, manager 
of the promotion department, 
has been named manager of 
this new sales division with 
Ernest R. Hackbarth as as- 
sistant sales manager. 

Six salesmen will concen- 
trate their activities on the 
stainless flatware line. A. F. 
Willmott will work out of the 
company’s New York sales 
office; M. G. Rice will have 
his headquarters in the Chi- 
cago sales office; H. O. Quin- 
lan will be located at the Los 
Angeles sales office; J. P. 
Smith will cover northeastern 
cities, Charles Hollman the 
southeast, and C. S. Dunn the 
Texas-Oklahoma area. 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 


builder's hardware . 






quality produced by 
, Griffin. 
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" “ 4 
Wy Pcvery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 
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New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Parkway 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd. 
Chicago 26, Illinois Baltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 
17134-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denver 6, Colorado 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Brood Street 6954 Oleatho Avenue 
M h St. Louis 9, Missouri 


E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif. 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 
L. G. FULLER, IR. H 
644 Wellington Rood & 
Jackson 6, Mississippi = 
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Embary Mfg. Co., Lantern Manufacturer, To 
Retire From Business After Markets Decline 


The Embury Mfg. Co., 
Warsaw, N. Y., is retiring 
from business after 44 years 
in the lantern industry. 

The long-term decline in 
the domestic market for lan- 
terns and an accelerated fall- 
ing off in the export trade 
were the main reasons given 
by the company for this 
year-end action. 

The property and equip- 
ment will be taken over by 
the R. E. Dietz Co. of Syra- 
cuse, N. Y., the one firm, ac- 
cording to Embury officials, 
best qualified by background, 


policies and tradition to 
carry on and suppiy the 
trade formerly served by 


Embury. There has been no 
announcement concerning the 
Dietz plans for the imme- 
diate future. 

The Embury company was 
founded in 1908 in Roches- 
ter, N. Y., by William C. Em- 
bury. Mr. Embury moved the 
company to Warsaw in 1911, 
resuming operations in a 
new, modern, one-story plant. 

In 1930 the company pur- 
chased the manufacturing 
equipment of the Defiance 
Lantern & Stamping Corp., 
of Rochester, N. Y., a firm 
that had been organized by 
W. C. Embury in 1900. This 
brought together two lantern 
manufacturers whose com- 
bined operations have been 
continuous since the turn of 
the century. 

Phil, Fred and Bill Em- 
bury, sons of the founder, 
took over the active manage- 
ment in the early thirties. 
The problem of market de- 
cline confronted them right 
from the outset. They insti- 
tuted several measures in the 
interest of diversification, in- 
cluding the addition «cf lines 
of highway torches and truck 
flares in 1935, a truck lan- 
tern in 1937, followed by the 
introduction of Traffic-Gard, 
a new-type industrial lan- 
tern, in 1939. 

Tubular lanterns were 
brought out in the Air Pilot 
streamlined design about the 
same time. 

World War II created an 
artificial demand for lan- 
terns during the first half of 
the forties. Sales in the last 
half of that decade were sus- 
tained by a revival in export 
sales. 

The advent of the fifties 
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brought the company face to 
face with the old problem of 
maintaining production at a 
profitable level. Favorable 
post-war factors had about 
run their course. Farm elec- 
trification under the REA 
program was virtually com- 
pleted, substantially reduc- 
ing the need for farm lan- 
terns. The export lantern 
demand was declining dras- 
tically due to unfavorable de- 
velopments in overseas mar- 
kets. 


Janney, Semple, Hill 
Sales Meeting 

(Continued from page 183) 
Salesman service; counsel 
and guidance from a retail 
specialist; the Janney mer- 
chandising guide; store plan- 
ning service; fixtures; pric- 
ing service; sales promotion 
assistance; Janney’s’ Best 
Buys; help in seasonal buy- 
ing; a consumer credit plan; 
the Janney floor plan; pre- 
paid freight; truck delivery; 
2 pet cash discount; on-the- 
spot adjustments; quality, 
national brand merchandise; 
cost saving dividends through 
operating efficiency; wide se- 
lection of merchandise, and 
competitive prices. 

Horace P. Hill, company 
secretary, announced the ad- 


__—— News of the Trade 





Delta power tools and Crown 
kitchen ranges. 

R. M. Fleming, Janney 
sales promotion director, de- 
scribed the company’s “Bell 
Ringer Program” that makes 
available to independent deal- 
ers a variety of mailers, win- 
dow and store displays, and 
newspaper advertisements of 
a caliber normally available 
only to large chains. 

Mr. Fleming also described 
the Bell Ringer radio pro- 
gram which the firm sponsors 
to aid dealers increase their 
volume. In this program, 
basically a local radio pro, 
gram, specific store names are 
mentioned. The radio pro- 
gram has now been extended 
and includes some 30 stations. 

Russell Mueller, managing 
director of NRHA, discussed 
the association’s irha Hard- 
ware Week plans, telling how 
it was developed to aid hard- 
ware dealers improve their 
sales. 


Fair Trade Council 
Elects H. G. Blakeslee 


At the annual meeting of 
the American Fair Trade 
Council held at its offices in 
Gary, Ind., H. G. Blakeslee, 
vice-president and _ general 
manager of Cory Corp., Chi- 
cago, Ill, was elected to 
serve as director and vice- 
president of the Council for 
the year of 1953. 


Armstrong New Head Of 
Cleveland Twist Drill 
Arthur S. Armstrong has 


been elected president of the 
Cleveland Twist Drill Co.,, 





ARTHUR 8S. ARMSTRONG 


Cleveland, Ohio. He succeeds 
Jacob D. Cox who assumes 
the position of chairman of 
the board. 

Mr. Armstrong has been 
with the company 20 years. 
After spending several years 
in the factory, he became a 
service representative, and 
later was transferred to the 
administrative department. 
In 1949 he was made execu- 
tive vice-president. 

Mr. Cox, now chairman of 
the board, has been president 
for 33 years. In his new posi- 
tion he will continue to take 
an active part in the over-all 
affairs of the company. 
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Plans for the Bell Ringer radio program are described at the recent sales meeting of 


Janney, Semple, Hill & Co. Shown here are, left to right, 
Fleming, Sr., sales promotion director; 


secretary; R. 


Ruthrauff & Ryan advertising agency; Henry W. Hill, 
treasurer, and Paul L. Cosgrave, director of sales. 
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presents 
five popular sales boosters! 


Fine quality, good 
é "design, sensible prices 
multiply sales. 
The WALSCO line 
of Rule Tapes, 
Utility Knives, and 
Padlocks is a 
perennial favorite. 











MSTRONG 

He succeeds NO. 505C 

ho assumes 50 ft. Steel Tape in Chrome or Zine 
-hairman of plated finishes. 

xy has been NO. 45 PADLOCK 

y 20 years. 







veral years Plated Steel shells and shackles. 
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UTILITY KNIFE 


A popular, all-purpose knife with 5 | 
adjustable replacement blades to retail at 75¢. 


SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
air at 30-40 Ibs. pressure 
Sprays anything from a toy to 
a house. Operates with any 
Ye h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor $32.50 







NO. 406W 
Die cast, chrome plated or baked 
enamel cases. White tape with 
black markings. Automatic 
brake. Replaceable blade. 





SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too ADVERTISED IN 
big! Delivers 4 cu. ft. of clean, 

oil-free air at 40 Ibs. pressure Po ST 
Operated by 1/2 h.p. motor or . 





i fit with | 
~ Order from your jobber now. w—- Outfit wit ‘an se comenua tndaiae 
Write head complete ectateg. 
roe SS rence eerie | Write for Catalog and Complete Information 

i f 
> ae The Waterbury Lock & Specialty Co. W. R. BROWN CORPORATION 
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FAIRMOUNT NE; WA 


SOCKET WRENCHES 


MAKE UM W HK 


OUT OF HARD WORK 


A new line, a complete line, of ultra modern 
design. Developed and engineered by professional 
users, it more than meets the most exacting needs. 





Behind the manufacture of Fairmount Socket 
Wrenches are many years of precision crafts- 
manship. Every piece of steel accepted must pass 
rigid chemical and magnetic tests for surface and 
subsurface defects. Advanced metallurgical knowl- 
edge and heat treating methods give the ultimate 
in strength — maximum power combined with 
compactness. 


A wide range of sizes and attachments in four 
drives — Heavy Duty, Standard, Light and Midget 
— to fill the most rugged assignments or with 
strong, thin walls permitting access to closest of 
quarters. Fairmount Socket Wrenches have unusual 
eye-appeal, too. All processed by modern polishing 
methods and triple chrome plated. 


A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 


jgete) 5 
10611 Quincy Ave., 


& FORGING, INC. 
Cleveland 6, Ohio 
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Stanley Tools Appoints Molchan, Chamberlain, 


—News of the Trade ——____-_ 


Boehnert, Blackston and Petty of Sales Staff 


C. K. Freedell, general 
sales manager of Stanley 
Tools, New Britain, Conn., 


recently announced the fol- 
lowing changes and appoint- 
ments of sales personnel. 
Appointed as sales repre- 
sentative in Michigan and 
Indiana is Donald N. Mol- 
chan. Mr. Molchan joined 
Stanley in 1942 as a2 hurry 


clerk and sales correspond- 
ent. The following year he 
entered the U. S. Air Force 
and was honorably discharg- 
ed in 1946. Since June 1950, 
Mr. Molchan has taken the 
factory 


Stanley training 





R. W. CHAMBERLAIN, JR. 





TOM 0. BOEHNERT 


course in sales and has been 
selling tools as a missionary 
man in the south and middle 
west. 

Rod W. Chamberlain, Jr,, 
has taken over the Wiscon- 
sin, Minnesota and upper 
Michigan territory formerly 
handled by Tom _ Boehnert 
and the late Irv Dyer. Mr. 
Chamberlain is a native of 
New Britain, Conn. He en- 
tered the Navy where he 
served for two years and was 
honorably discharged. 


Mr. Chamberlain was em- 
ployed by U. S. Steel in 
Pittsburgh in the commercial 
research division. In 1950 he 
jcined Stanley Tools and fol- 
lowing his factory training 
for sales work did missionary 
selling in the south, and mid- 
dle west; later he worked in 
the government and specialty 
sales department. 

Tom O. Boehnert will be 
sales representative in IIli- 
nois, except Chicage; the 
southern part of Indiana, 
Iowa, North and South Da- 
kota. Mr. Boehnert has work- 
ed for Stanley 19 years. He 
started in the Chicago office 
as an office boy on _ inside 





FRANK W. BLACKSTON 





EDWARD A. PETTY 
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sales and then held down the 
city desk job. 

In 1942, he entered the 
Army and was _ henorably 
discharged in 1945. He re- 
turned to Stanley the same 
year and became a Stanley 
Tools sales correspondent in 
the Chicago office. Since 1950, 
Mr. Boehnert had been a 
sales representative along 
with the late Irv Dyer in 
Minnesota, Wisconsin, and 
Iowa. 

Frank W. Blackston, who 
on last Sept. 1, was given 
the territory of Mississippi, 
Louisiana, Oklahoma, and 
Arkansas, will now cover 
Memphis, Tenn., in addition 
to those states mentioned 
above. Mr. Blackston brings 
a well rounded sales back- 
ground to his new territory 
including experience with 


—__News of the Trade ——_____—_- 


Johns-Manville, and Connec- 
ticut Light & Power Co. He 
joined Stanley in 1951 and 
following his factory train- 
ing and sales work did mis- 
sionary selling in the south- 
ern states. 

Edward A. Petty who has 
been covering [Illinois has 
now been assigned the city 
of Chicago. 

Born in Memphis, Tennes- 
see, where he later graduated 
from high school, Mr. Petty 
started right in on his Stanley 
career in 1927 at the age of 19, 
working in the Chicago office 
warehouse. Later he became 
a salesman for the company 
and has been selling Stanley 
ever since. He recently cele- 
brated 25 years of service 
when he became a member 
of the Quarter Century Club 
in June 1952. 





Hardware Week Plans 
(Continued from page 182) 


chandise, promotions, etc., as 
developed by participating 
manufacturers. 

Toward the end of March, 
according to the present 
schedule, dealers will receive 
a store promotion kit of more 
than 100 pieces. This kit will 
contain an assortment of 
posters and streamers for use 
in the store to tie in with the 
national advertising planned 
by NRHA and many of the 
participating manufacturers, 
as well as ad mats and ad 
layout suggestions. These kits 
will be mailed to members by 
NRHA. 

Manufacturers participat- 
ing in Hardware Week are as 
follows: 


A 


Allen Products Corp. 
Detroit, Mich. 
American Cabinet Hardware 
Corp. 
Rockford, III. 
American Mfg. Co. 
Brooklyn, N. Y. 
Atkins Saw Div., 
Borg-Warner Corp. 
Indianapolis, Ind. 
Autoyre Co. 
Oakville, Conn. 


B 


Bassick Co. 
Bridgeport, Conn. 
Black & Decker Mfg. Co. 
Towson, Md. 
H. Boker & Co. 
New York, N. Y. 
Borg Erickson Corp. 
Chicago, Il. 


Cc 


Champion DeArment Tool Co. 
Meadville, Pa. 
Chemica] Div., 
Borden Co. 
Chicago, Ill. 
Consolidated Metal Products 
Co. 
Cincinnati, Ohio 
Copper Brite, Inc. 
Los Angeles, Calif. 


D 


Dazey Corp. 
St. Louis, Mo. 

Delta Power Tool Div., 
Rockwell Mfg. Co. 

Pittsburgh, Pa. 

Henry Disston & Sons, Inc. 
Philadelphia, Pa. 

Chas. Wm. Doepke Mfg. Co. 
Rossmoyne, Ohio 

Du-All Manufacturing Co. 
Geneva, Ohio 


E 


Eagle Rule Mfg. Corp. 
New York, N. Y. 


F 


Federal Enameling & Stamp- 
ing Co. 
Pittsburgh, Pa. 
Franklin Glue Co. 
Columbus, Ohio 
Fuller Tool Co., Inc. 
New York, N. Y. 


G 


Glamorene, Inc. 
New York, N. Y. 

Great Lakes Products, Inc. 
Detroit, Mich. 

Greenlee Too] Corp. 
Rockford, III. 


(Continued on page 191) 
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If this Housing ever 


Breaks or Distorts we 
will replace it Free 


’ “[lI>” means 
most service for 


your money! 


Only Genuine 


RibegiI> 


PIPE WRENCHES 


assure you fast turnover and 
good steady profit 





Your customers are pre-sold on the wrench with that 
guarantee label on it, the one wrench that gives them 
the extra-easy work and extra durability that have 
made RID the world’s most popular pipe 
wrenches. 

Only ttt assures a hookjaw that always rides 
freely in the housing; adjusting nut, that always 
spins easily to pipe size; replaceable alloy jaws that 
won’t slip or lock on pipe; handy pipe scale on hook- 
jaw; and safe stout comfort-grip I-beam handle. 


Sell genuine RIfAID’s—it’s easy, and it pays! 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO 
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A TIMELY TIP 


to Profit-Minded 





~ Dealers... 





aga 
Ghe'ssi 





Hoppe Products Lessen 
Your Selling Problems 


because these widely used — continuously adver- 
tised — gun cleaning essentials have an established 
demand. Gun owners everywhere know from experi- 
ence that they cannot be beat for the cleaning, care 
and protection of firearms. Hoppe’s No. 9 has demon- 
strated its effectiveness for removing primer, powder, 
lead and metal fouling for over fifty years and 
Hoppe’s Patches, Hoppe’s Lubricating Oil and 
Hoppe’s Gun Grease are the finest made. Ask your 
jobber — HE sells them. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Penna. 














Take a tip from the retailers 
who have profit proof! Jack- 
manco, the quality line, out- 
sells all others 2 to 1. The 
Jackmanco name is a power- 
ful sales attraction. Custom- 
ers know it’s a brand of 
proven dependability, fea- 
turing modern design, skilled 
workmanship and styles to | 
suit every requirement for 
home or garden use. 


















WOOD GARDEN BARROWS 


Made of one piece exterior . LAWN ROLLERS 

waterproof plywood to with- Various types — drums made 
stand any weather. Pneu- of quality sheet steel; edges 
matic, semi-pneumatic or steel rounded to prevent cutting of 
wheels. sod; adjustable scrapers of 





channel steel. 


SAOKGON «2. 0.0ececccceceee 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


Oldest and Largest Wheelbarrow Maker in America 
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My Buddy has done it again! This 
big, roomy, sturdily built tackle box 
is just the thing to replace the so- 
called hip-roof box. Holds an aston- 
ishing amount of tackle, yet is com- 
pact enough to fit under the boat 
seat. Leakproof and stormproof, it is 
finished in beautiful red baked-on 
wrinkle enamel. Stock this brand new 
My Buddy best-seller now and be 
ready for Christmas buying. National 
advertising will back you up. 


Write for Free Full-Color Catalog on $&T Line 


STRATTON & TERSTEGGE CO., INC. 


P.O. BOX 1859 . LOUISVILLE, KENTUCKY 
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Hamilton Mfg. 
Columbus, O 

Hemp & Co. 
Macomb, Il. 


I 


win Auger Bi 
Wilmington, 


J 


Junior Toy Cor 
Chicago, Ill. 
lustrite Mfg. C 
Chicago, Il. 


K 


Knape & Vogt 
Grand Rapid 


I 


laitner Brush 
Detroit, Mic! 
lamp Div., 
General Elec 
Cleveland, 
landers, Frary 
New Britain. 
Lumite Div., 
Chicopee Mf 
New York 


} 


Master Lock C 
Milwaukee, ' 
Metal Ware Cx 
Two Rivers, 
Millers Falls (€ 
Greenfield, | 
Monowatt Der 
General Ele« 
Providence 


] 


National Press 
Eau Claire, 
North Bros. } 
Philadelphiz 


0’Cedar Corp. 
Chicago, IIl. 
Ox Fibre Brus 
Frederick, ] 


Portable Elec’ 
Chicago, IIl. 
Fayette R. P’ 
Philadelphi: 


Red Devil To 
Irvington, |! 
Remington A 
Bridgeport, 
Reo Motors, 1 
Lansing, M 


HARDWARE 








adver- 
blished 
experi- 
g, care 
Jemon- 
ow der, 
fs and 
1 and 
k your 


foe 
——— 





x 


This 
e box 
1e s0- 
aston- 
com- 

boat 
, it is 
ed-on 
1 new 
id be 
tional 





1953 





> ee 


Hardware Week Plans 
(Continued i page 189) 


Hamilton Mfg. Co. 
Columbus, Ohio 

Hemp & Co. 
Macomb, IIl. 


I 


rwin Auger Bit Co. 
Wilmington, Ohio 


J 


Junior Toy Corp. 
Chicago, Ill. 

lustrite Mfg. Co. 
Chicago, IIl. 


K 


Knape & Vogt Mfg. Co. 
Grand Rapids, Mich. 


L 


laitner Brush Co. 

Detroit, Mich. 

lamp Div., 

General Electric Co. 
Cleveland, Ohio 

landers, Frary & Clark 

New Britain, Conn. 

Lumite Div., 

Chicopee Mfg. Corp. 
New York, N. Y. 


M 


Master Lock Co. 
Milwaukee, Wis. 
Metal Ware Corp. 
Two Rivers, Wis. 
Millers Falls Co. 
Greenfield, Mass. 
Monowatt Dept., 
General Electric Co. 
Providence, R. I. 


N 


National Pressure Cooker Co. 
Eau Claire, Wis. 

North Bros. Mfg. Co. 
Philadelphia, Pa. 


Oo 


0’Cedar Corp. 
Chicago, IIl. 

Ox Fibre Brush Co. 
Frederick, Md. 


P 


Portable Electric Tools 
Chicago, III. 

Fayette R. Plumb, Inc. 
Philadelphia, Pa. 


R 


Red Devil Tools 

Irvington, N. J. 
Remington Arms Co., Inc. 
Bridgeport, Conn. 

Reo Motors, Inc. 

Lansing, Mich. 





——News of the Trade 


RPM Mfg. Co. 
Lamar, Mo. 

Rockwell Tools, Inc. 
Columbus, Ohio 


Rubbermaid Housewares Div., | 


Wooster Rubber Co. 
Wooster, Ohio 


s 


St. Louis Cordage Mills 
St. Louis, Mo. 
Sargent & Co. 
New Haven, Conn. 
Seovill Mfg. Co. 
Waterbury, Conn. 
Sherwin-Williams Co. 
Cleveland, Ohio 
Shopmaster, Inc. 
Minneapolis, Minn. 
Skil Corp. 
Chicago, Ill. 
Slaymaker Lock Co. 
Lancaster, Pa. 
Small Appliance Div., 
General Electric Co. 
Bridgeport, Conn. 
Standard Tool Co. 
Cleveland, Ohio 
Stanley Tools 
New Britain, Conn. 


T 


Telechron Dept., 
General Electric Co. 
Ashland, Mass. 
True Temper Corp. 
Cleveland, Ohio 


U 
U. S. Bicycle Tire Div., 
United States Rubber Co. 
Indianapolis, Ind. 


Utica Drop Forge & Tool Co. 
Utica, N. Y. 


WwW 


Waltco Products Co. 
Chicago, IIl. 

Whiting Adams Co., Inc. 
Boston, Mass. 

J. Wiss & Sons, Ine. 
Newark, N. J. 


¥ 


Yale & Towne Mfg. Co. 
Stamford, Conn. 





Bicycle Dealers Show 
Set for Feb. 8-11 


The Seventh Annual Con- 
vention of the National Bi- 
cycle Dealers Association 
will be held at the Hotel 
Statler, Detroit, Mich., Feb. 
8, 9, 10 and 11. 

A display of hand and 
power lawn mowers, and a 
complete lawn mower service 
shop will be featured at the 
convention in the Bicycle 
Store of Tomorrow exhibit. 
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HURRICANE 
SENIOR 

A powerful 20’ 

mower for the 

exacting care of 

big estate and 

suburban lawns. 


HURRICANE PAINTS THE PRETTIEST PROFIT 
PICTURE IN THE POWER-MOWER FIELD! 


Learn the Art of Extra Earnings 
with the Quality Hurricane Line! 


Jobbers! Dealers! Here’s the power-mower line you've 
always hoped to handle. Hurricanes not only move fast 
to build heavy sales volume, but they stay sold! Com- 
plaints, kickbacks, or adjustments are a thing of the 
past when you feature the quality Hurricane line. 


If you want a power-mower line that will let you out- 
sell anything on the market —if you want more satis- 
fied customers and fewer inventory headaches, take on 
Hurricane. Send the coupon below for complete details 
on the Hurricane success story. 





HURRICANE GLIDER 
The economy model. 2 h.p. 
engine — 18” cutting swath. 
Top quality — budget priced. 


HURRICANE JUNIOR 
18” replica of the big Hur- 
ricane. Trim, lightweight — 
for medium-sized lawns. 


Why Critics Hail Hurricane As A Mower Masterpiece 


@ 4-cycle, 2 h.p. engine @ automatic governor @ full-floating 
friction drive @ adjustable cutting height — 2” to 3% @ four 
large, equal-diameter wheels 


Parts and Service Are Big Business, Too 

profit by keeping Hurricanes up-to-date. Genuine 

Hurricane parts always available, shipped the 
day order is received. Every new improve- 


Maateelit> ment fits any machine — from a 


1946 to the latest model! 
ROTARY POWER MOWERS 


You can 











National Metal Products Co.. Inc. Show me how the Hurricane line 











[ 

| | 
| Dept. H-17 2722 Cherry Street [can make me more mower money. | 
| Kansas City 8, Missouri | 
| | 
| Ne cs < ciccscslinlicilia enidaedene Uaasddeasindminuebuachgiavdanniehdee tiie tedeminanseteneras | 
J Address...........sscceseseresesenenessressrssessensnsnenensnesssencessnsassssensenanensnenensnees | 
DMR had 2 ocssccn eG abasainiincanientaiamirasieeenss as ccensnctetvsncnuinvins | 








You make more 
money selling 
DEMPSTER because 
it’s America’s 


quality water system! 


No wonder the farmer won’t have anything elsc! Dempster 
offers him a tried-and-tested water-supply system—backed 
hy the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 


members of America’s finest line. . . 






SHALLOW-WELL JET- 
MASTER — Only one movin 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Availab!e for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 















A, j 
Peas . 5 @ 
ES: Ss 
DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 





CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 





WATER SUPPLY EQUIPMENT 
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Water Systems 


Pumps @ Tanks ¢ Windmills @ 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 





News of the Trade. — ‘ 


NRHA Advertising Committee Plans Tie-In 
With ‘Do-It-Yourself’ Theme in 1953 Ads 


Plans to tie-in with the 
currently popular “Do-It- 
Yourself” theme in all ad- 
vertising were announced at 
a recent meeting of the Na- 
tional Advertising Commit- 
tee of the National Retail 
Hardware Association. 

The committee recom- 
mended that the national 
advertising program of the 
NRHA tie-in with this 
theme by suggesting the use 
of implements, materials, 
tools and supplies for home 
activities such as painting, 
repairs and improvements, 
wood working and _ other 
hobbies. 

The committee met at 
NRHA headquarters, Indi- 
anapolis, Ind., to review the 
association’s advertising of 
the past three years and to 
plan the campaign for 1953. 

The meeting had, for the 
first time, three new mem- 
bers representing the whole- 
saling branch of the indus- 
try. The new members 
included O. W. Ahl, of Hib- 
bard, Spencer, Bartlett Co., 
Evanston, IIl.; Russell 
Bloodworth, of Orgill Bros., 
Inc., Memphis, Tenn.; and 
Charles L. Wheeler, of Salt 
Lake Hardware Co., Salt 
Lake City, Utah. 

The committee reported 
that independent hardware 
dealers are spending ap- 
proximately $25,000,000 in 
advertising annually, much 
of which is concentrated in 
local newspapers. 

The association’s 1953 ad- 
vertising campaign will be- 
gin with a full page two- 
color ad in the Saturday 
Evening Post, followed by 
four-color double spreads in 
other leading consumer pub- 
lications. 

The committee also esti- 
mated that during the past 
three years, independent 
hardware stores have used 
in their local newspapers 
more than 14,000,000 lines 
of advertising, to tie-in with 
this national magazine ad- 
vertising. 

A newspaper advertising 
service department is main- 
tained at national head- 
quarters which prepares, 
publishes and distributes ad- 
vertising illustrations, copy 


suggestions and other adver. 


tising aids for member 
stores. 
Members of the NRHA 


national advertising commit- 
tee are: John T. Skolfield of 
Gardiner, Me., nationa] 
president of the association 
and chairman of the com- 
mittee; Russell R. Mueller, 
Indianapolis, NRHA man- 
aging director. Representing 
the state and regional asso- 


ciations are: C. J. Christo- 
pher, Minneapolis, Minn.; 
John B. Conklin, Columbus, 
Ohio; Dwayne W. Laws, 
Louisville, Ky.; Arnette C. 
Kammeier, Los Angeles, 
Calif. 


Representing the board of 
governors of the association, 
in addition to Mr. Skolfield, 
are: A. B. Hill, Portsmouth, 
Va., and Melvin Kraemer, 
Marysville, Kan. Fred R. 
Olmsted, NRHA promotion 
manager, also represented 
the national association. 





Reo Names Williams 
To Lawn Mower Post 


Appointment of Fred Wil- 
liams as lawn mower dis- 
trict manager for the east- 
ern states has been announc- 
ed by Sam Briggs, vice-presi- 
dent in charge of the Lawn 
Mower Div., Reo Motors, 
Inc., Lansing, Mich. 

Mr. Williams will make his 
headquarters at Reo’s office 
in Bellerose, Long Island, 
N. Y., where he will work 
under the supervision of R. 
E. Bradley, eastern -zegional 
manager. He also will be as- 
sociated with Charles V. 
Bradley, southern regional 
manager. 





FRED WILLIAMS 
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Patterns are available for 
practically all plows, listers, 
middJebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog. 


Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 


WICKWIRE 
or 


for all types of hardwar 


@ Padlocks 
@ Window sash locks 












ch as: 


e equipment SU 


@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 
AND FORMED WIRES 


’ f x ae PEN ER 


1275 


. @ 
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Get with It ! 










Good deal 
for dealer 


e EVERYBODY WANTS ONE 
@ NATIONALLY ADVERTISE D 


e APPROVED— GUARANTEED 


Here’s a sales “natural’—a product that meets a need 
better than anything else—that’s had lots of publicity—is 
nationally advertised—both to the general public for home 
odd jobs and to the trades for manufacturing, maintenance, 
service and repairs. It’s priced tight—there’s a good profit 
to dealers and good support. Talking points? Gun heats in 
3 to 5 seconds, cools quickly when trigger is released, 
automatically illuminates the work, long rigid tips stay 
tinned, reach “‘inaccessible’’ spots. Guns are easy to use, UL 
approved. Colors are , 





black, fire engine red ONLY 
and marble green. 
Priced and Packed to Sell $ g ) 
A professional tool adapted RETAIL 
to home use and so priced. 
Individually boxed; shipped 

ATTRACTIVE 
3 display boxes to a carton. DISCOUNTS 


WEN PRODUCTS, INC. 
5806 Northwest Highway, Chicago 31, Ill. | 
Please send full information, dealer discounts, etc. on your WEN | 
' 
! 


ELECTRONIC SOLDERING GUN. 


| TI COTTE RARE AOR RT OR TEE 
I erccrtsctarcadinkithdtivckaedikatnrindosaens 

ND cling tncbuneiiastencaen ts ee ae 
sae. ins-ahioneue slice: bs an: ele ies as, es ein ale ee dae a J 
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MEAN MORE SALES 


\DAY AFTER DAY! 


Here’s the new, bigger—and better than ever, 
Noble line of SMOOTH, SLIDE ACTION firearms. 
Precision made by men with years and years of 
experience in the gun business. Each model a 
tremendous value for your customers. See your jobber. 












12 & 16 GAUGE 
Model 40, Slide Action, repeating 
shotgun. Equipped with Recoil Pad 
and MultiChoke device that provides 
any degree of choke. New fast action. 
28” proof-tested barrel of specially, 
selected steel. Perfectly balanced. 






Each one 





every inch a 
Great Gun! 

















12 & 16 GAUGE FULL 
OR MODIFIED CHOKE 
Model 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke or Recoil 
Pad. An unbelievable value. 


> 
.22 CAL. RIFLE 


Model 33, Hammerless, Slide 
Action, repeating rifle. Stream- 
lined design. Fast shooting. 
Dependable and accurate. New 
safety features. 


For more information 
please write Dept. A 


MANUFACTURING CO., INC. 


Haydenville, Mass. 





——————— News of the Trade 





Weber Engineered Products Purchases Assets 
Of Choremaster Div. of Lodge & Shipley Co. 





Shown here are officers of Weber Engineered Prod- 


ucts, Inc. From left to right, are: Lawrence H. 


Kyte, 


vice-chairman of the board; Harold R. Siebert, secre- 

tary and plant manager; Louis B. Weber, chairman of 

the board; John R. Snowball, vice-president; and Louis 
Weber, president and treasurer. 


Weber Engineered Prod- 
ucts, Inc., has purchased the 
inventory, machinery and 
equipment of the Choremas- 
ter Div. of the Lodge & Ship- 
ley Co., plus certain assets 
of Farm & Garden Associ- 
ates, Inc. Both companies 
are Cincinnati, Ohio, firms. 

Louis L. Weber, formerly 
first vice-president and a di- 
rector of the Lodge & Ship- 
ley company, has_ resigned 
from Lodge & Shipley to be- 
come president and _ trea- 
surer of the Weber company. 

Officers and directors of 
the Weber company are as 
follows: Louis B. Weber, 
chairman of the board; Law- 


rence H. Kyte, vice-chair- 
man; John R. Snowball, 
vice-president; and Harold 


R. Siebert, secretary and 
plant manager. Also named 
to the board, along with 
Louis L. Weber, were Val E. 
Boeh and Robert C. Lauer. 

Farm & Garden Associ- 
ates, Inc., which was recently 
organized and made sales 
agent for all Choremaster 
garden tractors, garden till- 
ers and rotary mowers, was 
set up with the following of- 
ficers and directors: Louis 
L. Weber, president and 
treasurer; John R. Snowball, 
vice-president; and James E. 


Freeman, secretary and sales 
manager. The officers are the 
new directors of Farm & 
Garden Sales, Inc. 

Farm & Garden will act as 
distributor for the Chore- 
master line in New England, 
New York, New Jersey, 
Pennsylvania, Delaware, 
Maryland, West Virginia, 
Ohio, Indiana, Kentucky, 
Michigan, Illinois and Wis- 
consin. It also distributes 
Johnston’ reel-type power 
mowers, Parker lawn sweep- 
ers, Strunk chain saws, Skil 
Corp. home workshop tools, 
Salem spreaders, Robbins & 
Myers shallow well pumps, 
and smaller specialties. 


Garden Supply Show Set 
For New York Armory 


The New York Garden Sup- 
ply Trade Show has been r« 
located to the 71st Infantry 
Regiment Armory, 34th St. 
and Park Ave. The show is 
to be held Feb. 3, 4 and 5. 

The introduction of many 
new products is scheduled for 
the three-day exhibit. Heavier 
representation than usual is 
planned by shelf and pack- 
age goods manufacturers 
throughout the country. 
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See 


HARDWARE CLOTH 
- +. every wire round 


and true to gauge... 
uniform mesh . . . free 
from bulges . . . straight 
selvage .. . heavily and 
brightly galvanized 
the Wright way. A 
Wright product all 
the way from rod 





¢. FIWRIGH wire CO. 











FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-nine years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


"“WATERPROOFED" 





Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smailer sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 
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See us at (dduueae bie Trade Show 


LAWN CLEANING & GRASS SWEEPING Booth 197 New York 


ee 


for 


SPRING LAMBERT 


Sweep 


Lawn at ie 
CLEANING 


Now there’s 


3-SEASON SALES IMPACT 
with 
LAMBERT DYNASWEEP 


Lawn Sweepers 





LOOK FOR THE 4-LEAF 
CLOVER EMBLEM 













ADVERTISED IN 
AMERICAN HOME, 
HOUSE & GARDEN, 
SUNSET AND 
LEADING 
CIRCULATION 
NEWSPAPERS 


SELL THE 3-SEASON USER BENEFITS 


CUTS TIME, WORK AND COST OF LAWN CONDITIONING 





1. Spring—removes stones, nuts, dead leaves, 
toys and debris, prepares lawn for spring care. 


2. Summer—picks up gross cuttings, stands up 
grass, weeds and crab grass for easier, more 
efficient mowing. 


3. Fall—eliminates leaf raking—clears lawn bet- 
ter, easier, quicker. , 


A CLEAN SWEEP OF 
PRODUCT ADVANTAGES, TOO! 


« Machine-cut steel gears and pinions 
Best merchandising colors 

+ 21” and 30” sizes 

- All steel chassis 

+ Roller-supported collapsible hamper 
Ball bearing-mounted reversible brushes 
- Shipped completely assembled 


+ National and local advertising 


CONAWEAWDN ou 


. Point-of-sales promotion 


AND LOWEST PRICES! 


Ask your jobber or write 


LAMBERT INCORPORATED | 


Dept. HA-1, Ansonia, Ohio 








Natl. Garden Supply 
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Vy, 
your customer's 


wear clothes - sell them 


B¢ -Veniences 


K-Veniences, used singly or in combination, 
mean more closet space, neater closets. They in- 
stall easily with a screwdriver and practically 
hand out your customer’s clothes. There are 
K-Veniences designed for every closet in the 
house. Tell your customers you have them! 



















#785 THREE-TIER 
SHOE RACK 

Up to 12 pairs of shoes 
stay neat and orderly on 
this popular, space-saving 
chrome rack. Attaches 
easily to wall orcloset door. 
Helps end closet clutter. 





















#780 TIE RACK 


Forty-eight ties can be kept neatly in sight for easy 
selection with this new K-V tie rack. Width 21%”. 
Bright chrome finish. 















#550 SWINGING TROUSER AND SKIRT HANGER 
There's no fussing to hang up skirts or trousers with 
this handy rack. Just slide them in the 4 swinging 
arm clamps. Saves on pressing bills too! 


K-Veniences are stocked by leading jobbers. 
Write for your copy of the complete catalog. 


NRE TEA 


WROTE W 


Grand Rapids 4, Michigan 
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News of the Trade 





HARDWARE BRIEFS 





(Continued from page 182) 


Max F., will operate the 
Cobleskill store. 





Broken Bow, Neb.—Fire, 
smoke and water caused con- 
siderable damage to the Lar- 
sen Hardware, owned by 
Sanford Larsen. 





Wallace, S. D. — Vernon 
Keller has purchased the 
Fetterly Hardware Store. 





Kansas City, Mo. — The 
Norberg Hardware Co., 8433 
Wornall Rd., has been pur- 
chased by Herbert J. Han- 
slip and his wife, Mildred, 
from Ellis Norberg. It is 
now known as the Village 
Hardware and _ Sporting 
Goods store. 





Malvern, Ark.—Construc- 
tion has begun on the new 
home for the Malvern Hard- 
ware Co., at 211 W. Page 
Ave. A new 50x90 ft. build- 
ing of masonry construction 
will be erected on the site. 





Olin, Iowa—Maynard C. 
Gordon has sold his interest 
in the G & H hardware store 
to Richard Benischek. The 
store is now known as the 
B & H hardware. 





Belleville, Ill—The Leng- 
felder Stove & Hardware Co., 
East Main St., was damaged 
recently by fire. 





Chandler, Okla. — Stuart 
Watson, who formerly trav- 
eled for Belknap Hardware, 
has been appointed store 
manager of Curry’s Hard- 
ware, 913 Manvel Ave. The 
store is owned by Dewey 
Curry. 





Prior Lake, Minn.—Whar- 
ton Hardware, formerly 
Schroeder Hardware, has 
opened for business recently. 
Firm is owned by Milton 
Wharton, previously con- 
nected with the A. G. Bauer 
Hardware in St. Paul. 





Farmersville, Calif. — The 
Cross-Horlock Hardware Co. 
has opened a branch store 
on Farmersville Blvd. Mr. 
and Mrs. Ken Parmalee and 
Doc Niswonger are the store 
personnel; Tom Johnson is 
appliance representative. 


Anderson, Ind. — Strick- 
ler’s Hardware Store, 1118 
Madison Ave., sustained 
losses and damaged stock as 
the result of a fire. 





Rolla, Mo.—R. A. Bennett 
opened a hardware store in 
the Sally Building, 602-a 
Elm St. Mr. Bennett for the 
past 16 years had travelled 
for Shapleigh Hardware in 
Illinois, Kansas and Ne- 
braska. 





Wood River, Ill—Mr. and 
Mrs. Charles Meyer held a 
grand opening at their Low- 
ery Bros. Hardware Store, 
25 E. Ferguson Ave. 





Garfield, N. J—The Palis- 
ade Hardware Store, 169 
Palisade Ave., is under the 
new ownership of Mr. and 
Mrs. George Vander May, 
who purchased it from Mr. 
and Mrs. C. De Voogt. 





La Crescenta, Calif.—Mr. 
and Mrs. Al Whittaker are 
the new owners of the La 
Crescenta Hardware, 2912 
Foothill Blvd. Mr. Whittaker 
is the former Pacific Coast 
manager of John A. Roe- 
bling’s Sons Co. 





Oregon City, Ore.—Bail- 
ey’s Furniture & Hardware, 
507 Main St., has been pur- 
chased by G. T. Danielson. 
The store is now known as 
Danielson’s Hardware. 





Boone, Iowa — Work has 
been started on a new front 
for the Dahl Hardware, 


Seventh and Story Sts. 





Bellows Falls, Vt. — Al’s 
Hardware, operated by Al- 
fred DeBernardo, has opened 
for business at 93 Rocking- 
ham St. 





Great Neck, N. Y. — The 
Plaza Hardware Store has 
opened at 42 Middle Neck 
Rd. Harold W. Scudder man- 
ages the store. 





Woburn, Mass.—The Gau- 
det Hardware Co., has moved 
from 900 Main St., where it 
has been located for the past 
six years, to 911 Main St. 
The store is co-owned by 
Floyd E. Lever, Jr., and 
Arthur Sanborn. 
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Quality in PLASTER and 
CEMENT FINISHERS’ TOOLS 


When plasterers and cement finishers want the 
best, they demand 

HARRINGTON. For 

greater profits, quicker 

turnover, and customer 

satisfaction, stock HAR- 

RINGTON. 


Many other 
Quality Harrington 
Tools in free catalog. 
Send for your copy. 


E. M. HARRINGTON 
4316 Alger St., Los Angeles -39, Calif. 


Plain. Boung 





























AIR FILTER AND 
REGULATOR UNITS 

No. 40 Air filter and regulator unit 

for supplying clean, accurately regu- 

lated air to the paint spray gun. 


se te bb herb bo hn bee je bo 
ee eel 


No. 303A Unit—another winning 
combination of Sharpe-designed 
filter and regulator. Air gauge and 
¥%” cock outlet are provided. 


No. 3038 embodies a 4-way Sharpe 
connection plus regulator, gauge and 
air cock. Design permits addition of 
main line gauge, outlet or other 
adaptation. 


No. 303¢C—filter plus twin regu- 
lators fitted with gauges; plus line 
pressure gauge and cock for use 
of line pressure. 

All series 303 
feature 
replaceable felt 
cartridge filter with 
plastic impregnation for 
unsurpassed performance. 


WRITE FOR CATALOG 


SHARPE MFG. CO. 
_ 1224 Wall St., Los Angeles, Calif. 


product 
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CASH IN OW GROWING 
“DO-IT-YOURSELF” MARKET 


HOLT 


SANDERS, 
 EDGERS, 
“POLISHERS 







> 


ot. 


Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 





@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
a You profit two .ways—(a) from 
‘ rentals, (6) from related sales. 





Rent HOLT Polishers 
and increase your 
wax sales. 

. 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 


this ad and mail NOW. 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 
boats, etc. ° 


MANUFACTURING 


COMPANY 


HOLT 


© 
669 - 20TH ST. an 
OAKLAND 12, CALIF. ° 





272 BADGER AVE. 
NEWARK &, N. J. 
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DISTINCTIVE HARDWARE 





‘@Seseenepeepeeepeepeaeepeuaepeas 


TUBULAR 
LATCH 


OMBINA TION DOORS! 






ews 


cREEN: STORM, op ¢ 


Beautiful 
IN DESIGN! 


Rugged 


BEAUTIFUL CON. 
VENTIONAL DESIGN 
WITH REVOLUTIONARY 
CONSTRUCTION THAT OFFERS THE 
FOLLOWING FEATURES: 


© BOLT HAS 7/16"' THROW 
(1/16” longer than usual) al- 
lows greater degree of door shrink. 
age. Also includes dead bolt fea- 
ture when locked. 

©@ VERY SHORT KNOB ACTION requires 
only “@’ or 45° turn to operate latch. 

@ SMOOTH EASY LATCHING ACTION 
operates perfectly with door closer. 

@ NO DIE CASTINGS — the all steel 
mechanism and stronger spindle provide 
a practically indestructible latch. 

© IMPOSSIBLE TO LOCK YOURSELF OUT 
when latch is lock position. 


NEW CHECKERBOARD BOX NOW /D@NTIFIES 
ALL WRIGHT PRODUCTS 


ORDER FROM YOUR JOBBER OR WRITE 


SAVE TIME ON 
INSTALLATION 


Inside handle and plate mech- 
anism assembled to spindle ready 
to install. Do drilling according to 
template . . . then merely insert 
entire inside assembly without dis- 
assembling. 







SAINT PAUL PARK, MINNESOTA 









BE SURE 


Be Prepared 


for the Spring 
Gardening 


Trade 





Your customers will ask for 
KEES hand garden tools. Be 


ready—order now for the 
rush of spring gardeners. 
Each tool is made of 18- 
gauge, one-piece pressed 
steel, with baked enamel 
finish. The handle ends are 
closed, rounded and smooth 
—no wooden plugs or metal 
caps to work loose and 
come off. 





The set shown above 
is the four-piece No. 
184 set. Available also 
in three-piece Garden 
set No. 183. Set No. 
183 does not include 
the fork. 


SINCE 1874 


KEES MIG. CO. 


NEBRASKA 


Individual tools: 2 dozen per case 
Set: | set per ctn., 24 sets per case 


Order from your jobber. 
Write Dept. HA-12 for free catalog 






F. D. 


BEATRICE 
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IN CONSTRUCTION: | 


—_—_—News of the Trade 





NEWS OF 


MANUFACTURERS’ AGENTS 





Studwell Returns As 
New England Agent 


E. F. Studwell, formerly a 
manufacturers’ representa- 
tive, is back in that field of 
the hardware industry again 
with headquarters at 34 Mt. 
Anthony Rd., Bennington, 
Vt. 

Mr. Studwell has establish- 
ed a territory that includes 
Vermont, New Hampshire, 
western Massachusetts and 
New York state North of 
Poughkeepsie and East of 
Syracuse. 

At present the new repre- 


| sentative travels his territory 


for Atlantic Screw Works, 
Hartford, Conn.; Angel Nail 


& Chaplet Co., Cleveland, 
Ohio; and Hoffman Indus- 
tries, Inc., Sinking Spring, 
Pa. 





Eagle Rule Names Aftel 
In Mich., Ohio, Ind. 


James S. Aftel, Detroit, 
Mich., has been appointed by 
the Eagle Rule Mfg. Corp., 
New York, as its representa- 
tive. 

Mr. Aftel 


and his asso- 


ciates will cover Michigan, 
Ohio and Indiana for the rule 
manufacturing firm. 





Wes Higgins Opens New 
Michigan Sales Agency 
Wes Higgins, for the past 
three years with the N. B. 
Spurgeon Co., Chicago, IIl., 
has opened a sales agency of 





WES HIGGINS 


his own at 15423 Gilchrist 
Ave., Detroit, Mich. The new 
manufacturers’ representa- 
tive will now travel the lower 
part of Michigan. 





Kuehlke President Of 
Richards & Conover 
(Continued from page 183) 


Agents Association of Kan- 
sas City and a past presi- 


dent of the Hardware Golf 
Association. 
The company also an- 


nounced the appointment of 
Carl R. Helms as manager 
of the Steel Warehouse Div. 
and John D. Peterson as 
special sporting goods repre- 
tative on sale of sporting 
goods items throughout the 
firm’s entire trade territory. 

Mr. Helms, in charge of 


| purchasing for the new steel 





warehouse that the company 
is constructing, will direct 
the sales of this division with 
Cecil K. Hackler, general 
sales manager of Richards & 
Conover. Associated with 
S. Steel Corp. for the past 
11 years, Mr. Helms covered 
Nebraska, Kansas and west- 
ern Missouri for that firm. 
Mr. Peterson, previously in 
the athletic goods field, for 
the past 12 years has been 


with the Wilson Sporting 
Goods Co. as manager of its 
dealer sales department in 
Kansas City. His new duties 
will include direct dealer 
contact work, as_ well as 
supervising sporting goods 
sales of regular Richards & 
Conover salesmen. 





Fleischmann Handle Co. 
Names Palmtag in West 


The Fleischmann Handle 
Co., Bedford, Va., has ap- 
pointed the EF. R. Palmtag 
Co. of San : rancisco, Los 
Angeles, Portland, Seattle 
and Salt Lake City to handle 
the firm’s products on the 
West Coast. 

The Fleischmann company 
has just completed the in- 


stallation of additional au- 
tomatic dry kiln facilities to 
triple the output of its Bed- 
ford plant. This expansion 
is one phase of the com- 
pany’s effort to offer an en 
tire line of seasoned hickory 
handles to the trade with 
the Ezy-Fix handle. 
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KEEP PROFITS ‘‘ROLLING’’ 


METAL 
. WHEELS 
~) For HOBBYISTS and 
SF 6DHOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS // 


If you make a product that “rolls"’— 
seeders, lawn mowers, sweepers, 
carts, etc.— get prices NOW on 
ALLIED Wheels. Priced right, 
finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 






















ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


29 BROADWAY e TOLEDO 4, OHIO 


Representatives And Warehouses In Principal Cities 





to install HELLER 
STORE FIXTURES 


sectional and 
Write 


The lowest priced, highest quality 


interchanqeable store fixtures available. 


today for huge catalog No. $35 | 
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EVERY HOME and GARDEN 


neeSa DOBBINS 


| SPRATER and DUSTER 
“ The Hew DOBBINS 


SPRAYERS and DUSTERS 
will make your register RING! 

. with greater profits in ’53! 

Yes, DOBBINS offers you the 
outstanding line of “EASY TO 
SELL” high quality sprayers and 
dusters... fully guaranteed 
against defects in material and 
workmanship. 

Remember . .. Every Home 
and Garden needs a DOBBINS 
Sprayer and Duster! 

Always BUY... Always SELL... 
DOBBINS Sprayers and Dusters. 




















No. 436 





SEND FOR YOUR FREE CATALOG TODAY 
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_________ News of the Trade 


Self-Service Helps, But Does Not Solve All 


Hardware Problems, 


The experience of the self- 
service supermarkets in the 
grocery field will not be en- 
tirely paralleled in the ser- 
vice-minded hardware indus- 
try. 

Many types of merchan- 
dise handled in a hardware 
store requires more selling 
service and an adequate sales 
staff continues to be a neces- 
sity. 

Those are among the con- 
clusions drawn from a re- 
cent conference of 45 store 
engineers and executives of 
the National Retail Hard- 
ware Assn. 

The conference was held 
at association headquarters 
in Indianapolis, Ind., to re- 
view and study modern meth- 
ods of store lighting, display, 
decoration, etc., in order to 
develop means of improving 
the sales potentials of hard- 
ware stores. 

Modernization, the store 
engineers felt, may increase 
a hardware store’s volume 
as much as 50 pct. However, 
the addition of a check-out 
counter for quick service at 
the entrance may not mate- 
rially increase store sales 
volume. In many cases, 
though, it does justify itself 


NRHA Experts Report 


by great convenience to the 
customer on smal] self-ser- 
vice items. 

The association experts 
use the designation “quick 
service” to describe the use 
of the check-out type of op- 
eration. 

There are many reasons to 
warrant the use of this tech- 
nique, it was said. For one 
thing, it establishes positive 
control over cash and change 
sales with the use of one or 
more cashiers. It is possible 
that pilferage would be re- 
duced since it would cause 
all customers to pass a cen- 
tral inspection and check-out 
point. 

Another advantage of the 
quick service set up, the 
NRHA experts pointed out, 
would be that sales person- 
nel would be free to attend 
to departmental buying, or- 
dering and display mainte- 
nance duties, and to give 
more service to customer 
selling that requires dem- 
onstration or explanatory 
selling. 

The association is con- 
ducting an _ extensive re- 
search program on all phases 
of this quick service type of 
store arrangement and man- 
agement. 





Townsend Co. Names 
Ritchey to Sales Post 


Robert J. Ritchey has been 
appointed assistant general 
sales manager of Townsend 
Co., New Brighton, Pa., man- 
ufacturer of rivets and 
other fasteners and_ small 
parts. 

Mr. Ritchey has previously 
been director of the Market 
Development Div. of United 





ROBERT J. RITCHEY 
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States Steel Co. Prior to that 
he had been active in sales 
promotion and market de- 
velopment management with 
various U. S. Steel divisions 
since 1937. P 





Rutgers’ Courses to Aid 
Moderate-Size Stores 


The Extension Div. of Rut- 
gers University, the State 
University of New Jersey, is 
endeavoring to increase the 
promotional and advertising 
effectiveness of typically 
moderate-size retailers, ac- 
cording to Prof. R. H. Light, 
in charge of the Newark, 
N. J., Center. 

Referring specifically to 
the Retail Promotion and Re- 
tail Advertising and Show- 
manship courses, Prof. Light 
said these have been reor- 
ganized to benefit represen- 
tative merchants operating 
along main shopping avenues 
as well as in_ residential 
neighborhood locations. 

He added that the revised 





courses will be presented in 
the evening, on a once-a- 
week basis, over a period of 
16 weeks. Registration for 
each course is $22.00. Re- 
tailers and their employees 
may enroll during the month 
of January at 33 Washington 
St., Newark. 





Elect Clarence Linder 
G-E Vice-President 


Clarence H. Linder, gen- 
eral manager of the General 
Electric Co.’s Major Ap- 
pliance Div., with headquar- 
ters in Louisville, has been 
elected a vice-president of 
the company, according to 
G-E president, Ralph J. Cor- 
diner. 

Mr. Linder’s headquarters 
will continue to be in Louis- 
ville until completion of the 
new Appliance Park now un- 
der construction. He has 
been in charge of the Major 
Appliance Div. since April, 
1951, when the company first 
announced its plans for es- 
tablishment of Appliance 
Park. 

With 28 years of manufac- 
turing, engineering, and ad- 
ministrative background in 
General Electric, Mr. Linder 
has served in a variety of 
executive positions with the 
company. 


Ekco to Manufacture 
Flatware in Holland 


Ekco Products Co., Chi- 
cago, IIl., has completed ar- 
rangements for the manufac- 
ture in Holland of a line of 
stainless steel table flatware 
by M. V. Gerofabriek, of 
Zeist, Holland, it was an- 
nounced by Edward Keating, 
president of Ekco Interna- 
tional Corp., the firm’s for- 
eign trade subsidiary. 





Glidden Co. Buys Paint 
Plant of Eagle-Picher 


Purchase of the Eagle- 
Picher paint plant in Atlan- 
ta, Ga., by the Glidden Co., 
Cleveland, Ohio, and plans 
for doubling its capacity 
were announced by Adrian 
D. Joyce, Glidden board 
chairman. 

Announcement of Glidden’s 
purchase of the plant was 
made following the disclosure 
that Eagle-Picher will cease 
manufacture of paints and 
varnishes. 


Rowe Named District 
Manager For DeWalt 
Jack J. Rowe has been ap- 


pointed district manager of 
the Cleveland, Ohio, area for 





JACK J. ROWE 


DeWalt Inc., manufacturer 
of a complete line of power 
cutting tools, and subsidiary 
of American Machine & 
Foundry Co. 

Prior to joining the De- 
Walt organization, Mr. Rowe 
covered Ohio, Michigan and 
western Pennsylvania for 
the General Chemical Div. 
of Allied Chemical & Dye 
Corp. for two years. He also 
served as Ohio director of 
sales for the Kelling Nut Co. 
of Chicago for one and a 
half years. 

Mr. Rowe will cover, in 
addition to the immediate 
Cleveland area, a territory 
extending from the Penn- 
sylvania border westward 
beyond Sandusky, Marion, 
Columbus and Portsmouth. 





Torgan New Glamorene 
Eastern Sales Manager 


Jackson L. Torgan has 
been appointed eastern dis- 
trict sales manager for Gla- 
morene Rug Cleaner, it was 
announced by John Howey, 
general sales manager of 
Glamorene, Inc., New York. 

Mr. Torgan has been as- 
sociated with Glamorene 
since August, 1952. He was 
formerly the New York rep- 
resentative for Rival Mfg. 
Co. of Kansas City, manu- 
facturer of irons and can 
openers. 

Mr. Torgan’s territory will 
include: New England, New 
York, Pennsylvania, Mary- 
land, Delaware and Washing- 
ton, D. C. 
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OBITUARIES 





J. E. Woodmansee 


J. E. Woodmansee, presi- 
dent of the Richards & Con- 
over Hardware Co., whole- 
saler, Kansas City, Mo., died 
Dec. 24. 

Mr. Woodmansee, a mem- 





J. E. WOODMANSEE 


ber of the HARDWARE AGE 
Fifty Year Club, joined Rich- 
ards and Conover in March 
of 1901, as assistant book- 
keeper. Later he was placed 
in charge of the bookkeeping 
and credit departments and 
in 1914 was made treasurer 
of the firm. 


His next promotion was to 
the company’s vice-presiden- 
cy and he retained the title 
of vice-president and trea- 
surer until 1943, when he 
was elected president of the 
company following the death 
of G. B. Richards. 


Mr. Woodmansee devoted 
much of his time to civic 
work in Kansas City. In 1931 
he was general chairman of 
the Charity Drive and in 
1934-35 he was president of 
the Kansas City Chamber of 
Commerce. In 1937 he was 
drafted by Governor Stark of 
Missouri as chairman of the 
Election Board. The Board 
established permanent regis- 
tration in Kansas City and 
struck almost 70,000 “ghost 
votes” from the rolls. 


Survivors include his wid- 
ow, two sons, two sisters 
and four grandchildren. 





George T. Kimball 

George T. Kimball, 78, for- 
mer president of the Ameri- 
can Hardware Corp., New 
Britain, Conn., for 21 years, 
died Jan. 1 after a long ill- 
ness. 

A native of Chicago, Mr. 
Kimball practiced law and 
accounting after graduating 
from Lake Forest College. 
In 1913 he served as auditor 
for the American Hardware 
Corp. at New Britain. 

Later he was named sec- 
retary, then first vice-presi- 
dent and in 1924 he was 
elected president of the firm. 
In 1945 he became chairman 
of the board, an office he re- 
tained until he retired in 1950. 

In public service, he served 
New Britain as a member on 
several municipal commis- 
sions. He also served on the 
Ways and Means Committee 
of the Connecticut State 
Chamber of Commerce. In 
1933 Mr. Kimball was named 
to the State Tax Commission 
and later became chairman 
of the State Water Commis- 
sion. 

He is survived by his widow. 





Edward B. Gallaher 


Edward B. Gallaher, 79, 
owner of the Clover Mfg. Co., 
Norwalk, Conn., died Jan. 9. 

Mr. Gallaher, a pioneer 
manufacturer of automobiles, 
was born in Paris, France, 
of American parents and was 
a descendant of Elihu Yale, 
founder of Yale University. 
In 1910 he moved to Nor- 
walk and began the manu- 
facture of a lapping com- 
pound he had formulated 
several years before. This 
grew into the Clover Mfg. 
Co., which now produces 
coated abrasives. 


News of the Trade 





In 1950 Mr. Gallaher won 
the gold medal of Freedoms 
Foundation for “outstanding 
achievement in_ bringing 
about a better understanding 
ot the American way of life.” 

He addressed many hard- 
ware conventions and con- 
tributed many articles on the 
hardware business and gen- 
eral economic conditions to 
HARDWARE AGE. He also 





EDWARD B. GALLAHER 


edited the Clover Business 
Service, a newsletter with a 
reputed circulation of 50,000. 

During the depression he 
served with the abrasives 
section of the National Re- 
covery Administration and in 
the same field during World 
War II with the War Produc- 
tion Board, from which he 
received an honorary doctor 
of engineering degree in 
1950. 

Survivors include his wid- 
ow and a brother. 


Dale Strong 


Dale Strong, 74, editor and 
publisher of the New West 
Trade from 1913 to 1947, died 
Dec. 16. 

Mr. Strong had been sec- 
retary of the Pacific North- 
west Hardware & Implement 
Association for some years 
and had reported 51 of the 
association’s annual conven- 
tions. 

He is syrvived by his wid- 
ow, a daughter and a son. 


Arthur A. Batts 


Arthur A. Batts, 68, for- 
mer president and chairman 
of the board of the Car- 
borundum Co. Niagara 
Falls, N. Y., died Jan. 8. 

Mr. Batts joined Carborun- 
dum as an office boy in 1901 
and retired in 1949. At va- 
rious times during his busi- 
ness career he served as a 
director of the National As- 
sociation of Manufacturers, 
the American Management 
Association, the National Hy- 
giene Foundation and the 
Associated Industries of the 
State of New York. 

Survivors include his wid- 
ow and a son. 





William F. Hemme 


William F. Hemme, 58, 
owner of Bill’s Hardware, 
Detroit, Mich., died Jan. 3. 

Mr. Hemme, in five major 
engagements in France dur- 
ing World War I, received 
high military honors from 
both France and the United 
States. 

A long-time member of the 
Michigan Retail Hardware 
Association, he is survived 
by his widow, two children, 
two brothers and a sister. 





Cc. J. E. Watson 


C. J. E. Watson, 76, who 
represented Landers, Frary 
& Clark, New Britain, Conn., 
for many years in the south 
and western territories, died 
suddenly at his home in 
Beverly Hills, Calif., Jan. 4. 

Mr. Watson retired from 
the company several years 
ago. 


Vv. Charles Leonard 


V. Charles Leonard, 76, 
salesman in’ the metropolitan 
New York area for the Eagle 
Lock Co., Terryville, Conn., 
passed away Dec. 29 at his 
home in Syosset, Long Is- 
land, N. Y. He had been with 
the Eagle company for 52 
years. 





American Tack Co. Buys 
Snell-Jones Tack Corp. 


A group headed by Harold 
M. Weinberg and Michael 
Markman, owners of the 
American Tack Co. of New 
York, has purchased all the 
stock of the Snell-Jones Tack 
Corp., Brockton, Mass. 


The Snell-Jones Tack Corp. 
manufactures Presto brand 
cut shoe tacks and nails, and 
upholsterer’s cut tacks. The 
American Tack Co. manu- 
factures thumb tacks and 
furniture nails. 

The present management 
of the Snell-Jones Tack Corp. 
will be retained, and _ in- 
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creased facilities added. 

The new officers of Snell- 
Jones will be Harold M. 
Weinberg, president; Michael 
Markman, vice - president; 
Edward H. Weinberg, trea- 
surer; James L. Weinberg, 
secretary, and M. M. Mark- 
man, assistant secretary and 
treasurer. 


Flambeau Plastics Buys 
Lincoln Houseware Line 


The Flambeau Plastics 
Corp., Baraboo, Wis., pur- 
chased the complete house- 
ware line, including manu- 
facture and sales rights, of 
the Lincoln Plastics Corp., 
Cambridge, Ohio. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


Dec. 27 were 10 pct ahead of the 
previous year while sales for the 
year to that date were unchanged 
from the previous year. 


Sees Retail Sales 
Up 5-10% in 6 Months 


An increase in retail sales up to 
the middle of this year, of around 
5 to 10 pet, was predicted by R. S. 
Alexander, professor of marketing, 
Columbia University, in a forum 
of economists on the 1953 outlook 
conducted under the auspices of 
the National Industrial Conference 
Board. 

“If sales increase—and that 
seems to be in the cards—we can 
expect department store managers 
and retail stores generally to in- 
crease their inventories to service 
the increased sales,” he said. “They 
are likely to become less inventory 
conscious and think less about in- 
ventories and more about getting 
goods to satisfy their customers. 
That happens with great regu- 
larity, and we can count on it al- 
most as sure as death and taxes.” 


Consumer Credit 
High in November 


There was an increase of $510 
million in consumer credit during 
November, reported the Federal 
Reserve Board. In October the 
rise had amounted to $650 million 
and in November, 1951, it had 
totaled $404 million. 

Installment consumer credit rose 
$311 million in November, as 
against $399 million in the previ- 
ous month. Installment credit was 
up $75 million in November as 
against a drop of $83 million in the 
same 1951 month. 

The consumer credit advance in 
November brought the total out- 
standing short term individual debt 
at the end of the month to $22,798,- 
000,000. This was a rise of $2,809,- 
000,000 or 14 pct since Nov. 1951. 


202 


Hardware Store Sales 
Lower in November 


Retail hardware sales in No- 
vember were estimated at $228 
million as compared with $233 mil- 
lion in the previous month. After 
seasonal adjustment, November 
sales were estimated by the Dept. 
of Commerce at $215 million as 
compared with $227 million in Oc- 
tober—a decrease of 5.3 pct. 

Sales estimates of the past twe 
years follow: 


seasonally adjusted 
(add 000,000) 
% of 
1952 1951 change 





January ...... $222 $253 —12.2 
February ..... 226 249 — 9.2 
eee 226 238 — 5.0 
eee 222 230 — 3.5 
ere 217 220 — 1.4 
| APP eae 226 86217 4.1 
ae 209 213 —1.87 
eres 217 217 0.9 
September .... 219 226 — 3.1 
October ....... 227 224 + 1.3 
November ..... 215 225 4.4 
December ..... 226 

$2,738 





Holds ‘53 No Year 


For Crepe Hangers 


On the whole, 1953 “should be 
a good year for business,” ac- 
cording to Henry H. Heimann, 
executive vice-president of the 
National Association of Credit 
Men, in a year-end statement. 

“If we look at 1953 from a 
long range view we can rest as- 
sured that the new year will be 
set down in history as a profit- 
able one,” he added. 

“Although some businessmen 
and economists seem intent on 
trying to talk the nation into a 
depression late next year, it is 
significant that they have to set 
back their timetable continual- 
ly,” he declared. 

“We should not, like the os- 
trich, bury our head and believe 
by doing so we are safe from all 
danger, but it is just as bad to 
be perpetual crepe hangers or to 
be so steeped in gloom that we 
close the will and spirit to the 
fight for sound business.” 











Consumer Prices 
Again on Increase 


A rise of 0.4 pct in consumer 
prices from October to November, 
1952, after dropping two months in 
a row, was reported by the Na- 
tional Industrial Conference Board. 

Major components of the index 
were all up during the month. The 
index for November, 1952, was 
182.2 and a year earlier it stood at 
179.7. Purchasing value of the con- 
sumers’ dollar was 54.9 cents in No- 
vember, the January, 1939, dollar 
equaling 100 cents. 





Holo-Krome Adopts Net Pricing System For 
Its Distributors and Industrial Consumers 


Net pricing of its products to its 
industrial distributors was adopted 
as the new policy of The Holo- 
Krome Screw Corp., Hartford, 
Conn., Jan. 1. 

It is expected that Holo-Krome’s 
distributors will, in turn, use the 
new system in invoicing industrial 
consumers. 

The plan for net pricing was first 
given industry-wide attention at 
the Triple Mill Supply convention, 
last May. At that time, W. C. 
Stauble, executive vice-president of 
Holo-Krome, presented the idea to 
the convention and pointed out that 
the principal advantage of net 


pricing lies in its savings of time 
and effort. 

The new policy, the company 
claims, completely eliminates what 
has often been referred to as the 
“nuisance arithmetic’ which in- 
variably goes with calculating net 
prices by subtracting discounts 
from list prices. 

Under the new system, these dis- 
counts are already deducted from 
the Holo-Krome list prices and the 
resulting net prices are invoiced to 
the customer. 

Discounts and deductions are 
figured from list prices established 
by the company in 1950 and the an- 
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The news is out... 





LON 


News of a good thing spreads fast. . . 
that’s why home owners, farmers and 
others by the thousands are now clamor- 
ing for CARLON. This new plastic pipe 
is being widely acclaimed for its remark- 
able features — features never before 
available in a general-purpose pipe. 


CARLON plastic pipe is flexible and 
curves to follow uneven ditch lines. . . 
guaranteed forever against rot, rust and 
electrolytic corrosion . . . lightweight 
(only Yeth as heavy as steel). . . can be 
handled easily and installed fast . . . sup- 
plied in lengths up to 400 feet . . . re- 
quires fewer fittings . . . smooth walls 
... no interior build-up ever . . . handles 
a wide range of liquids, vapors and gases 

. costs less per installation than any 
other type of pipe! 


*The first real pipe that is plastic 


Write today for literature. ’ 


Every foot of CARLON pipe is factory- 
tested at greater-than-working pressures 
for longer than 8 hours. 


Buy the Poe with the Stripe! 


— 


CARLON PRODUCTS 
CORPORATION 
Pioneers in Plastic Pipe 


Canada: Micro Plastics, Ltd., Acton, Ontario 
Export: H. E. Botzow, New York City 
10300 MEECH AVENUE ¢ CLEVELAND 5, OHIO 


1000-CP 
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nouncement emphasizes that the 
new invoiced prices represent a 
change in pricing policy only. 
Holo-Krome’s net prices have 
been published in two booklets, one 
intended for the use of industrial 
consumers, the other to be used by 


the firm’s own Authorized Indus- 
trial Distributors. Each booklet 
gives net prices for all standard 
items in the Holo-Krome line and 
includes simple directions whereby 
the original list prices may be de- 
termined from those given. 





G. E. Will Franchise 180 Key Stations 
To Provide Service, Parts on Small Motors 


Under the Small Motor Service 
Station Plan, just announced by 
General Electric about 180 key re- 
pair stations throughout the coun- 
try will offer prompt service on in- 
operative electric motors. 

The program is expected to im- 
prove previous exchange plans by 
providing a more complete network 
of repair stations for G-E frac- 
tional horsepower and small inte- 
gral horsepower motors. In gen- 
eral, it was developed to better 
serve the requirements of original 
equipment manufacturers with a 
widespread system to which their 
customers and dealers can refer in- 
operative motors. 

Under the plan, an authorized 
G-E Small Motor Service Station 


will provide in- and out-of war- 
ranty service on G-E motors, gen- 
erators and motor-generator sets 
of 1/20 to 15 hp and % to 10 kw. 
The service will include general re- 
pairing, furnishing renewal parts, 
and exchanging motors for those 
that are inoperative. 

Each service station also will be 
offered a franchise as a distributor 
for G-E single-phase motors and 
motor renewal parts. 

It is being introduced to pros- 
pective repair points with the aid 
of an operational kit containing ex- 
planatory and promotional mate- 
rial, and will be backed-up by G-E 
with a direct mail campaign, tie-in 
space advertising and other pro- 
motion. 





Note of Caution Is Sounded by Bank; 
Cites Cut in Need for Homes, Major Items 


Fear that conditions are “too 
good to last,” persists according to 
the January letter of the National 
City Bank of New York. Discuss- 
ing “reasons for holding to pru- 
dent policies,” the letter said: 

“The country has been in a long 
inflationary upswing during which 
debt of all kinds has increased, 
costs have risen, industrial capacity 
has been substantially expanded, 
and accumulated needs for housing, 
automobiles and some other dur- 
able goods have been whittled 
down, to say the least. Maladjust- 
ments, which perhaps may not be 
seen or appreciated until they are 
exposed by recession, doubtless 
have been created. The recent 
easiness in prices of staple com- 
modities is a discordant note among 
the general statements of confi- 
dence.” 

The bank noted there have been 
important offsets and qualifica- 
tions; that as mortgage debt and 
consumer credit have risen so have 
savings, which were larger in 1952 
than in any year since 1945. 

“Nor do price relationships seem 
to have deteriorated to a point jus- 
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tifying pessimistic expectations,” 
it added. 

“The prospect for continuance of 
high level activity is strengthened 
by the fact that people are thinking 
of the potentially bearish influ- 
ences,” the letter continued. “Un- 
restrained optimism now would 
menace stability. If mistaken plan- 
ning should lead to a fresh piling 
up of inventories on top of present 
stocks, a reaction would be in- 
evitable. If over-enthusiasm revives 
speculation, damage is certain to be 
done. There is great and unusual 
need for self-discipline by all mem- 
bers of the economic organization.” 





Drop in Shipments 
Of Vacuum Cleaners 


Factory sales of standard-size 
household vacuum cleaners in No- 
vember totaled 254,297 units, com- 
pared to 292,474 in October, a de- 
crease of 13.1 pct, according to the 
Vacuum Cleaner Manufacturers’ 
Association. 

November sales compared to 219,- 
119 units sold in November, 1951, 
or an increase of 16.1 pct. 


Large Hardware 
Stores’ Sales Higher 


Large retail hardware firms, op- 
erating from one to 10 units, ex- 
perienced a 2 pct increase in sales 
in October over October, 1951 and 
a 9 pet gain over sales in Sep- 
tember, 1952. 

However, sales for these large 
firms in the large metropolitan 
areas listed below were 5 pct lower 
for the first 10 months of the year 
as compared with the same months 
of the previous year. 

These estimates by the Dept. of 
Commerce were not adjusted for 
seasonal variations, price changes, 
nor number of trading days. A 
comparison follows: 


Pct Change in Sales 
Oct. Oct. 10 mo. 
1952 1952 1952 
from from from 
Oct. Sept. 10 mo. 
1951 1952 1951 


Jefferson Co., Ala. .... —4 +19 0 
Los Angeles Co., Cal... +19 +14 —7 
Sacramento Co., Cal. .. —22 + 1 —I8 
Hartford & Tolland Cos., 

a —9 —8 —13 
D. C., city of Alexandria, 

and Arlington Co., Va. 

and part of Mont- 

gomery Co., Md. ... —4 +15 —3 
Se Se eee +3 431 —I7 
Adams & Allen Cos., Ind. +38 +40 —5 
Suffolk Co., and parts of 

Middlesex and Norfolk 

Pk MS ceases +5 +24 —8 
Wayne Co., Mich. .... —10 +16 —6 
City of St. Louis and St. 

Louis Co., Mo. and 

East St. Louis, Ill. ... +6 +9 +42 
City of New York and 

part of Westchester 

Co., N.Y. .......... —I2, +15 —10 
Erie Co., New York ... + 4 +20 —4 
Monroe & Wayne Cos., 

free ere +8 +5 +2 


Cuyahoga Co., Ohio .. —12 +4 —I8 
Norfolk & Princess Anne 

Cos. and cities of Nor- 

folk, So. Norfolk and 

Portsmouth, Va. ..... +3 +10 +12 
King Co., Wash. ...... +12 +4 —5 
Milwaukee and Waukesha 

Cos., Wis. .......--- #3 +11 —10 


More Water Heaters 


Used as Replacements 


For the sixth consecutive month, 
there was an increase in gas water 
heater shipments in November, nar- 
rowing the gap between 1952 and 
1951 shipments, reported the Gas 
Appliance Manufacturers Associa- 
tion. 

Shipments for the month totaled 
169,400 units, as against 143,400 
in the same 1951 month, an 18.1 pet 


HARDWARE AGE, JANUARY 22, 1953 


ADVE| 


TO MILLIC 


ae 














HARDWA 








e 

a 

igher 

e firms, op- 
) units, ex- 
ase in sales 
r, 1951 and 
es in Sep- 


these large 
etropolitan 
> pet lower 
of the year 
me months 


e Dept. of 
justed for 
2 changes, 
days. A 


nge in Sales 
Oct. 10 mo. 
1952 1952 
from from 
Sept. 10 mo. 
1952 1951 
“+49 0 
+14 —7 
+I —I8 


—8 —13 


+15 
+31 
+40 


4.24 
+ wi 


+9 42 


—10 
«<§ 


LI5 
+20 


«4 
—I8 


. = 
~um 


10 +412 
4 ae 


Tt —10 


ers 


ents 


month, 
3 water 
2r, Nar- 
52 and 
ie Gas 
ssocia- 


totaled 
43,400 
8.1 pet 


, 1953 








ie 


! POPULAR’ 
MECHANICS 


ADVERTISED 









ton, ° 
tric and many 


appliances 














. n 

s quality 
Conpirigrive preferred dag There is 
quipment manufacturers. . ore elec 








om 
Congress V-Belts and Pulleys fr 
ome local supplier. 
7 e 








d 
— Heavy Duty on 
QD Sheet v-belte—FHP brives 
io} | 
DRIV | 3) 
aa CORPORATION 


>t FHP pulley* 
c 









VISION 


facture 
“st Mon 
rges micHiGaN 


peTROIT 34, 


lo 


world’s 




















SPRING 


HINGES 
ARE THE 


BUTTON TIPS 
STANDARD 


TVDE 


NO. 29 








HARDWARE AGE, JANUARY 22, 1953 


AETNA INSURANCE GROUP 


advises 


TO PREVENT FIRES 


cover ironing boards with 


ASBESTOS 


from a national public service advertisement, ) 
Newsweek 4/16/51 and Time 4/2/51 


*‘Lady, look twice before you leave your ironing 
board to answer the telephone or door bell. That 
iron can quickly become 600° F. hot—hot enough 
to set fire to fabrics and even the board itself 
before you know it. Be sure the iron is on its safety 
rest before you leave it. For extra safety, cover 
your ironing board with an asbestos cover!” 


ASBESTON 


is the only ironing board 
cover fabric made of asbestos! 





No matter what claims you may hear, ASBESTON 
—the only ironing board cover material made of 
asbestos—is the only one that positively will not 
catch fire. 


Remember... 
@ its asbestos fiber construction is com- 
pletely fireproof 
@ women know and appreciate the safety 
only ASBESTON provides—as well as the 
easier, faster, nicer ironing it gives them 
@ over 5,000,000 homes now enjoy the 
protection of ASBESTON—plus the extra 
economy they get from its years and years 
of service 
Feature the top-quality covers that assure top- 
quantity sales...ironing board covers made of 
ASBESTON. 


it isn’t home-safe 


If it hasn’t this label, 
ASBESTON. 


A product of Textile Division © 


UNITED STATES 
RUBBER COMPANY 


Rockefeller Center, New York 





home-safe Asbestos Fabric 
— 


produc of United Graves Rubber CONPST 
















Try Wire! 


Often wire adapts itself to a 


product design better than mill- 
ing or casting. This is especially 
true when the job is done by 
Brooks, for such a job can, if 
desired, include a measure of 
supplementary fabrication, as 
shown above. So, in your next 
product, try wire. It may save 


you a lot. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


“BROGKS  HOGKS 
















( Here's the one that 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


TICKS AND STAYS pir 
Tl 
| 
















ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 

urham’s Rock- 
Hard Water Putty 
ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
i Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


DONALD 
DURHAM 
COMPANY 
Des Moines 4 





























rise. This brought shipments for 
the first 11 months of 1952 to 
1,739,600 units, 3.9 pet below the 
1,810,500 units reported for the cor- 
responding period in the previous 
year. 

Edward R. Martin, director of 


| marketing and statistics for the as- 


| Agents. 


sociation, said that the shipments, 
which are far in excess of the num- 


ber of new homes being built, re- 
flect the growing replacement mar- 
ket created by the need for proper- 
size water heaters to support the 
numerous household appliances that 
depend upon an adequate supply of 
hot water. This is one reason, he 
added, why shipments have _in- 
creased during what is normally a 
slack period. 





Business Trend to Be Steady for 6 Months 
Purchasing Agents Believe; Stocks in Balance 


The general business trend is ex- 
pected to continue without change 
through the first six months of 
19538, according to 55 pct of pur- 
chasing officials participating in 
the monthly business survey of the 
National Association of Purchasing 
Another 25 pct saw busi- 


| ness good only through the first 





quarter and the remaining 20 pct, 
with some reservations regarding 
world conditions, feel the year 
ahead will average about the same 
level as 1952. 

A small drop in industrial order 
backlogs was reported in Decem- 
ber, although they were said to be 
still substantial. There was a 
small drop in output as the holi- 
day rush subsided. 

Prices were described as some- 
what static, with a tendency to 
weakness in items which are high- 
ly competitive. Inventories were 
said to be in better relation to pro- 
duction and better balanced than at 
any time since the war and were 
still dropping as material scarci- 
ties and supply pipelines fill. 


Cautious Buying 


The purchasers reported that 
buying policy continues to be con- 
servative in accord with avail- 
ability, inventory policy and the 
more pronounced trend in buyers’ 
markets. 

Few price changes were reported 
in the principal commodities pur- 
chasing agents buy. It was stated 
that the upswing which followed 
the ending of the steel strike is 
over and industrial materials gen- 
erally were holding steady. There 
was something of a trend to a de- 
cline rather than an advance, it 
was reported. 

A buyers’ market is developing 
in many lines as a result of the 
keen competition to maintain high- 
level production, the purchasers’ 
survey found. Stronger competi- 
tion between materials was fore- 
cast by many buyers as new pro- 


ductive into the 
market. 

Discussing inventories, the buy- 
ers said that the trend to lower 
stocks continues as the market 
offers increased supplies. More 
emphasis was being put by inven- 
tory managers on turnover and 
less on protection of production 
schedules, an indication of the con- 
servative view being taken of the 
future. 

Purchasing agents, in their buy- 
ing policy, are keeping to short- 
range future coverage from buying 
for immediate use to 90 days ahead. 

Few changes were found in prices 
in the month. Prices advancing in- 
cluded benzol, brooms, coal, coke, 
graphite, electrodes, glycerin, mer- 
cury and rubber. Among items on 
which prices were lower were alco- 
hol, canvas, clothing, cotton esters, 
some grades of lumber, linseed oil, 
burlap, turpentine and galvanizing. 

Among items described as still 
hard to get were glycerin, mer- 
cury, nickel, some sizes of pipe, 
polyethylene and some steel. Easing 
up were aluminum, copper, lead, 
zinc, pig iron, wire, many steel 
items and electrical equipment. 


capacity gets 


Remodeled Homes Help 
Gas Appliance Sales 


The gas appliance industry en- 
joyed a volume in excess of $1.2 bil- 
lion last year, according to James 
F. Donnelly, president of the Gas 
Appliance Manufacturers Associa- 
tion and vice-president of Servel. 
Inc. The year’s results, he said, 
indicate a remarkable recovery 
from the slump which the industry 
experienced in the first quarter. 

Mr. Donnelly said that more and 
more new and renovated homes in- 
stalled gas refrigerators, water 
heaters and other appliances. A 
major source of gas appliance busi- 
ness last year and one likely to 
continue this year is the remodel- 
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with low-cost KIMBLE GLASS BARS 


Kimble make it possible for us to offer 


GIvE YouR CUSTOMERS what they want— 
you these popular bars at a special low 


low-cost, handsome, handy Kimble Glass 


A. Kimble Button-End Glass Bars — Bars. Sparkling bright, they’re made of — cost that stimulates sales and gives you 
crystal or opal glass with adjustable velvet-smooth, clear glass... have pol- a high profit margin at the same time. 
metal Rirings. 19" tong. ished metal fittings. Order Kimble Glass Bars today from 


Tremendous production facilities at your wholesaler, or write to us direct. 


B. Kimble Double-Purpose Glass Bars — 
crystal glass with adjustable fittings 


for partial or full-length use. 24’’ long. Ki r) 
imble glass bars won't rust... 

C.. Kimble Bent-End Glass Bars — g “a sais * 
Y,'’ crystal or opal glass with strong, ” | 
modernistic metal fittings. 18’ and stay new: looking ° ) 
24” lengths. 

j 


D. Kimble ven Glass va ; 
2," crystal-clear glass with heovy, 
teaming meta ings. 19” or KIMBLE GLASS COMPANY 
24"' lengths. . ; 

Subsidiary of Owens-Illinois Glass Company Toledo 1, Ohio 















SUPER GEL SPONGES 


WALK OFF COUNTERS! 


EXTRA 10% 
SUPER CEL 
. PROFIT DEAL 


on your regular 
mark-up 





Each SUPER CEL Sponge a self-selling unit with 
Pl Us SQUEEZE APPEAL! 


PLUS Each individually packed in Customer-Bonus SWIVEL WASHERS & FAUCET SEATS 


eins Featured in Reader's Digest 












PL US s gay colors! Snap-in Swivel Washers cut faucet maintenance costs. a 
‘ = Proved in use over 15 years. Snaps into faucet stem. F 
PLUS ——— Regular or New ® Outlasts ordinary washers 10 to 20 times. Patented § 
os — i swivel action eliminates grinding wear. Genuine Neo- | 
om 
' face disc. 
RUSH YOUR ORDER — INTRODUCTORY OFFER |B seni etesey ¢ 
a Snap-in Faucet Seats save costly faucet replacement. © 
™ Stop leakage caused by worn seats. Provides perma- 





ie FOR LIMITED TIME ONLY 
ube Call your regular wholesaler, dealer, or write nent smooth sealing surface. Easily installed. 
Packed in kits for the professional maintenance man. 


i 








Write for Prices and Literature 

SNAP PRODUCTS CO. 

Division of Harrison Industries 
847 W. Harrison St., Chicago, Ill. 


AMERICAN SPONGE & CHAMOIS CO., Inc. 


51 ANN ST., N.Y. C. 38 
NEW YORK ° CHICAGO ° SAN FRANCISCO 


mE SHG: 
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NOW! NEW LARGER 
»' ARCO-SAWS" WHIZ 
2 THRU 2x 4's IN 


_ ONE EASY CUT! 






FOR 
FASTER CUTS! 
Every Drill 
A Powerful 
Portable Saw! 


FAIR TRADE RETAIL SELLING PRICES: 
(Dealer's Discount—33%%) 


No, 455 “ARCO-SAW” 

os & 5-Inch SAFECUT Blade. $1250 
0. a -SAW,"’ same b 

less gages. Has accurate visual guide” $10%5 


CHECK THESE TOP SELLING FEATURES 
5” Safecut Blades cuts faster— : 
Graduated Depth & Gevel °C my hg Fy de 

rom 0 to 45°, ustable Rip G i 
Guide, Sturdiest Safety- Yoke, Worm Drive pong 


NEW! “ARCO STAND ‘N TABLE’ 
MAKES A WORKSHOP OUT OF 
EVERY %” ELECTRIC DRILL 

Has Tilting Table for Sanding, 
— Grinding, Buffing, ete. 

, No. 400 includes Drill 
Stand, Worm Drive 
adjustable 
.. Sander, 6 
Dises & Coment... 

$7.95 Lis’ 

No. 401 includes Drill 
Stand & Clamp only... 
$2.75 List 

(Dealer's Dise. 33% %) 
DEALERS: Order today from your Jobber or write 
direct for new catalog sheets. 


ARROW METAL PRODUCTS CO. 


] Dept. HA-1, 140 W. Broadway, N.Y. 13, N.Y. | 


























—- 


STAINLESS STEEL 
FASTENINGS 
GF OF ALL TYPES 











In-Stock-Service on smail or 
large quantities * Cap Screws 





ing of obsolete homes more than 
30 years old, he continued. 

“Based on our showing last year 
and the likelihood of improved ma- 


terials allotments, as well as gen- 
eral relief for business in Wash- 
ington, the outlook for 1953 is ex- 
tremely bright,” he said. 





Consumers Spent $2 Billion in Credit 
Dollars For Goods Since End of Reg. W 


Since expiration of Regulation 
W last May, users of consumer dur- 


| able goods have been on a $2 billion 
| spending spree and have boosted 
| their total debt for such purposes 





* Machine Screws © Sheet 
Metal & Wood Screws ¢ Set 
Screws * Nuts, Washers, Etc. 


Class 3 AN Drilled Fillister Heads 
| 


Fast service on special screw 
machine products. 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog Just off the 
press—write today | 
Wp) STAINLESS SCREW CO. | 


| see (ame (me frome AR mory 4-1240 | 


Paterson 2, N. J. 








232 Union Avenue e@ 
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by 16 pct to the end of last Sep- 
tember, according to a study made 
by the Federal Reserve Bank of 
Chicago. As long as personal in- 
come continues at current levels, 
“there is little reason to expect an 
abrupt drop in credit based upon 
demand.” 

The increase since Regulation W 
expired has been one of the larg- 
est rises in consumer credit ever 
experienced in so short a period, 
the bank stated. The consumer 
credit increase has exceeded that 
in any other form of debt, the bank 
pointed out. 

“Total installment debt,” it said, 
“has increased from less than $2.5 
billion at the end of 1945 to about 
$15.5 billion curreritly, showing 
substantial gains in every year ex- 
cept 1951. 

“Much of this expansion was 
simply a process of ‘catching up,’ 


reflecting the extreme scarcity of 
consumer durable goods during the 
war and, consequently, an abnormal- 
ly low level of installment credit at 
the war’s end. As compared with 
1949 the rise is much less spectacu- 
lar relative to gains in other types 
of debt.” 

It was noted that if allowance is 
made for the fact that personal 
income, after taxes, has increased 
about 200 pct from the 1940 level, 
installment credit in a _ relative 
sense is now no higher than dur- 
ing most of 1940 and 1941, the 
peak prewar years, despite the 
sharply higher trend since suspen- 
sion of the credit regulation. 

Declaring that one inference to 
be drawn from the rise in con- 
sumer credit is “a growing reli- 
ance upon credit to maintain sales,” 
the bank said: 

“This may mean that the demand 
for consumer durables is becoming 
susceptible to a downturn in busi- 
ness activity. Should income and 
employment decline, installment 
credit extensions might well fall 
off sharply.” 





Dept. Stores Showed 
Improved Operations 


An improvement in the net in- 
come of department stores was re- 
ported by the Controllers’ Congress 
of the National Retail Dry Goods 
Association. For the first nine 
months of the fiscal year ended Oct. 
30, 1952, 181 stores each with an 
annual volume in excess of $1 mil- 
lion, showed net profit from mer- 
chandising operations amounting 
to 2.4 pct of sales, compared with 
1.9 pet in the corresponding period 
a year earlier. Sales and transac- 
tions were both 2 pct ahead of the 
previous year’s level. 

Federal income taxes took a 
larger portion of the sales dollar. 
For this reason, the net gain after 
Federal income taxes was only 1.6 
pet of sales as against 1.5 pct for 
the 1951 period. 

Improvement in profits from 
merchandising operations was at- 
tributed to a combination of a 


| slightly better gross margin and 


somewhat lower total operating ex- 
pense ratio. Gross margin moved 
up to 35.7 pct from 35.6 pct. There 
was a drop of 0.3 pct in total op- 
erating expenses to 33.5 pct of 
sales. 

Although the expense ratios 
dropped relative to sales, expenses 
in terms of dollars continued to in- 
crease. However, only 55 pct of 
the reporting department stores 
had the same or lower total operat- 
ing expense ratios than during the 
1951 period, while 63 pct of the 
same stores realized identical or 
better gross margin results. 

A more competitive situation 
among department stores was in- 
dicated by lower mark-ons, lower 
inventories and a more rapid stock 
turnover. 


Igoe Calendar Shows 
Dealers When to Order 


A calendar especially prepared 
for the use of hardware dealers 
has been distributed to the trade 
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SOLD BY 
LEADING 
JOBBERS 
EVERY- 
WHERE 




















DISPLAY NO. 1 


Brightly painted Diamond Tool Dis- 
play Panels are available through 
| your hardware wholesaler. 


DIAMOND CALK HORSESHOE CO. 





&j 


4622 GRAND AVENUE 


“THERE IS NOTHING FINER THAN A DIAMOND" 


DIAMOND 


Line of 
WRENCHES 












Diamond Diamalloy Feath- 
Adjustable Wrenches 


are made of alloy steel of remarkable 


erweight 


strength. They are distinctly quality tools of- 
fered at popular prices, and appeal to the most dis- 


criminating users. 





DULUTH, MINNESOTA 

















US 


eo} 


POULTRY NETTING 








Tue perfect hexagon mesh poultry 
netting... Made with the improved 
Locktwist Weave . . . Stronger, more 
uniform, more rigid . . . Lies flat 
when unrolied . . . Easier to handle 
and cut . . . Stretches better 
. . . Neater in appearance ... 
More satisfactory in service. 
U. S. HEXLOK Poultry Netting 
is furnished in one-inch and 
two-inch mesh No. 20 wire, gal- 
vanized before and after weav- 
ing, in standard widths 12 to 
72 inches. Rolls contain 150 
lineal feet, guaranteed full 
length and weight. 





Cor fencing costs, save time, 
labor, money by using U. S. 
STRAITLOK Poultry Netting .. - 
It stretches like farm fence to 














wood or steel posts .. . Needs no 

top-rail, no baseboard . . . Requires AB TINT 

fewer posts. It is ideal for build- o ‘ TIXVTVIVIN 
IV /\/\ 75 





ing poultry runs because it can he 
moved and restretched. 

Furnished in one-inch and two-inch 
mesh No. 20 wire, galvanized be- 
fore and after weaving, in standard 
widths 12 to 72 inches. Rolls con- 
tain 150 lineal feet, guaranteed full c 
length and weight. B = j 
Ask your jobber to see these modern nettings! } Wn ~~ a, 
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S § PRESENTS THE NEW 
c:.. 1953 GARDEN HOSE LINE 


beeyetattstete 


23 


different numbers 
.: of plastic and 
: braided 
rubber 

. hose 






The World’s Most 
Complete Selection 
of Garden Hose 

e GUARANTEED QUALITY BRAIDED 


RUBBER AND PLASTIC GARDEN HOSE 
e TOP QUALITY BEST SELLERS 
e GUARANTEED FROM 3 TO 15 YEARS 
e LOW PRICED MERCHANDISERS 
e SEVERAL NUMBERS THAT RETAIL FOR 
APPROXIMATELY $2.00 
Write for Hancock's New 1953 Hose Brochure Today. 





: +, 135 $. Second Street * Philadelphia 6, Pa. 
See you at The Nat'l. Housewares Show, Chicago, Jan. 15-22, Booths 1024-26 
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QW cxxn06 





@ The most complete Industria 
@ Full data on all types and sizes~ 


i @ Time and money-saving us 
tion recommendations 


@ Shows all construction 
specifications 


Write for your copy of this valuable free 
Simplex 
LEVER « SCREW . HYDRAULIC 
Jacks 
and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, KENLY & CO. 


E 





1056 So. Central Ave., Chicago 44, Ill. 












COLUMBIAN 
HINGED PIPE 
VAR 3 


COLUMBIAN 
v@10)9) 40) 1.44) 
VISE 


Columbian Vises are built to handle every 
job. And 
more Columbrans than any other vise. Write 


industries, schools, farms use 


today for full data 


COLUMBIAN 


n Vise & Mfg. Co 
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by Igoe Brothers, Inc., Brooklyn, 
N. Y., distributors of hardware and 
building materials. 

This large, copyrighted calendar 
is to be used as a reference chart 
by the hardware dealer, to guide 
him in ordering seasonable mer- 
chandise. On each page of the 
calendar there are sketches of many 


items of merchandise to serve as 
timely reminders about the need to 
reorder. 

The large calendar, which mea- 
sures 32 x 17 in., shows the loca- 
tion of the 10 Igoe branches on a 
map of the Eastern seaboard. It 
is the first step in Igoe’s advertis- 
ing campaign of the year. 








| Families in the lower income 
| groups will be larger buyers of 
| automatic home laundry equipment 
| in 1953, according to Parker H. 
| Ericksen, director of sales for Ben- 
| dix Home Appliance Division, Avco 
Mfg. Corp., in surveying the mar- 
ket for this year. 

He told a group of distributors 
| attending the annual Chicago Fur- 
niture Market that families with 
less than $4,000 annual income 
will buy three times as many auto- 


| matic washers as they did five 


years ago, despite higher prices. 
Mr. Ericksen stated that 36 pct 
of the automatic home laundry in- 


Lower Income Groups Expected to Buy 
36% of Automatic Washer Output in 1953 


dustry’s 19538 output would be sold 
to lower income groups. This cate- 
gory is expected to buy almost 
600,000 of the 1,750,000 automatic 
washers which it is estimated will 
be sold this year. 

Because of the widening and 
changing market, he added, appli- 
ance manufacturers are _ being 
forced to give dealers a full line of 
products covering all income 
brackets and price ranges. 

In 1948, he said, only 12.7 pct 
of automatic washer sales were to 
families with incomes under $4,000. 
Last year the percentage of sales to 
this group had jumped to 29.6 pct. 





Expect Sales of Home Laundry Units To 
Equal or Top 1950 Record of 5 Million 


This year should equal or top the 
all-time high set in 1950 when sales 
of its products topped 5 million 
units, said Frederick M. Mitchell, 
president of the American Home 
Laundry Manufacturers’ Associa- 
tion at the organization’s annual 
meeting in Chicago. Final figures 
of 1952 will show sales of house- 
hold washers, dryers and ironers 
aggregating close to 4 million units, 
said Mr. Mitchell, who is manager 
of the Frigidaire Sales Corp., Roa- 
noke, Va. 

He said that at no time since the 





end of the war has the industry 
“been free of shortages and re- 
strictions, all to the detriment of the 
free, easy flow of our appliances 
out to the trade.” 

“Nevertheless, the fall months of 
1952 showed sharp increases in our 
sales, even some new highs. The 
only foreseeable limit to our sales 
in 1953 is shortage of materials, 
which is by no means as likely as 
it has been, because of anticipated 
easing of various restrictions.” 

Mr. Mitchell termed the inven- 
tory situation “highly favorable.” 





Mail Order Catalogs 
Feature Lower Prices 


Price reductions averaging 9 pct 
| feature the midwinter sales cata- 
log of Sears, Roebuck & Co. The 
book lists 30,000 items. 

Price reductions in the catalog 
included: Paint, 6 pct; wood 





| kitchen cabinets, 11 pct; electric 


hair dryer, 18 pct; silverplate 
soup spoons, 50 pct; frieze textured 
carpet, 12 pct. 

Home freezer price cuts ranged 
from $26 to $36 and automatic re- 


| frigerators were cut $50. 


More Textured Effects 


In Floor Coverings 


Many manufacturers of hard sur- 
face floor coverings are planning to 
feature texture effects in 1953 lines 
Whereas in the past producers have 
turned out mainly merchandise 
suitable for the kitchen, bathroom 
and cellar only, they are now plan- 
ning to offer hard surface cover- 
ings on a broader scale suitable for 
installation in any part of the 
home. The new types provide the 
illusion that a floor is covered 
with soft surface material. 
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BLOW TORCH 


tom. The Wall blow-proof pump 
means added safety. Available in 
brass or steel. No extra cost for this 
new handle. It will sell on sight! Write 
today for complete catalog. 






You get added safety and added 
performance in Wall Blow Torches 
with the revolutionary new Pisto-Grip 
handle. Drawn steel tank has brazed 
inserts and electrically seamed bot- 











COMPOUND KETTLES @ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS © OlL CARRIERS e PAINT POTS e ACCESSORIES 





Grove City, Pa. 













U/p Your 
sid weathe! Sans 


with G-E 
_ HEATING 
CABLE SETS 


| Thousands of homeowners, farmers, and commercial growers need 
| and want General Electric heating cable sets to protect water 
pipes, eaves, gutters, and downspouts from freeze-ups. . . to heat 
hotbeds, cold frames, and greenhouse soil to mature seedlings 
faster, raise healthier plants ahead of the season. 

Backed by forceful sales promotion, G-E heating cable sets 
move fast. Sets of 30 and 60 feet of cable formed into 15-foot and 
30-foot “hairpins” come ready to use with weatherproof plug for 
110 volts. Also 120-foot sets for 220 volts. 

Get your share of this big-profit market by ordering the com 
plete G-E heating cable promotion program from your G-E dis 
tributor. For his name, write Section D60-138, Construction Ma 
terials Division, General Electric Company, Bridgeport 2, Conn 


FREE: @ SALES AIDS @ FOLDERS e MATS 


Advertised in Saturday Evening Post, Better Homes & Gardens 


Y ne 
Go CaR frie. P was confidence wR — 
GENERAL ELECTRIC 


A very efficient tool for the pin point sol- 

dering of instruments, meters, gauges, 
small radios, printed circuits: or any fine soldering, 
especially where space is cramped or where there 
is little clearance. 


Length, 8/4" Weight, 7 oz. 


Standard tip is 1/4" diameter. 3/16’’ and 1/8" tips can be 
furnished as well as tips for special purposes, bent to 
any angle or in various shapes. 


VULCAN ELECTRIC CO. 


Danvers 3, Mass. 


Vulcan Electric Soldering Tools, Solder Pots, Glue J 
Pots, Branding Irons, Vulcan Electric Heating een 
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McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 





A 4-page newspaper 
type circular, entitled a 
“Spring Shower of 
Values,” designed for 
dealer use, by Shapleigh 
Hardware Co., St. Louis, 
is backed by a complete 





sizes. 














Suggested 
Retail 


BIGGER | 2M 


NO BRUISING ¢ WASTE ¢ MESS 
Krasco Cherry and Olive Pitter does a 
perfect job of pitting cherries or ripe 
olives. No other pitter offers so many 
features at so low a price. Year after 
year this item has proven to be the 
biggest value and seller on the market. 
Sell Krasco brand Cherry and Olive 
Pitter and get your share of this profit- 


able business. Lim 
xf > 
WRITE TODAY TO SAM 
R. KRASBERG & SONS MFG. CO. 


2501 West Homer Street 





Chicago 47, Illinois 
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kit of promotional ma- 
terials. 

The kit includes 148 
pieces and contains col- 
orful window streamers, 
valances, double pen- 
nants, window cards and 
price cards in three 
The kit sells for 
$5.49. Newspaper mats 
are also available. In- 
cluded with each kit is 
a set of suggested radio 
spot announcements in 
1- minute, half - minute 
and station break 
lengths. 

More than 80 articles 
in housewares, appli- 
ances, tools, cutlery and sporting 
goods are described and illustrated 
in the Spring circular, with prices 
ranging from 19 cents to $32.95 at 
retail. There are four coupon 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Shapleigh Has Integrated Spring Promotion 





SALE STARTS SATURDAY 4. 1... ENDS FOLLOWIW 


items, designed to bring the cus- 
tomer into the store. The circulars 
are so designed that they can be 
alternated for either the Diamond 
Edge or Keen Kutter customer. 





Cotter Rotogravure Circular Being Mailed 


A four-page, multicolor rotogra- 
vure consumer circular has been 


prepared by Cotter & Co., Chicago, | 


Ill., for distribution by its dealer 
members during January and Feb- 
ruary. 

The circular features many items 
at special prices. Included is a spe- 
cial home workshop group of tools 
offering the consumer an oppor- 
tunity to pay for them on easy time 
payments. 

A special free trial offer features 
the Dormeyer Fri-Well. Another 
feature is a special coupon offering 
two glass pie plates for 25 cents. 

Circulation of this Mid-Winter 
and Service Days circular is 
claimed to be about 400,000 copies. 
The next consumer promotion pre- 
pared for Cotter & Co. members 
will be a 32-page rotogravure con- 
sumer catalog which will be ready 
for distribution in March. 





FOR NI 


PAUL CAREY HARDWARE | 












‘esse 
MIDWINTER 


VALUE oi 
SERVICE @ 
bAYSs i 


G TOMORROW | 
STARTING B16 DAYS. 















(Continued on page 216) 
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LANCASTER 
No. OLO313 
SINCE 1849 
: ~_ _ 
¢ 
No. H0383 





A QUALITY LINE, 
A COMPLETE AND 
PROFITABLE BUILDERS HARDWARE LINE. 


SFE PADLOCK oo HARDNARE 





cee CAS TER, 
















SPEEDIE Wall 
Cleaner gently 
rubs grime from —— = om 
wallpaper, K e m - sessilis 
tone or waterpaint A Top Seller 
swiftly—easily. Re- 
movable sponge 
rubber head may be 
washed and reused 
over and over. 


It's a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 
it’s used. Write for Dealer 
and Jobber prices. 


Plan Your 
Promotion NOW! 














DOVER PRODUCTS CO 
815 W. Arthington St., Chicago, Ill. 


HYP ONCX 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 331% profit. Attractively packaged for display. Does not deter- 
lorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
‘l-oz. makes 6 gallons liquid plant food. 


















1 = 10c 72 t. 7 Ib | So's 

62. ORL. 106.0206 to case wt. Rae .80 case “aN 
3-oz. can 25¢..... 36 to case wt. 12 Ibs..... . $6.00 case ein ag 

7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case ee) 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case es aovranst 


Also packed in 10-ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
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Steamship “United States” 


Greatest American Shipbuilding Achievement 


We are proud of the Steamship United States and proud 
also that Chicago Spring Hinges were used in the largest, 
finest superliner ever built by Americans. This is further evi- 
dence of the adaptability of our products to modern require 
ments and their recognized quality. The always increasing 
demand for Chicago Spring Hinges indicates a general opinion 
of their value by Architects and builders’ hardware consultants. 


QUALITY 


We believe the quality of Chicago 
Spring Hinges is universally recog- 
nized. Our trade mark identifies 
that quality. 


Look for the Trade Mark 


~(CHICAGO)— 
 eiriplex” SPRING HINGES 


Chicagos Sprina Hinge Co. 


CHICA U.S.A. NEW YORK 


























ary Sall & Co., J 


802 W. GIRARD AVE, 
PHILADELPHIA 23, PA, 
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STRATAFLO 


CHECK 
VALVES 


flexible 
metal 
poppet 


All position. Can't leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. 
Noiseless. Write for Bul- 
letin No. 302. 


ORDER FROM YOUR JOBBER 


r . edeeted 






STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 


HERE’S WHY 


FARM TARPS’ 


OUTSELL ALL OTHER TARPAULINS... 


481437 2562 5 
| NATIONALLY ADVERTISED every 
month in leading farm publications. 
INDIVIDUALLY PACKAGED and 
backed by a factory written guarantee. 
GROMMETS ANCHORED against rope 
bound in hem. Double sewed thruout 
STURDY, RUGGED CANVAS 
superior water-resistant treatment 


4 OUT OF 5 WHOLESALERS CARRY 


Sag FARM TARPS & TRUCK TARPS 


Mfd. by H. WENZEL TENT & DUCK CO 
ST. LOUIS 4,MO 
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CALF-TERIA 


NIPPLE PAIL 
“The only Pail with a SIPHON valve! 
Saves 100 Ibs. of milk 
per calf fed. 
= @ Milkhouse Cabinet $12.9. 
@ Electric Dehorner $ 7.00 
Write TODAY for catelog 
sheets and prices. 


THE RUINEMART CO, “ES 


1, 
113g PO mT 


Universal Expecting 


Greater Volume in ‘53 


The loss of volume from the 
sale of its major appliance line was 
made up in one year on its other 
products, Bret C. Neece, president 
of Landers, Frary & Clark an- 












| tributor and dealer inventories gen- 
|erally depleted due to active fall 
}and holiday selling, the Universal i] 
| president predicted liberal buying 
}| for replacement purposes through- 


|motion and Publicity, reported that 


| 327,814 in October, a decrease of 
| 10.6 pet, acccording to figures for 
| the organization’s membership an- | 


| Laundry 
| tion. 
| pares to an industry-wide total of 
| 262,484 units in November, 1951, a 


| November aggregated 74,370 units, 
‘compared to 83,510 units in Oc- 


|ers in November were 19,724 units, 





nounced in his annual report. Sales 
in 1952 were roughly equal to 1951 
volume of just over $32 million, 
Mr. Neece stated. 


He predicted a high level of busi- 
ness for the new year. With dis- 


THE NEW Columbiana 


CAM-LOCK HYDRANT 
"Sold the World Over" 


Here's a fast-selling new Cam-Lock Hy- 
drant for use on pressure lines. Sturdily- 
bulit with few moving parts, this Colum- 
Soy Hydrant has no springs te rust eut 


* Son -COnneeve VALVE ASSE.- 


® ANTI-FREEZE ACTION 

* CAM-LOCK HANDLE PREVENTS 
DRIPPING AND WATER WASTAGE 

This is the lowest priced hydrant on the 

Fig. H—1200 market. Write today for complete informa- 

tion. Established 1888. 








Columbiana PUMP CO., Columbiana, Ohio, U.S.A 
out the first quarter. Sweet 





He further anticipated that nor- 
mal purchasing would occur during | 
the second quarter and that buying | 
during the fall and holiday seasons 
of 1953 would follow the usual up- | 
swing next fall. 

A. S. Bross, vice-president in 
charge of sales, announced that the | 


Do You Want To— 


> Sell or buy a store 


company was aiming for an in- 
crease of nearly 30 pct in its gross | . Represent new accounts 
volume. 

No new products will be added to | - Hire experienced 


the line during the first part of the 
year but a new steam iron has been 
announced for the fall. 

W. J. Cashman, Director of Pro- 


hardware personnel 


- Dispose of surplus 
stock—distress 


the advertising budget is nearly 7 * 
$2 million, the largest in the firm’s inventory—job lot 


history. merchandise 





Get sales representa- 


Manufacturers Shipped || - 
Fewer Home Washers 


Factory sales of standard-size ‘ 
household washers in November 
totaled 293,079 units, compared to 


tion for your line 


Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


nounced by the American Home | 
Manufacturers’ Associa- 
The November total com- 





gain of 11.7 pet. 
Automatic tumbler dryers sold in 


tober, a decrease of 10.9 pct, and 

were 41.7 pct more than 52,499 in 

the comparison month last year. 
Factory sales of household iron- 


Classified Ad. Dept. 
HARDWARE AGE 


100 E. 42nd Street 
New York 17, N. Y. 


down 21.7 pct from 25,204 sold in 
October and less than one pct 
lower than 20,500 sold in Novem- 





OF PRECISI 
SMALL- TOO 


The PA-5 Use 
by the Gi 
$ 
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how Moody « 
ger profit and 
one benefits 
Fishermen, F 
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THE NEW 







HERS. rel 







OF PRECISION 
SMALL TOOL SETS 


The PA-5 Used 
by the Gun Cronk ¥ 
e: eat 





q The SC-5 used 





by the Fisherman 





Dealers and Jobbers — here's 
how Moody can help you to a big- 
ger profit and better service. Every- 
one benefits from the Moody line; 
Fishermen, Hunters, Home handy- 
men, Skiers, Gun Cranks and Hob- 
bist, all have many, many uses of 
a MOODY KIT. Get this fast mov- 
ing profit line, sold through Job- 
bers only. Write for complete in- 
formation and our NEW catalog. ~ 








SC-5 reed) Kit $] 50 


tetoils at 


oes 


MACHINE PRODUCTS CO., INC. | 
2 Culver St., Providence 5,R.1. 








A BIG SELLER because 


~ [thas a Hundred Uses 
Sheffield 


CLs = 


et s 
7 








BOOB smasrieiy att fille Seto 


q 
Sheffield 


PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.. Will Not Shrink 


@ Becomes Hard as Stone 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every 
thing! Adheres permanently te 
stone, tile, wood or metal sur 
faces and does a perfect patch 
ing and smoothing job! Feature 
it strongly . . . and watch your 
sales grow . . . because your 
customers are looking for some- 
thing like this every day! 


PAINT CORPORATION 


CLEVELAND 19, CHIO 





| _BRASS & ALUMINUM B BOUND - OPEN HAND HOLES 


0142AB 42 


EXACT LEVEL & TOOL MFG. CO., INC 





You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE. 
100 E. 42nd St., New York 17, N. Y. 

















Sn Cee tA, ICE MAE 


| , 
eT 


70-oe OFOS MASONS’... 


LEVELS gezy 


STACK-AWAY CHAIRS 


With an Exclusive Feature 


A SNAP OF THE CLAMP 


° 0148AB 48 


HIGH BRIDGE, N. J.- 





TO CHANGE 
OR TIGHTEN THE SEAT 














White or The folding metal yacht chairs with a greater consumer 
t appeal and with more selling aids for retailers 
charcoal black 
Colorful canvas seats and backs or gay, bright sturdier 
frames eee woven saran for the discriminating buyer 
» Y Canves available in 
replacement : Red, Green, Blue, Yel- 
low 
seats i j 
é Woven Saran in Red [sms 
Green, Yellow or BY 
Plaid Severd 5 1 
' — 
cna 4 


ALSO CAiMP STOOLS AND CAMP mE 








Fm MARSHALLTOWN 


MARSHALLTOWN 
~~] 


MARSHALLTOWN TROWEL COMPANY « 
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TROWELS 


MARSHALLTOWN, IOWA 
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BUILD PROFITS, 
REPEAT SALES with 


Sun Kay ste Woot 


FOR HOME, SHOP ane — 


we su tat 
LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 









JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The homemaker's and professional work- 
er’s economy buy for home, shop and general 
industrial use. 

Superior quality in all \ 
grades. Order from your Jobber or 
write for catalog. 





SUN RAY STEEL WOOL PRODUCTS 


THE WILLIAMS COMPANY 





PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STieK 


Packed 1 
in display ook: 





For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdaie, Memphis 6. Tenn. 
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Promotions 


Manufacturers’ New Merchandising Plans 


Universal Promotion 
Features Display Unit 


The Spring merchandising pro- 
gram of Landers, Frary & Clark 
will be called the Universal Spring 
Sellabration program and is de- 
signed to sell from the beginning 
of the year through the May gift 
buying period. 

The plan is built around a color- 
ful lithographed counter type dis- 
play which will show an assortment 
of 10 Universal electric housewares. 

The April 21 issue of Look will 
carry a 4-color, double-page adver- 
tisement which will show the 
hostess display in use in a retail 
store. The display will be given 
free to a dealer who purchases $150 
worth of Universal appliances. The 
display kit contains complete mer- 
chandising materials. 


Dura-Broom Program 


Advertising on the Dura-Broom, 
made by the Modglin Co., Inc., Los 
Angeles, started this month and 
will continue on a weekly schedule 
through the spring selling season 
and until the middle of June. 

The campaign will reach a high 
point on April 24 when a four-color, 
full page advertisement in Life will 
announce the “Dura-Broom Sweep- 
stakes Contest” with a list of 2,230 
prizes including a trip to Mexico 
City for two, a mink coat, a sterling 


silver set and a diamond studded 
wrist watch. 

During the six-week contest peri- 
od there will be extensive local and 
cooperative newspaper advertising. 


Dust-Stop Air Filter 


Promotional Material 


The Owens-Corning Fiberglas 
Corp., Toledo, O., is sending to its 
filter dealers point-of-sale display 
promotion material to tie in with 
the Arthur Godfrey Fiberglas- 
sponsored television and_ radio 
program. During January and Feb- 
ruary, Godfrey will be telling 
listeners and viewers that it’s time 
for the second change of the year 
of their Dust-Stop Air Filters. 


Dixie Range Campaign 

For the first time the gas ranges 
made by Dixie Products, Inc., 
Cleveland, Tenn. (formerly Dixie 
Foundry Co., Inc.), will be nation- 
ally advertised in a number of na- 
tional magazines. Promotional aids 
are available to dealers. 


G.E. Boosts Ad Budget 


General Electric’s receiver de- 
partment announces that it is in- 
creasing its overall ad budget 62 
pet over last year, in anticipation 
of a record year in radio and tele- 
vision sales. 








Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


(Continued from page 212) 


F.O.K. Circulars Timed for Hardware Week 


The Spring Circular of Farwell, 
Ozmun, Kirk & Co., St. Paul Minn., 
prepared for dealer use, is timed 
for Hardware Week. 

The 4-page broadside of news- 
paper size, is printed in four colors 
and shows and describes 97 items. 
One-half of these retail at less than 
$1. Those over $1 are quality items 
that the average store stocks and 
sells. Thirty-five items are na- 
tionally advertised. 

Sixty items are at special prices. 


The company announces that re- 
tail and wholesale prices will be 
watched and necessary changes 
made right up to the printing date, 
about March 1. 

In lots of 1000 the cost of the 
circulars is 2¢ each. Farwell’s will 
do the mailing to rural routes and 
post office boxes for 114¢ each. This 
is the cost of postage only. 

Circulars can be mailed to con- 
sumers or delivered to retailers on 
March 25 or thereafter. 
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Your most profitable stapie .. . 


The original PLATT - 
ADJUSTABLE 
FINGER GRIP 














i 6 outstanding 


selling features 








Mullions in use for holding: 
tools—in 


v All type of home aad 1—Adjusted in a jiffy. 
factory 2—Finished i 
v Kitchen utensils ° pte = cane aug 


Vv Sporting equipment 
v¥ Laboratory test tubes 
v Brushes and brooms 
Vv Garden tools 

v Rubber stamps 


3—Made in 3 popular sizes 
4—Handsome, self-selling dis 
play boxes. 
$—Made of spring steel . 
v and hundreds of others holds shape permanently. 
See your jobber or write 6—Nationally advertised 


ARTHUR 1. PLATT CO., Fairfield, Conn. 








See a te 


DEAROSA 


TROWELS & HAWKS 


QUALITY TROWELS 


MASONS 
PLASTERERS 
FLOOR LAYERS 
ROOFERS 
. 

Made Right! 
Priced Right! 
QUALITY 
GUARANTEED! 











DRYROX 


The Thirsty Action Air Drier 


FOR FREEZER & REFRIGERATOR. 
Reduces Defrosting to a Minimum. 

Where defrosting is automatic, 
DRYROX reduces sweating. 

DRYROX comes in 4 convenient sizes 
for all around home use, as in base- 
ment, closet and cookie jar. USE 
DRYROX A THOUSAND WAYS! 

Order DRYROX from your Whole- 
saler today. Display in your Freezer 
Supplies and watch DRYROX’S Thirsty 
Action build up sales for you. 


DRYROX Inc., Houston 9, Texas 














WHAT'S NEW ? 


Turn to pages 159-160 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT’S QUICK—IT'S FREE 
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MOST DEALERS 
PREFER ATLAS WICKS 


Our Glaswik, Flamemaster and Top 
Notch brands are preferred by more 
dealers in America than any other 
brand. The reason is based upon the 
fact that they are superior in qual- 
ity and give greater satisfaction to 
the consumer. 


SOLD EXCLUSIVELY THROUGH JOBBERS 
WRITE FOR BULLETIN NO. 70 








Ge 


NORTH WALES, PA. 5 








le MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS» 
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ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





3,885 Ibs. Sheoriag 
Strength per Square Inc 
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(Advertisement) 


HOW TO MAKE 
$8 INTO $12 


That’s the game—making money, 
and it can be done even in the re- 
tail hardware business. 

For example—display the No. 6 
Nowatoco Grass Hook —the best 
sickle value on the market. 

Its attractively finished red trim 
black lacquered handle and sharp, 
polished cutlery steel blade will 
catch your customers’ eyes. They 
will want to kold it and swing it. 
By their own demonstration they 
will realize the blade is offset to 
protect their knuckles and the han- 
dle is made to fit their hand. Also, 
they will note that the 18” over-all 
length, perfect hang and balance, 
and low price make it just the 
sickle they want. 

Better still, these money makers 
-cost you only $8 a dozen, retail at 
$1 each, and are a volume item. 
Don’t miss sickle sales and sickle 
profits this year.—Order your No- 
watocos from your wholesaler to- 
day. Also write for free catalog of 
-complete line. 


FREE SHIRT 

If Mr. Eugene Weaver of the P & G Stores 
in Kenosha. Wis., reads this advertisement, 
we will send him FREE a famous Hathaway 
shirt. Just tell us your shirt size, Mr. 
Weaver. There's no catch. 

NORTH WAYNE TOOL CO. 

Oakland 1 Maine 








S- 


__SPRAYER 


a 











Recommended 
by Experiment 
Stauons and 
Extension 
Services 


Finest knapsack sprayer made. Pump lever 
develops high pressure with little effort. Zinc- 
grip steel or copper 
tank is air condi 
tioned and form fit 
ting and prevents 
dampness touching 
the back. Adjustable 
brass nozzle for 20 
30 ft. stream or 
short, fine spray. For 
all spraying, includ 
ing weed and brush 
control. 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 




















Send 
for 
Catalog 
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| dealers 


| frosting and automatic tempera- 
| ture control in both the freezer and 


| models. 


| ated door latches that eliminate the 


| dustry should equal or exceed the 


| tained 


| Association, and A. J. Nesti, chief | 


Westinghouse Expects 
Good Appliance Trade 


Excellent sales prospects in the | 
first six months of this year are | 
seen by R. J. Sargent, manager of | 
major appliances, of the Westing- 
house Electric Appliance Division. 

“Our inventory position in major 
appliances at the close of 1952 busi- 
ness was one of the lowest in our 
history,” he said. “Our sales billed 
to distributors last year was close 
to the record high billings of 1950.” 

The company is now showing 

at previews in various 
of the country its 1953 


parts 
models. 
Among items in the line are: an 
electronically - controlled electric 
range surface unit that, it is said, 
“banishes pot-watching and ushers 
in an era of literally cooking-with- 
out-looking on the top of the 
range.” Also, the industry’s first 
two-door combination refrigerator- 
freezer with both automatic de- 


refrigerator compartment of such 


Two automatic defrosting re- 
frigerators have electrically-oper- 


conventional door handle, opening 
by a slight touch of a plate on the 
door front. 

Mr. Sargent said that suggested 
retail prices on the new models are 
expected to be maintained at levels 
comparable to 1952 prices. It is 
expected that all new models will 
be available nationally by the end 
of the first quarter. 





Appliance Output 
To Rise Substantially 


The electrical manufacturing in- 


$12 billion record sales volume at- 
in 1951 and 1952, W. J. 
Donald, managing director of the 
National Electrical Manufacturers 
statistician, said in a year-end 
statement. 

A reversal of the downward trend 
of the past few years in electric 
appliance sales was anticipated. 
Manufacturers dollar value of ap- 
pliance shipments fell from $4 bil- 
lion in 1950 to $3.3 billion in 
1951 and $3 billion in 1952. A rise 
to $3.5 billion in 1953 was expected. 





(Resume reading on page 15) 


"I'd miss these 

profits—If | 
didn't have 

WIPE-ON!” 


says DAN GOLD 
HIGHLAND 
HARDWARE 

122017 Lorain Ave. 
CLEVELAND, OHIO 





“With many of my customers, plastic 
WIPE-ON finish has become a com- 
modity item they buy season after season. 
It protects and beautifies so 
many different things that 
no other product can take 
Wipe-On’s place. Wipe-On 
sales mean steady profits I’d 
otherwise never enjoy!” 


Embree Mfg. Co., Elizabeth 
4, N. J. 







































Ball 


METAL FLOATS 


3" to 12" diameter 
ball floats of cop- 
per or stainless 
steel bay opee 
tank to 
pressure in Hock 
—specials of 
various metals 
made to order. 
Catalog on request. 


ARTHUR HARRIS & CO. 


212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
instantaneous, Multi-Coil 
Send for Catalog types 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Po. 








—"Selling Is Our Business" — 


@ Complete coverage of the East; 

permanent show rooms. 

@ Representing leading house 
wares and hardware manufac- 
turers. 

Inquiries solicited regurding 
additional lines. 


SAM WEISMAN 52555 


ORGANIZATION 











200 Fifth Ave., New York 10, N. Y 
Direct Factory Representatives ————— 
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RRIS & CO. 
ERDEEN ST. 











7, ILLINOIS 














Better check your 
stock Now... 


ORDER TODAY 






Be ready for the 
Spring-Cleanup Time 
Business. 








Patent Novelty Co. 


Fulton, Illinois 












For your Dust Pan and 
Mail Box Requirements. 






|  <)S) QUALITY LINE 

| f 

BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods are 
packaged in extra heavy tan 
kraft boxes. Yellow labels with 
half tone illustrations are used 


CG=>;) giving complete information. 
nn 
| 


See Your Jobber or Write to 


All Larson products are 
100% sorted and inspected 


Larson’s Bright Wire 
Goods fit the need of 
every consumer. 





CHAS. O. LARSON CO. 


STERLING « ILLINOIS 




















CARPENTER SQUARES 
AMERICA’S FIRST 














TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 
FOR THE TRADE . a 














What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 










cue el - FOR THE FARMER _ 
y Yili FOR EVERY USE FOR THE HOUSEHOLDER a 
“ . . ” 
A ICGHOLLS Quality with Economy € at ZEPHYRLITE 
} @itc OLS NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 
Z BE BOLO RS) 
. Lene : ee 
| 
You Make News | ping baa 
FREE ty 





QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 


Gives facts on the complete 
GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- 
drivers, Automatic Push Drills 
and other fine tools. 









§ 





TOOLS FOR CRAFTSMEN 


GREENLEE 














PROTRACTOR LEVELS 


Eliminates ‘‘guessing’’ at difficult angles. Makes 
Work Easier for all tradesmen! Just one simple turn 
of the dial and you have the angle or drop per foot 


apeusae FoR you want — quickly, easily, accurately! 
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J. H. SCHARF MFG. CO 







MAGNELITE LEVELS 


Unbreakable frame of extruded magnesium—1/3 lighter 










If your dealer can't 
supply you Write 
Dept. A 









than aluminum. Replaceable Vial Units. Available in 9 


unche. teen sizes — 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches. 

















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum, 50 words............ $5.00 
Each additional word........... 10 


Positions Wanted 


Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 








CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remaiiling. 


No agency commission allowed. 


HARDWARE AGE Is published every other 
Thursday. Classified forms close I5 days 
prior to publicatien date. 


Remittance must accompany order In form 
check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








WANTED SALESMEN 


for line of fast selling Wrought Iron Mailboxes. 
Give references, experience and territory you 
travel when writing. 


SOUTHERN FABRICATORS 


P. O. Box 693 Shreveport, Louisiana 











SALESMAN WITH FOLLOWING AMONG 
HARDWARE and_ house furnishing stores to 
sell a popular priced line of hardware and 
specialty items out of New York. We furnisb 
eomplete net priced catalog. No objection to non 
conflicting lines, Liberal freight allowance given 

commission. All territories open. Address 
Box A-897, care of Harpware Acg, 100 East 
42nd Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE, 
AGE 25-35, PRESENTLY calling on Hardware 
Jobbers, chains, automotive jobbers, etc., in Ken 
tucky, Tennessee, Southern Ohio, Southern In- 
diana for nationally advertised, long established 
quality line tool, utility, cash boxes. Exclusive 
territory—liberal commissions. Reply giving full 
information including lines now earrying, how 
long you have had them, territory covered, ref- 
erences, etc. Replies kept strictly confidential. 
Write C. L. Cogswell, Master Metal Products, 
Inc., Buffalo 4, N. Y. 





BUILDERS HARDWARE SALESMEN ... 
WE MANUFACTURE nationally known door 
locksets and hardware selling to lumber and hard- 
ware dealers. A few choice openings available 
including Michigan and Northern Texas for live- 
wire men. Commission basis. Territory estab- 
lished and fully protected. State age, lines now 
carried, employment past 10 years, references. 
Address Box B-25, care of Harpware Ace, 100 
East 42nd Street. New York 17. N. Y. 


EXPERIENCED SALESMAN: WITH FOL- 
LOWING AMONG retail hardware and _ house 
furnishing stores to introduce a unique all-steel 
clothes drying rack. May be handled as a side 
line. Liberal commission. Many choice ‘“Pro- 
tected’”’ territories open. Give us complete details 
of yourself and territory. Sturgis Plating and 
Manufacturing, Sturgis, Michigan. 





HARDWARE SALESMEN OR MANUFAC. 
TURERS AGENTS. Experienced only. Own car. 
zood following. Store fixture, furniture manu- 
tacturers and cabinet shops. Geod opportunity with 
New York manufacturer and wholesale jobber 
Protected territories. Write in full detail. Ad 
fress Box A-401, care of Harpware AGz, 100 
Rast 42nd Street, New York 17, N. Y. 


SIDE-LINE SALESMEN 


With established following among hardware 
retailers to sell nationally advertised and 
— Swirl-o-Matic (The revolving 
tush). Commission plus bonus. Protected 
territory. Various states. 


MELAIRE DISTRIBUTING CO. 
420 Lexington Ave., New York 17, N. Y. 














PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to Hardware Stores and plumbing con- 
tractors. Choice (protected) territory oven, com- 
mission. Replies confidential. Address Box B-40, 
care of Harvware Ace, 100 East 42nd Street 
New York 17, N. Y. 





SALESMEN WITH ESTABLISHED TRADE 
to sell hard wood clothes dryers to retail hard- 
ware and department store trade, commission 
basis. Complete line, consistently priced. Also have 
several novelty items. Please state line carried 
and territory covered. Address Box B-43, care of 
Farnware Ace, 100 East 42nd Street, New York 
a, m. 








FOR ADDITIONAL EARNINGS, 
CONTACT US! 


We produce a complete line of Wood 
Tool Handles (for Striking Tools, Agricul- 
tural and Garden Tools and miscellaneous 
items, such as Wheelbarrow Handles, Tree 
Pruner Handles, Lawn Mower Rollers, 
etc.). Our Prices are most competitive; 
our commissions are "tops." Men are 
wanted to cover various territories, but 
please do not reply unless you are now 
calling on the Retail Trade. Complete 
details first letter, please. Our men know 
of this ad. 


Address Box B-J9, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 
tion sells eight out of ten on first call. Excellent 
for op ing new s and high volume re- 

t business. Address Box A-870, care of 
io. tor Ace, 100 E. 42nd St., New York 17. 
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TOOL SALESMAN WITH FOLLOWING 
AMONG the retailers. Full line of branded, do- 
mestic and imported tools and hardware. Good 
commission. own catalog supplies. No objection to 
non-conflictine lines. Orders shipped from our 
large stock in New York. Protected territory. 
Answers confidential. Address Box B-41, care of 
Harpware Ace, 100 East 42nd Street, New York 
yy, w ¥. 





FACTORY REPRESENTATIVE WANTED 
CALLING on hardware jobbers and mill suppliers 
in unstate New York for well known line with 
established leading accounts. Commission only. 
Applicant must be resident of the above territory. 
Send replies to Box B-37, care Harnware AGE, 
100 FE. 42nd St., New York 17, N. Y. 





SALESMEN WANTED WITH ESTAB- 
LISHED FOLLOWING to sell a new sensational 
item to the wholesale hardware trade. Please give 
us ful] particulars regarding your experience and 
territory you cover. Send 25¢ for sample and 
comrlete details. Superior Sales Comnany, Dept. 
H, 8581, Melrose, Los Angeles, 46, California. 








SALESMEN WANTED TO CARRY A SE- 
LECTED LINE of billfolds for men’s belts as 
a side line. selling to the retail trade. 10% com- 
Please give full details and references 


mission. 
in first letter. Silon Products Co., 406 Elm St., 
Cincinnati, Ohio. 


SALESMAN WITH GOOD FOLLOWING 
OF hardware stores Chicago and vicinity to sell 
our complete line of plumbing and heating sup- 
plies, either full time or in conjunction with non- 
conflicting lines. We sell at unbeatable low prices 
assuring big volume. Liberal commissions and 
draw. Old established firm. J. Klein & Son, 4548 
Cottage Grove, Chicago, Illinois. 





SALESMEN WANTED: TO SELL ON 
COMMISSION, quality line of Key blanks, com- 
petitively priced to Locksmiths, hardware stores 
etc. Address Box B-42, care of Harpware AGcg, 
100 East 42nd Street, New York 17, N. Y. 





SALESMEN WITH FOLLOWING TO GAR- 
DEN supply and hardware dealers handle as side 
line leading line lawn sprinklers. Good commis- 
sion, high volume, easy to sell. Address Box B-36, 
care HarpwarE AcE, 100 E. 42nd St., New York 
i, Be 





REPRESENTATIVE WANTED FOR ES- 
TABLISHED PAINT brush manufacturer cater- 
ing to paint, hardware and houseware jobbers. 
Commission basis. Good opportunity. Territory 
available: Southeast Coastal states; Entire West 
excluding Coastal states. Prefer one residing in 
Salt Lake City, Denver or Kansas City. Write 
details, Address Box B-38, care Harpware AcE, 
100 East 42nd Street, New York 17, N. Y. 





HARDWARE SALESMEN—DISSATIS.- 
FIED? WANT to go ahead in ’53? If you have 
a hardware background or equivalent experience 
and desire a broader opportunity with a sound 
progressive New York firm, we have an interest- 
ing offer. We sell all types of brushes and na- 
tional brand tools such as: Plumb, Stanley, Black 
& Decker, Millers Falls, Wiss, Lufkin, etc. To 
retail hardware stores. Several Eastern territories 
open. No objections to non-conflicting side lines. 
Address Box B-35, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





Accounts Wanted 





MANUFACTURER’S REPRESENTATIVE 
FOR A LARGE RUBBER FACTORY is in- 
terested in obtaining one good line that is not 
competitive, for the eleven far western states, 
calling on hardware jobbers, houseware jobbers, 
drug jobbers, toy jobbers, industrial rubber job- 
bers, drug chains, variety store chains, cover the 
entire territory four times a year, have covered 
this territory fifteen years and have excellent fol- 
lowing, prefer line on straight commission ar- 
rangement with a good factory, can give best © 
references. Address Box B-2, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





AN AGGRESSIVE MANUFACTURER’S 
REPRESENTATIVE WISHES one good vol- 
ume Hardware line for Texas, Oklahoma, Arkan- 
sas and Louisiana where you wish concentration 
on your line. Address Box B-17, care of Harp- 





ware AGE, 100 East 42nd Street, New York 17, 
ne 


HARDWARE AGE, JANUARY 22, 1953 





vRNA 





Cl 


TTT 


Ac 


Don’ 


Unless yo 
aggressive 
organizati 
tegrity an 
Our orga 
from Mar 
desires on 
distributio 
ware and 
maintain 
lanta, Ga. 
ington, D. 
If you di 
who knov 
like to be 
the same 
tact our | 
D. oa ar 


Har 


Si 

















MAN U F: 
WITH EST 
ing the whol 
department s 
stantial volu 
and surroun 
Protected te 
ceive constan 
Box B-45, cz 
Street, New 





IOWA—D 
ERED. PR 
Iowa Hardw 
tial tool line 
terest in ur 
manufacture: 





MAN UF. 
SERVICIN‘ 
industrial s 
States, desir 
ested in im 
will have n 
will call on 
of the prod 
resent. I a 
well rated m 
through the 
to: Eugene 
boro, N. C. 





NA 

Est: 
ANCO Cl 
New 
Covering : 


the acceur 
Write for 














SALES 
RATED an 
binder twin 
perienced m 
out the Un 
good future 
tunity for « 


tory open. 
tional Twin 


HARDWA 









a 


fi 


n 
mncy 





| 





‘anted 





ILLOWING 
inity to sell 
leating sup- 
m with non- 
e low prices 
jissions and 
& Son, 4548 





SELL ON 
lanks, com. 
vare stores 
WARE AGE, 
ws: Be 





TO GAR- 
dle as side 
xd commis- 
Box B-36, 
New York 


FOR ES- 
urer Cater- 
e jobbers. 
Territory 
tire West 
esiding in 
ity. Write 
vARE AGE, 


SATIS- 
you have 
‘x perience 
a sound 
1 interest- 
| and na- 
ey, Black 
etc. To 
lerritories 
ide lines. 
Ace, 100 


d 


TATIV E 
Y is in- 
t is not 
1 states, 
jobbers, 
ber job- 
over the 
covered 
lent fol- 
sion ar- 
best of 
ARDWARE 


(a 





JRER’S 
od vol- 
Arkan- 
ntration 
| Harp- 
ork 17, 


1953 











Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 








Don't Read This— 


Unless you are interested in intelligent, 
aggressive sales representation by an 
organization with a reputation for in- 
tegrity and success. 

Our organization covers the Southeast 
from Maryland to Florida inclusive and 
desires one or two additional lines for 
distribution through the wholesale hard- 
ware and building material trade. We 
maintain capably staffed offices in At- 
lanta, Ga., Charlotte, N. C., and Wash- 
ington, D. C. 

If you desire representation by people 
who know what they are doing; if you 
like to be fair and want to be treated 
the same way, we suggest that you con- 
tact our home office in the Washington, 
Db. C.,, area: 


Hardware Associates 


8641 Colesville Road 
Silver Spring, Maryland 











MANU FACTURER’S REPRESENTATIVE 
WITH ESTABLISHED FOLLOWING, contact- 
ing the wholesale hardware, homeware distributors, 
department stores, novelty jobbers, desires a_sub- 
stantial volume line for metropolitan New York 
and surrounding territory on commission basis. 
Protected territory required. This line will re- 
ceive constant attention and full coverage. Address 
Box B-45, care of HarpDwareE AGE, 100 East 42nd 
Street, New York 17, N. 





IOWA—NEBRASKA THOROUGHLY COV- 
ERED. PROMOTIONS. Booth spaces in the 
Iowa Hardware and Lumberman shows. Substan- 
tial tool line for shelf hardware wanted. No in- 
terest in unrelated line. Write Mark Anthony, 
manufacturer agent, Box 494, Des Moines 2, Iowa. 





MANUFACTURERS’ REPRESENTATIVE 
SERVICING THE WHOLESALE hardware and 
industrial supply dealers in the Southeastern 
States, desires one (1) additional line. Not inter- 
ested in importers. In the very near future I 
will have my own “missionary salesman,’’ who 
will call on the retail dealers promoting the sale 
of the products of the manufacturers that I rep 
resent. I am only interested in representing a 
well rated manufacturer who markets his products 
through the distributor. Please address all replies 
to: Eugene B. Caldwell, P. O. Box 3151, Greens- 
boro, N. C 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia © Detroit 
Cleveland @® Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














Help Wanted 


SALES MANAGER WANTED. WELL 
RATED and long established rope, baler twine, 
binder twine, wrapping twine firm seeking ex- 
perienced man to help set up distributors through- 
out the United States. Permanent position with 
good future possibilities. Also exceptional oppor- 
sl for experienced salesmen—good live terri- 

=. Write Bob Stone Cordage Co. (Na- 
teual ‘wine distributor) Chariton, Iowa. 
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SALES MANAGER OR BUYER 


Many years experience as Sales Manager with leading 
cutlery manufacturer. Supervised national sales force. 
Experienced in government contracts. Desire similar 
position with manufacturer of cutlery or kindred lines; 
or as buyer with wholesaler. References on request. 
Personal interview desired. M. E. Landis, 401 West 
End Ave., New York 24, New York or call Trafalgar 
7-3389. 











HARDWARE SALESMAN, YOUNG, ENER- 
GETIC AND dynamic. Age 29, single. Five years 
experience in retail and wholesale selling of hard- 
ware. Veteran. Record of achievement in mer- 
chandising, purchasing. Open up many new ter- 
ritories. Desire to relocate in West or South on 
permanent basis. Address Box B-44, care of 
se 2 Ace, 100 East 42nd Street, New York 
17, N 7 





Business Opportunities 








Are You Considering Retiring from 
Business? Selling Your Stock for Cash? 
WE CAN PAY YOU A GOOD PRICE FOR YOUR STOCK 
SAMUEL EDELSON 


Cash Buyer & Liquidator 
480 Broome St., New York 13, N. Y 











REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have tetal of 2,000 rolls of Baya A 18x14 mesh branded 


galv. Cy) — in all widths. We will sacrifice 
js material at and FOB Phila. 
Tuts offer is net be duplicated elsewhere. Write 


immediately. Subject 4 prior sales. 
MILLMAN HARDWARE CO 
114 Market Street, Philadelphia, Pa. Phone LO 3-487) 











WOULD LIKE TO PURCHASE PART 
INTEREST or partnership in hardware, electrica] 
supply, plumbing or similar line of business, Full 
time or part time services. Twenty-five years ex- 
perience in electrical construction. Recently com- 
pleted special course in retail hardware; also have 
business experience and education. Address Box 
B-46, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





MERCHANDISE FOR SALE 


1,600 inside door lock and latches of re- 
liable manufacture, bore-in type, wrought 
brass knobs and roses, no die-cast parts. 
About 1,100 sets in polished brass, balance 
polished chromium. Entire lot at $1.20 
average per set, ivlivere4. 


P. TURNER, 620 N.E. 127th St., North Miami, Florida 











FOR SALE: HARDWARE- FURNITURE 
PLUMBING and sheet metal business. Long 
established. Lake Mills, Wis. (population 2,500). 
Prosperous farming center, between Madison & 
Milwaukee. Three-story building for reasonable 
lease. $10,000 for business and equipment, In- 
ventory about $22,000. Write Henry W. Marx 
Company, 3432 W. Vliet Street, Milwaukee, Wis. 





WANTED TO BUY: LONG ESTABLISHED 
hardware business, minimum volume $100,000 
annually. Minimum population 30,000 with in- 
dustry and_ rich farming. Maximum $30,000 
inventory. Located in heart of town. Address 
Box A-816, care of Harpware Acez, 100 E. 42nd 
St., New York 17, N. Y 


No matter how 
you slice it 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just 
as good,” or whatever you call 
them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turnover and over to 
increasé your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind 
your selling. Let your customers 
know they can get from you the 
brands they know and want. Why 
be content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 











Baad 
by ewe lion 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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Guaranteed 5 full years! 








ELECTRIC IRON 


Automatic Heat Control 
for all fabrics 

Arvin’s 5-year guarantee 
makes sales easy, satisfaction 
certain. 1000-watt element is 
cast right in oversize alumi- 
num sole plate. Light weight 
(only 3 Ibs.) Automatic heat 
control for all fabrics. Jerk- 
proof cord. 4 models, $9.95 
to $12.95. ARVIN INDUS- 
TRIES, Inc., Columbus, In- 
diana, 


«ching 
"Fecgeshoes 


All the fun of real horse- 
shoes — Plus none of the 
danger! Can be played 
indoors or outdoors. Fun 
for all ages. Two red and 
two green durable rubber 
horseshoes. Two bright 
outdoor stakes. 
ORDER NUMBER 210. 
Suggested retail — $2.19. 


LONG BRANCH, 


»MARTIN RUBBER CO., INC. sew stn 








CASTERS 
and GLIDES 


on Pages 215, 216, 217, 218 
of July 24 issue 


HARDWARE AGE DIRECTORY 





and Order From Your Jobber Today 


FAULTLESS CASTER CORPORATION, Evansville, Ind. 











MONEY REFUNDED IF 














REMOVES RUST and STAINS from 
BATHTUBS, SINKS, METALS 
COPPER POTS, RANGES, TILE 











+ G000 HOUSEKEEPING 
© FAMILY CIRCLE 

© LADIES HOME JL. 

« THIS WEEK 

e PARADE 


GUARANTEED » PARENTS 


In leading consumer pub 
covering 45,0 


© CHRISTIAN SCIENCE. MONITOR 








LATION 





lications with 50,000,000 ciRCU 


ities, towns, and villages. 
a cn wome —-» COUNTRY GENTLEMAN 
amt LY « CAPPERS FARMER 
a bee AL » AMERICAN FAMILY 
‘ ool + WEEKLY STAR FARMER 
; HR NING » CAPPERS wernt _— 
‘ OMANS « BETTER HOMES 
ine « NEW YORK NEWS 















ea 





NOT SATISFIED 





STEADY YEAR ‘ROUND 
REORDER ITEM 
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FREE ZUD SAMPLES included with merchandise. 
Write for details on other sample promotions. 


RUSTAIN PRODUCTS, Inc., 240 £.152 St. N.Y. 51 


















Index to Advertisers 





A 
Alien Mig. Co., W. BO. .......00 167 
Allied Wheel Prod., Inc. ........ 199 
American Chain & Cable Co. .... 6 
Agnatiown Mig. Co. .....ciccsveses 72 
American Sponge & Chamois Co. 207 
So 63 
Arro Expansion Bolt Co. ......... 141 
Arrow Metal Prod. Co. ......... 208 
Arvin Industries, Inc. ...222, 224 
I WONG Re. oe ksccccnscconsies 215 
Atkins Saw Div., Borg-Warner 
BS. Sasi davnncssscconcevecsusy 8-29 
ee 217 
re 148 
B 
Black & Decker Mfg. Co. ..... 100-101 
Bommer Spring Hinge Co., Inc. . 205 
Brooks & Sons, M. S. ............ 206 
eee 187 
Brushmaster Saw, Inc. ............ 24 
c 
Capitol Mfg. & Supply Co. ..... 2 
Cotten Feed. GR ..cccccccscess 203 
Carlson & Sullivan, Inc. ......... 224 
Chapin Mfg. Works, R. E. ....... 152 
Chattanooga Impl. & Mfg. Co. ... 150 
Cheney Hammer Corp., Henry ... 146 
Chicago Roller Skate Co. ......... 166 


Chicago Spring Hinge Co. ...... 213 
a Se ae 127 


RR, Be GE: cvececsiccmeneeess 40 
Colorado Fuel and Iron Corp. 
25, 193 
Columbian Rope Co. ............ 27 
Columbian Vise & Mfg. Co. ...... 210 
Columbiana Pump Co. ...........- 214 
Committee on Steel Pipe Research 139 
Congoleum-Nairn, Inc. ..........- 59 
Congress Drives Div. ............ 205 
Continental Screw Co. .......... 9 
Copper Wie. Go. .....ceccccvssess 105 
Cee Fe Ge. css cwvcsccsses 34 
Cummins Chicago Corp., Power 
WE TUS bdescnncesncsipsesess 155 
D 
gS ee 223 
ee 
CN IR, vewcinnctcnedevenseren 64 
Dearosa Mfg. Co., Inc. ........... 217 
Dempster Mill Mfg. Co. ......... 192 
DeWalt, Inc. Tiiasen ea deeas eee 137 
Diamond Calk Horseshoe Co. ... 209 
Disston & Sons, Inc., Henry ...... 69 
ge eae 199 
errr 224 
DE TO vc cc cccscssece 218 


Doughboy Industries, Inc. ........ 157 


Pee TH GIN be ccncesevonccess 213 
ewe Get. GR, conccacccesecic 70, 153 
PE, CUE... vcccccscccdccescsescos 217 
Durham Co., Donald ............ 206 
E 
I ES xen ccsuddcceveds 175 
Eclipse Machine Div. ............. 162 
a ee 218 


F 


Fairbanks, Morse & Co. ..... a 
Fairmount Tool & Forging, Inc. .. iss 
Faultiess Caster Corp. .......... 222 








Exact Level & Tool Mfg. Co., Inc. 215 


HARDWARE AGE, JANUARY 22, 


Federal Enameling & Stmpg. Co. 67 
Peer Ce, TOW 6 nccccccsccese 195 
Fleischmann Handle Co. ........ 154 
Fuller Tool Co., Inc. ......... 171 
G 
EN WE Gis onscccessncicsss 223 
General Electric Co. ......... 117, 211 
General Metalware Co. ........... 168 
Goodall Mfg. Corp. ...........+.- 23 
Goodyear Tire & Rubber Co., Inc. 
125-126 
Gorman-Rupp Co. ........+..00+5 2273 
Graham Co., Inc., John H. 
138, 169, 177 
Greenlee Tool Co. ...........+++. 219 
eS Ws A. We we ncicncvececscs 138 
Griffin Mfg. Co. ..... Pps eee 185 
H 
H. P. Tool Mfg. Corp. ........... 109 
Hager & Sons Hinge Mfg. Co., C. 50 
Hall-Wessel Co. ......-..-eeeeeeee 132 
Hancock Mfg. Inc. .......-.seeeee 209 
Hanlon & Goodman Co. ......... 6 
Harrington, E. M. .....c.cccccess 197 
Harris & Co., Arthur ..........-++ 218 
Heller & Co., W. Cy. ......2. eee 199 
Hillerich & Bradsby Co. .......... ' 
Hodell Chain Co. .......ccccrcceee 18 
Holt Mfg. Co. ....-.cccccccccces 17 
Hoppe, Inc., Frank A. .........++- 190 
Hustler Mig. Co. ......cccccsccce 224 
Hyde Mig. Co. .....0.ccccccccers 16) 
Hydroponic Chem. Co. .........-- 213 
| 
Indiana Steel & Wire Co. ....... 209 
Industrial Synthetics Corp. ...107-108 
J 
Jackson Mig. Co. .......-c0..-00- 19 
Semtins DEG. oiccccccccccccevccess 114 
Jerclaydon, Inc., Glamorene Div. 55 
Joliet Wrought Washer Co. ...... 122 
K 
Kaiser Aluminum & Chem. Corp. 22 
Kay-Tite Co. icukindecaccimmeteas 39 
Rees Whe. Go. F.. Be. .ccovcscccces 198 
Keil Lock Co., Inc. schasgetin ae 
Kentile, Inc. ; parece 66 
Keuffel & Esser Co. .........0000e- 9 
Keystone Steel & Wire Co. ....... 12! 
RG NE: sce rececensecinbage 68 
Kimble Glass Div., Owens-Illinois 
ND TI. a nnivedavctenqncsopocno 207 
King Cotton Cordage ........... 169 
Klean-Strip Co., Inc. ............. 216 
Ristn-AeGGn GSO. .n.cccccscsceccss BD 
Knape & Vogt Mfg. Co. .......... 196 
Knapp-Monarch Co. ............ 60-6! 
Krasberg & Sons, R. ............+- 212 
Kwikset Sales & Service Co. Lane 
1953 








Lambert, Inc. .. 
Larson Co., Ch 
Lenk Mfg. Co. 
Libbey Glass C 

Glass Co. ... 
Libbey-Owens-Fe 
Lockwood Hdwe 


Mann Edge Too 
Marshalltown Tr 
Martin Rubber 
May & Scofield 
McGill Metal P 
McKinney Mfg. ¢ 


Meh| Mfg. Co. 
Thomas Corp. 


Mellowes Co., 1 
Melnor Metal P. 
Metaloid Co., 7 
Midwest Tool & 
Miller, Inc., Rot 
Millers Falls Cc 
Monsanto Chem 
Moody Machine 
Mossberg & Son: 


National Can ¢ 
National Lock | 
National Mfg. ¢ 
National Metal 
New Bedford Cx 
Nicholls Mfg. C 
Nicholson File ¢ 
Noble Mfg. Co 
North Wayne Ti 


Ohio Machine Pi 


Paine Co., The 
Patent Novelty 
Patterson-Sargen 
Peoria Metal 5S; 
Pheoll Mfg. Co. 


Pittsburgh Plate 
Brush Div. : 


Paint Div. .... 

Pennvernon Di 
Plastic Woven F 
Platt & Co., Ar 
Plumb, Inc., Fa 
Porter Cable M 
Pratt & Lamber' 
Puritan Cordag 


R. M. & Sons C 
Red Head Bron 
Republic Steel 
Rhinehart Co., 
Ridge Tool Co.., 
Rockwell Mfg. C 
Rockwood Mfg. 
Rockwood Pulley 
Roe & Sons, Just 
Rogers Isinglass 
Royal Electric C 
Russell, Burdsal 
Nut Co. .... 
Rustain Prod., 


HARDWAR 









70., Inc. 
125-126 


273 


H. 
38, 169, 177 
eésievees 219 


.. . 107-108 











Index to Advertisers 





L 
BONE, WR. 5.650050: 00 ccereswieee 195 
Larson Co., Charles O. .......... 219 
ee SE GG dvb cenwuvvedsnonse 17 


Libbey Glass Div., Owens-Illinois 


SE MRL” oy c'ssan sos ovck eteesewa 149 
Libbey-Owens-Ford Glass Co. ... 133 
Lockwood Hdwe. Mfg. Co. ...... 9 

M 
Mann Edge Tool Co. ............ 16 
Marshalltown Trowel Co. ......... 215 
Martin Rubber Co. ..............- 222 
SE EE IES seceesecwcvecéesss 147 
McGill Metal Prod. Co. ......... 212 
McKinney Mig. Co. ..........cccee i) 


Mehi Mfg. Co., Div. of Sydney- 





ees 103 
PE Ti. TED: cococcceeseoews 163 
Melnor Metal Prod. Co. ......... 21 
ND TRG, TED sccccsectcccsse 122 
Midwest Tool & Cutlery Co. ...... 142 
Miller, Inc., Robert E. ........... 224 
Millers Falls Co. —— 
Monsanto Chem. Co. .........+++ 113 


Moody Machine Prod. Co., Inc. .. 215 
Mossberg & Sons, Inc., O. F. ..... 65 














N 
National Can Corp. ............ 56-57 
Beton fedk Ge. ccccccscsccsss 7 
National Mfg. Co. .......... oe ae 
National Metal Prod. Co. ....... 191 
New Bedford Cordage 
Nicholls Mfg. Co. ....... 
Nicholson File Co. ........ owmeees 4 
RE EE, I. enéwscessatvecens 194 
North Wayne Tool Co. .......... 218 
° 
Ohio Machine Prod., Inc. ......... 177 
P 
PE TR ME vcsovserescencs dove 116 
Patent Novelty Co. .............. 219 
Patterson-Sargent Co. ............ 123 
Peoria Metal Specialty Co. ..... 102 
PE GED, cndesndsveecsanece 5! 
Pittsburgh Plate Glass Co. 
EE Sa bcostcavisensuensene 
See 
Pennvernon Div. 
Plastic Woven Prod. Co. ......... by 


Platt & Co., Arthur I. ..... va 
Plumb, Inc., Fayette R. .......... 
Porter Cable Machine Co. 
Pratt & Lambert, Inc. ............ a4 
Puritan Cordage Mills 





225 


ee ON, RR, goss evedsnssee 
Red Head Brand Co. 

Republic Steel Corp. . 
Rhinehart Co., The 
Ridge Tool Co., The 
Rockwell Mfg. Co. 
Rockwood Mfg. Co. 
Rockwood Pulley Mfg. Co., Inc. . 
Roe & Sons, Justus 
Rogers Isinglass & Glue Co. 
Royal Electric Co., Inc. .......... 52 


Russell, Burdsali & Ward Bolt & 
Nut Co. 








HARDWARE AGE, JANUARY 22, 1953 


Ss 
Safe Padlock & Hdwe. Co. ....... 213 
St. Louis Cordage Mills .......... 72 
Sall & Co., Inc., Harry .......... 213 
Scharf Mig. Co., J. He ........0- 209 
ST PE MRS. sis cepenanvecwns Wt 
Sealand, Inc., (Union Hdwe. Co.) 129 
Sharon Bolt & Screw Co. ...... 142, 147 
PE IS MN. ivi vaenenessvcticns 197 
Sheffield Bronze Paint Corp. . 215 


Sheffield Steel Corp. — 


Sherwin-Williams Co., The ...... 131 
SEE, MIE ncdonncwaccwicense 226 
Simonds Saw & Steel Co. ......... 165 
Slaymaker Lock Co. 223 


Sloane Blabon Corp. .. wracking 
Smith & Co., D. B. ...... 

oS F 
South Bend Bait Co. ............. 151 


South Bend Toy Mfg. Co. ........ 124 
Speedway Mfg. Co. ............ 176 
Stanley Works, The ......... : 31 
MS Svsvcesecsedenseeess 193 
Star Metal Prod. Co. ............ 144 
Star Stainless Screw Co. ......... 208 
Sterling Paint & Varnish Co. ... 118 
Stevens Walden, Inc. ........... . 164 
Sree PISE., WE. occ cscccesis 214 
Stratton & Terstegge ............. 190 
EE BUGE., BIB. «65005000000 173 
i 2) ee a ene oe 106 
T 
Templeton, Kenly & Co. .... 210 


Tobacco By-Products & Chem. 
SES sidus ahaentauscendencated 180-181 


Tolede Pipe Threading Mch. Co. . 179 
Turnbuckles, Inc. ........... 172 
U 
Union Fork & Hoe Co. .... 19-20 
U. S. Expansion Bolt Co. ......... 178 
United States Rubber Co. ....135, 205 
Vv 
OD IE I. edo vieccscceees 140 
Vulcan Electric Co. ............... 211 
w 
Wall Mfg. Co. ......... 211 
Walworth Co., The .... 170 


Warren Tool Corp. ............... 26 
Waterbury Lock & Specialty Co. 187 


Waterloo Valve Spring Compressor 


GS seeks v0bs tht dancbbonseees 145 


| Weisman Sales Organization, Sam 218 


Wen Prod., 186. ..cccocesee . & 
Wenzel Tent & Duck Co., H. ..... 214 
Whitmire Research Labs., Inc. . 136 
Wickwire Spencer Steel Div. ...25, 193 
ae 
Wilton Tool Mfg. Co. . 174 
Wissota Mfg. Co. . 120 
Wooster Brush Co. ...............42-43 
WE Fred, GO... cscvcsseses . 198 
Wright Steel & Wire Co., G. F. . 195 
Zz 
Zonite Prod. Corp. . ae .~ & 





HI-N-DRY 
SUMP PUMP 








Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Pump field. Competitive in price 
and profitable to sell! 


THE GORMAN-RUPP 


2 he © ee ee eee 
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Hottest Selling Sawhorse Brackets 


Real Money 
Maker! 





Features the 
Exclusive FLANGED 
NAIL HOLES for 

Quick, Easy 
Disassembling 

















Pat. 

Pend. or Common 
Instruction 
Amazingly 
sawhorses 






assembiy 
cated for 
Use for pi 


the 
A — Filanzed Attr 
nail hole. B— 
Removing nail 
Claw hammer 
slips easily 
under nail head 


Won't Fall Apart When 
Lifted by the Rail! 





by the rail! 


NEW 
Spee-Dee 
SAWHORSE 
BRACKETS 


@ Top Quality, Low Price @ Takes Dressed 


2x4 Lumber @ No Complicated 
s to Follow 

easy to use. Produces sturdy 
that won't fall apart when lifted 
Employs nails to secure the 
Made of heavy gauge steel, fabri- 
strength, rust resisting finish. 
ng-pong, train, picnic and ban- 


quet tables, display stands, platforms, car- 
penter's horses, etc. 


Disassemble on 
job for transporting and storing 
active counter carton, 


Ask Your Jobber or Write 


DALTON MFG. CO. 


20 S. Central Ave., St. Lowis 5, Mo. 





For Heavy-Duty Use—Recommend Dualiton Fully-Mechanical 


Sawhorse Brackets 











FAST TURNOVER 


HIGH PROFITS 


CUSTOMER 
SATISFACTION 
ASTER 


LAN < PA 














sion made, plated Springs. Boxed 


Gardner Wire Co. 





Easy 10 STOCK WITH 


Gardner's 
SPRING CABINETS 


A single convenient metal 
drawer holds 128 selected 
springs. 40 mest popular 


stock. Order from your jobber or write us. 


sizes, in coded com- 
partments. Larger 
assortments come in 


2 and 4 drawer 
cabinets. These are 
top quality, preci- 


refills shipped from 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 











‘Where There’s a Home... 
" There’s a Market! 


MAIL 
BOX 


This sturdy, attractive, 
Cast Aluminum Mail Box 
enriches the entrance of 
any home. Available in 
Sprayed Brass or Dead 
Black finish. Individually 
packed with screws. 


Write for Catalog No. 12 


illustrating our line of build- 
ers’ Hardware Specialties. 


MANUFACTU 
ROCKWOOD 





BIG 
CHIEF 


% INCH WIDE 10 FOOT 
WHITE BLADE 


on the NEW CARLSON RULE! 


It’s a real promising seller for all measuring needs... because 
it offers more. The new BIG CHIEF is especially designed fer 
extended overhead and reach-in measurements. Its %4” wide 
blade has extra rigidity...extends farther horizontally and o 
full 10 feet overhead without buckling. The easy-to-read white 
blade automatically converts inches to feet at a glance. It’s a 
more useful rule...and you offer these additional CARLSON 
FEATURES that always spell more S-A-L-E-S: 





Double graduations in feet and inches 
Ten d blade g 
Easy-to-read crackproof white face 
Built-in automatic brake 
Easy-action swing-tip 


ORDER FROM YOUR JOBBER 














ROLLER SKATES 
500 MILE GUARANTEE! 


They SELL faster because they 
GO faster! Speed King skates 
with double ball bearings, are 
smoother, and have longer life. 
The 600 is guaranteed for 500 
miles! Check the whole Speed 
King Line—there’s a model for 
every market. Get set for spring. 
See your jobber now! 


Only Speed King offers “shaped to the shoe” comfort! 


EXTRA SKATING 
COMFORT 





HUSTLER CORPORATION, STERLING, ILLINOIS 








Produced under patents 2089209, 2510939 


CARLSON & SULLIVAN, Inc. 


MONROVIA CALIFORNIA 


Arvin 9-height 


PATENT PENDING 


adjustable all-metal ironing table 


Outsells all others of its 

ATM kind because it has easi- 

SSS SEE MMM est, widest range of ad- 
; justability. 9 heights—26” 

STYLE Povsretved by to 36”. Locks automat- 
1400 ._ \Good Housekeeping ically. Economy price. 

S. S NATIONALLY ADVERTISED 





4s sovrensee OE 





ARVIN INDUSTRIES, Inc. 


Columbus, Indiana 











One set om a Card. 
12 Cards in a box. 
SIZES 

Yo” 1%” 1-1/16” 
Bad %” 56” 


World's 
best known, 
quickest- 


selling 
FURNITURE 
GLIDES 





DISPLAY Genuine, easy-to-sell 


DOMES or SILENCE 


Ask your jobber or write 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


One set in a 
box. 12 hoxes 
in carton. 


SIZES 
1” We" %” 
3%” 5” Yo" %” 


DOMES of SILENCE, Division of 
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ALES 
RULE! 


s... because 


ntally and a 
o-read white 


has easi- 
ige of ad- 
ights—26” 
automat- 
price. 








